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Atlantic Companies 
Show Assets, Surplus 
_ At New High Records 


= in Gross and Net Premi- 
- ums in 1953 Reported by Chair- 


man Tuttle in Annual Report 


“TOTAL ASSETS $59,767,163 


Net Premiums Written $25,861,673 


- and Policyholders’ Surplus $18, s 


| Companies of 
"were $59,767,163, a new 


612,332; Underwriting Profit 


Atlantic 
year-end 
Franklin 


of the 
York at 
high, 


assets 


New 


Consolidated 


'B. Tuttle, chairman of the board of the 
‘Atlantic Mutual Insurance Co. and Cen- 


Ptennial Insurance Co. 
Sannual report. 


states in the 1953 
Net premiums written of 


© $25,801,073 showed an increase of $1,- 


© 458,220 over 1952 and set a new 
' Policyholders’ 


high. 
$18,612,332 


surplus of 


' showed a moderate increase and also es- 
| tablished a new high. 


Comparative figures show that for 1953 


{ gross written premiums were $34,887,000 
Pagainst $33,390,000 in 1952; net written 
| premiums $25,861,073 against $24,403,453; 
“total assets $59,767,103 at the close of 
» 1953 as compared with $55,780,009 at the 


4 


end of 1952, and policyholders’ surplus 


E $18,612,332 against $18,211,975. 


| expenses 


Underwriting Profit Higher 


Combined losses and loss adjustment 
incurred, after reinsurance, 


“were 53% of net earned premiums, com- 


) pared with 58% in 1952. 
‘underwriting profit amounted to 


795, 
"$1,194,898. 


The statutory 
2,601,- 
1952. 
was 

of 


compared with $1,470,047 
investment income for 
Federal income 
10,871 were incurred in 1953. 
The companies’ ratio of expenses in- 
-turred to net premiums earned was 
(36.5%, an increase of 1.0% over 1952. 
~The consolidated unearned premium re- 
“Serve amounted to $16,061,432, an in- 


in 
1953 


taxes 


et 


Perease of $1,085,331 over 1952. 


+ 097,000 


1952. 


“ous, unforeseen trouble,” 
“tle. 


Dividends of $2,350,279 were incurred 
‘on participating policies of Atlantic Mu- 
‘tual in 1953. Claims amounting to $16,- 
involving 75,000 policyholders 
ere paid during 1953, compared with 


4,143,000 and 069,000 policyholders in 


“We are in business to serve policy- 
‘holders by providing year-round protec- 
tion against almost every type of seri- 
says Mr. Tut- 


“The claims we pay are tangible 
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He’s Protected — Naturally 


If your assured lived in 
houses like beavers, 

they wouldn’t need fire 
insurance. But fortunately, 
most families prefer an 

L & L fire policy to a 
watery living room. 


London & Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK ° STANDARD MARINE INSURANCE COMPANY, LTD. 
(Fire Department) LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 
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New Paid Business Sets Record 


Outstanding performance by Fidelity’s Field 
produced a record high of over $88,000,000 
new business in 1953. 


Life Insurance in force over $807,000,000; 
assets over $280,000,000. 


The 
FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 





Voluntary Mortgage 
Credit Committee Is 
Companies’ Proposal 


To Assure Adequate Nationwide 
Credit Facilities for Financing 
Home Mortgage Loans 


SUBMIT BILL FOR PURPOSE 


Carrol M. Shanks Presents View- 
point; Oppose Reviving Federal 
Mortgage Association 


Washington — Legislation calling for 
creation by private lenders of a national 
voluntary mortgage credit committee 
headed by the Housing and Home 
Finance Administrator with regional sub- 
committees in each Federal Reserve Dis- 
trict to nationwide 
credit financing home 
mortgage particularly in small 
communities and remote rural areas, and 
for minority groups, advocated be- 
fore a Congressional Committee he 
Carrol M. Shanks, president of The F /% 
dential. } 

Testifying before the House Ba 
and Currency Committee on the a> -en- 
istration’s housing bill, Mr. Sham*acers. 
iered the plan on behalf of Am Kan- 
Life Convention and Life Insurane ex 
America. He stated thamyel 
insurance companies now have loanorter, 
standing of more than $13  billieliller 
FHA insuresOU™ 

ittees 

VA guaranteed home loans held boents 
iental 
riev- 

“T he 


hatt: 1- 
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facilities for 
loans, 


Was 


sociation of 


inortgages on homes. 


companies total $9.6 billion. 
Seek Sound Mortgage Polic:” 
Mr. 


lish the national and regional mor . 
- Vv 
loan committees as a substitute for” 
Title 11] of the admin 
or 


tion’s housing bill which would, a a 
) i 


spa- 
Mortgage Antntiinub- 
morail- 
nger 
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Shanks offered the plan to 


visions in 


acted, and reinvigorats 
Federal National 
the Government's 
market which in the past has prov 
mortgage loan funds by purchasing 2 aper 
and VA loans from private lending ment 
dian 
and 

ci 


reorganize 


secondary 


tutions. 
“The life 
naturally greatly interested in soun, 
tional policy with respect to housing 
mortgage lending. They are vitally ~. bes 
cerned about improvement in Stan. 
of health and well-being of the As 
can people—in which good housing . y 
such a prominent part. Beyond this,: si 
are well aware of the important oor 
which a thriving residential constrt ty, 
industry plays in general econ 
prosperity. At the same time, they «,.... 
an equal interest in seeing that hous: ing 
not over-produced relative to ‘\,- 
mand,” Mr. Shanks declared. sa 
“We are in full accord with most 


insurance companies 


serve 


is 
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To help the agent make more and larger sales with 
fewer and shorter interviews. This is a day-in, day-out 
objective of New England Mutual. 

It’s the primary target of this company’s extensive 
national advertising, which reaches millions of readers 
in general, business and college magazines. It’s the 
reason why New England Mutual designs and dis- 
tributes a continuous flow of new promotion pieces, 
each keyed to a specific selling theme. 








It's why New England Mutual has developed one 
of the most comprehensive training programs, helping 
to stimulate sales at all levels. And it’s also why New 
England Mutual issues regular bulletins on new tax and 
estate laws, along with suggested sales applications. 

This constant concern with its agents—helping to 
turn their time into money—is probably why you fre- 
quently hear New England Mutual referred to as “the 
insurance man’s life insurance company.” 


m NEW ENGLAND &% MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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American Life Convention Publishes Its History 


It Had Its Origin in Troublesome Period Of Armstrong Investigation; 


It is the opinion of university pro- 
fessors of insurance and of leading life 
insurance executives that an extraordi- 
narily fine job was done by Dr. R. Car- 
lyle Buley, author of the recently pub- 
lished history of the American Life 
Convention. Dr. Buley, Indiana Univer- 
sity’s professor of history, is a Pulitzer 
prize winner historian. 

Buley’s history of ALC, an erudite 
study published in two volumes, is no 
bare recital of the story of an insurance 
organization, even of one which has 
played such a prominent role in life in- 
surance. Together with the information 
on how the ALC—which now has 244 
member companies—came into being 
and what it has done in helping protect 
the policyholders and guarding the in- 
terests of life insurance companies, Dr. 


Buley has included a comprehensive 
study of the various general situations 
of the nation, economic and legislative, 


which have confronted all the compa- 
nies. In brief, it paints a clear, sequen- 
tial running picture of the economy and 
legal and state regulation of the times. 
This has been done by describing the 
problems (such as those arising from the 
three wars in which the nation has been 
engaged since 1906), facing each presi- 


dent of ALC and what was accom- 
plished during his term of office. The 
history was written largely “for the 
record.” This comprehensive job was 


done in part through the assembly and 
preservation of correspondence written 
by or received by ALC officers and ex- 
ecutives over the span of vears covered, 
together with other documents, and also 
taking advantage of the long experience 
in history writing of the author, Dr. 


Buley. 
Fortunate in Executive Management 


American Life Convention has been 
extremely fortunate in its chief execu- 
tive officers. Holding the position of 
manager have been men of marked dis- 
tinction in the business. They have in- 
cluded the late Colonel Charles B. Rob- 
bins, former Assistant Secretary of War 
and president of Cedar Rapids Life; 
3yron K. Elliott, now executive vice 
president, John Hancock; Robert L. 
Hogg, now senior vice president of 
Equitable Society; and Claris Adams, 
who was ALC chief executive officer for 
some years, later president of Ohio State 
Life and has now returned to his old 
ALC post. For 20 years it had a gen- 
eral canal and secretary in the person 
of the late Thomas W. Blackburn, who 
eo to increase the prestige of 


Dr. Buley, who worked seven years 
in preparing the history, did so under 
direction of an ALC history committee 
of 12 leaders in the business three of 
whom have since died. They wére Senz- 
tor Isaac Miller Hamilton, president of 
Federal Life; Charles G. Taylor, Jr., 
President of Metropolitan Life; and Lee 
I, Dougherty, vice president, Occidental 
Life of California. Others on the com- 
mittee, in addition to Claris Adams, 
were Ralph R. Lounsbury, president, 
Bankers National Life and now presi- 
dent of ALC; W. E. Bixby, president, 
Kansas City Life; R. B. Richardson, 
President, Western Lite? Dr b..G Sim- 
mons, executive vice president, Pan- 
American Life; Frazar B. Wilde, presi- 
dent, Connecticut General; Cecil Woods, 
President, Volunteer State; Harry M. 


Now Has Membership of 244 


By CLarENCE AXMAN 


American 
former 


president, 
Seay, 


Woollen, former 
United; and Harry L. 
president, Southland Life. 


Career of Dr. Buley 


Dr. Buley was graduated from Indiana 
University with high honors and also 
has a Ph.D., from University of Wiscon- 
sin. For ten years he taught in Indiana 
high schools, and was assistant principal 
and head of the history department, 
Springfield, Ill, High School. After 
serving in the Signal Corps of the Army 
he returned to Indiana University as 
instructor of history in 1925, later be- 
ing advanced to professor. In 1951 he 
won a Pulitzer Prize for a work in 
history. He is author of “The Political 
Balance in the Old Northwest” and 
“The Old Northwest—Pioneer Period.” 
He is co-author of “The Midwest Pio- 


neer” and “Cures and Doctors.” 
ALC Formed in 1906 
The American Life Convention was 
formed in 1906. That was a date never 


to be forgotten in life insurance as the 
Armstrong Committee of the New York 
Legislature had finished its work, guided 
by Charles E. Hughes, its chief coun- 
sel, and a spate of law-making in all 


the states followed, led by New York 
State. The business itself was in a 
nationwide turmoil with thousands of 


agents leaving the business. The birth 
of American Life Convention was not a 
direct result of the Armstrong Commit- 
tee, but that committee and the legisla- 
tion adopted in its wake had a lot to 
do with the fact that ALC got going 
so quickly after being formed. 

Discussion by Western and Southern 
life insurance company executives rela- 
tive to the necessity of an organization 
of their own had been subject of many 
letters and conversations, resulting in a 
preliminary meeting in 1904. The West- 
ern and Southern companies at the time 
were small; they had numerous prob- 
lems, such as controversy over. prelimi- 
nary term, there were threats of Fed- 
eral supervision and there was fear that 
giant Eastern companies would imperil 
their existence. 


The 1904 Preliminary Get-together 


As a result a meeting was held in 
1904 in the office of Charles E. Dark, 
vice president, American Central, In- 
dianapolis, at which a number of execu- 
tives reviewed the situations which made 
a self- protective organization of smaller 
companies of the West and South seem 
imperative. Those at the 1904 meeting 
were Sidney A. Foster, Royal Union, 
Des Moines; Bascom H. Robison and 
Thomas W. Blackburn, Bankers Re- 
serve Life, Omaha; Samuel B. Smith, 
Volunteer State Life; W. A. Lindly, Se- 
curity Mutual, Lincoln, Neb.; John Al- 
berton, Western Mutual, *Cousell Bluffs ; 
Milton A. Woolen, president, and Mr. 
Dark, secretary, American Central Life. 
On the second day of this conference 
Mr. Alberton purchased a $12.50 desk 
set on behalf of the visitors and pre- 
sented it to Mr. Dark who for some 
years was spoken of as “father of the 
American Life Convention.” 

Some time after the meeting Dark 
called on Joseph B. Reynolds, president 
of Kansas City Life, and discussed the 
tentative organization. Later, a letter 
signed by Reynolds, Foster and Dark 
went to chief executives of 35 Western 








DR. R. CARLYLE BULEY 
and Southern companies calling for a 
meeting. It was finally held in Chicago 


on December 5, 1905, was attended by 
representatives of 14 companies, and at 
it Reynolds was tentatively elected 
chairman of the proposed association 
and Blackburn, secretary. As the life 
people left the meeting they heard 
newsboys calling out an extra, head- 
lines of which were that President 
Theodore Roosevelt had sent a mes- 
sage to Congress in which he advocated 
Federal regulation of railroad rates and 
of life insurance. 
ALC Formally Started in 1906 

The Chicago meeting adjourned to St. 

Louis, and on January 30, 1906, the ad- 


iourned meeting got under wav, for- 
mally organized American Life Conven- 


tion with a membership of 34 comna- 
nies. Revnolds was elected president 
and Blackburn, secretary. 


here was another phase of the Arm- 
strong investigation, however, of great 
importance, and that was the stimula- 
tion it gave to organization of new legal 
reserve life insurance companies in the 
West and South. 

At no time in the memory 
ance men had so many new companies 
entered the arena, with many more be- 
ing projected. The whole West, for in- 
stance. seemed imbued with the idea 
that the publicity attached to the New 
York investigation marked an opportune 
moment for new blood to enter the 
business. By the end of 1905 some 55 
legal reserve companies were operating 
in the region, 13 of which were in In- 
diana. A few of the new companies 
were founded by mere promoters who 
regarded life insurance companies as 
just another business enterprise out of 
which to make money, but the majority 
were started by men of integrity and 
resources who believed that “the vigor- 
ous and helpful western atmosphere as 
yet not permeated by the Wall Street 
influence” possessed ample investment 
opportunities and offered a logical field 
for the development of new life insur- 
ance companies. 

Anyway, the 


of insur- 


way was set for the 


Originated With Companies of West and South; 


LIBRARIES GET ALC HISTORY 
Five Connecticut Life Insurance Com- 
panies Present Buley Study to 225 
Libraries 
Copies of the Dr. R. Carlyle Buley 
history of the American Life Conven- 
tion has been presented to 225 libraries 
in that state. Donors are the five Con- 
necticut life insurance companies. These 
gift copies go to secondary schools and 
colleges and to major public libraries. 
A special bookplate recording the pre- 
sentation is marked “in the interest of 
wider understanding of one of the State’s 
major industries by the five life insur- 

ance companies of Connecticut.” 

The program was carried out under 
leadership of Morgan B. Brainard, Aetna 
Life president; Frazar B. Wilde, Con- 
necticut General president; Peter M. 
Fraser, Connecticut Mutua] president; 
Benjamin L. Holland, Phoenix Mutual 


president; J. Doyle DeWitt, Travelers 
president; and Berkeley Cox, Connecti- 
cut vice president of ALC. 





formation of an organization of smaller 
companies for the purpose of discussing 
and acting upon their common probiems. 
There had been some correspondence on 
the subject and personal telephone calls 
as well. 

Membership in the new organization 
was limited to legal reserve life insur- 
ance companies. After adoption of the 
constitution and by-laws the Conven- 
tion proceeded to the election of officers. 
Joseph B. Reynolds, president of Kan- 
sas City Life, was elected without con- 
test as president of the association. Ex- 
ecutive committee consisted of Samuel 
B. Smith, Charles E. Dark, C. R. Porter, 
Bascom H. Robison and Isaac Miller 
Hamilton, with Reynolds and Blackburn 
ex-officio members. Among committees 
formed were those relating to agents 
and agencies, uniform law, departmental 
supervision, medical examination, griev- 
ances and miscellaneous subjects. The 
Convention adjourned to meet in Chatta- 


nooga in October, 1906. 
Careers of Reynolds, Foster, Davis, 
Blackburn 


Mr. Blackburn, general counsel for a 
long period, taught country school in 
Nebraska when 17; entered the newspa- 
per field with the Omaha Bee; was pub- 


licity director for Union Pacific Rail- 
road, and chief clerk of its passenger 
department, and going to Los Angeles 


became managing editor of a daily paper 
there. Later, he joined the government 
in Washington in the Office of Indian 
Affairs. While there he studied law and 
was admitted to the bar in 1891. He 
then went with the Bankers Reserve 
Life company in Omaha. 

President Joseph A. Reynolds of Kan- 
sas City Life, and Sidney A. Foster, 
president, Royal Union, were two of the 
outstanding figures in early history of 
ALC. Reynolds also started life as a 
school teacher. He went into Missouri 
Insurance Department as an actuary, 
remained there for 18 months and re- 
signed to become president of Kansas 
City Life. Within a year after taking 
this post he was establishing his leader- 
ship among officers of the midwestern 
companies. 

Sidney A. Foster 


(Continued on Page 5) 


in his early career 
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Annual Sales Congress of New York City Association 


“Timely Tips on Sales Tracks” is Theme of Thirty-fourth Annual Affair; William Cooper 
W. B. Lever, Dale Carnegie, P. W. Bove, S. L. Turner, Lester O. Schriver 


on Program; Timothy W. Foley, General Chairman 


The 34th annual sales congress of the 
Life Underwriters Association of the 
City of New York, held on Thursday of 
last week in the grand ballroom of the 
Hotel Astor, had for its theme “Timely 
Tips on Sales Tracks.” General chair- 
man was Timothy W. Foley, general 
agent, State Mutual. He was assisted 
by Vice Chairman Arthur L. Sullivan, 
Fidelity Mutual, and George P. Shoe- 
maker, CLU, Provident Mutual. 

Speakers and their topics were Wil- 
liam Ccoper, agent, The Prudential, 
Manchester, Conn., “The Emotional Ap- 
peal of Life Insurance; William B. 
Lever, district manager, State Mutual 
Life, Portland, Me. “Prospects Are 
Where You Find Them”; Dale Car- 
negie, author and lecturer, “Magic of 
Enthusiasm.” and “How to Win 
Friends”; Peter W. Bove, commercial 
training supervisor, New Jersey Bell 
Telephone Co., “Selling Sense”; Selby 
L. Turner, agent, New England Mutual, 
New York, “Selling the Professional 
Man”; Lester O. Schriver, managing di- 
rector, National Association of Life Un- 
derwriters, “What Makes Them Buy!” 

Mr. Cooper, who is a combination 
man, said that the combination agent 
has a definite advantage Over most 
other men in the insurance industry, 
because when he enters the field of 
life insurance as a career, he is given 
a completely established business. To 
build up this business, Mr. Cooper said 
that he makes a close friend of his 
clients. “It doesn’t matter,” he con- 
tinued, “if the family I call upon is 
playing cards, reading or watching tele- 
vision, I am asked into the house with 
aw elcoming smile. If there is too much 
disturbance in the living room, I can 
suggest having the interview in the 
dining room or kitchen, and the head 
of the family will sit there with me and 
give me his complete attention. I can 
do this, while other salesmen cannot, 
because I have proven myself to be their 
friend as well as their insurance man. 
I am their promise of present and fu- 
ture peace of mind because of the guar- 
anteed financial security I offer them. 
In many ways I am their hope and their 
refuge for the future, and this secure 
feeling was built up to its present status 
by me. I am their constant reminder of 
the great benefits and financial security 
offered by all the life insurance compa- 
nies, and I prove this to them time and 
again, under all conditions.” 

Present-Day Advantages 

Calling attention to the advantages 
the present-day life insurance agent has 
over the salesman of 20 years ago, Mr. 
Cooper said that today a salesman in 
the life insurance business, regardless 
of the company he renresents, is given 
an education free. “Teachers, books, 
and traveling expenses to training cen- 
ters are now ours,” he continued, “so 
that we may acquire the know-how es- 
sential to selling and servicing our prod- 
uct. Because of this continuous training 
and education, we are able to under- 
stand changing economic conditions and 
keep up with new ideas in the business 
itself. And this knowledge pays off in 
greater prestige and constantly increas- 
ing income.” 

Mr. Cooner believes that an insurance 
man must have time to devote to ont- 
side activities in order to enlarge his 
own outlook on life, to develop an in- 
terest in affairs both local and national, 
to cultivate social contacts which will 


plan fits in with his Social Security 
benefits and other resources. 

“As he grows and as his children 
grow, I grow with him for his entire 
program, as first presented to him by 
me, is always being brought to his at- 
tention for further consideration, for 
further revision, because I have antici- 
pated for him his journey through life, 
and prophesied happiness and security 
to his loved ones.” 

Sales Resistance 

About sales resistance, Mr. Cooper 
said that he runs into it just as much 
as any life insurance salesman. “One 
of the most common questions put to 
me is,” he said, “ ‘Suppose, after three 
or four years I find I can no longer pay 
for this insurance. Do I lose every- 
thing? What have I gained?’ 

“When a prospect talks to me about 


enable him to prospect upward and 
write larger policies in less time. “All 
these activities,” he said, “are an essen- 
tial part of the agent’s growth and suc- 
cess in his community and in his life 
insurance business. Through daily ob- 
servations of family changes, through 
inobtrusive questions thrown out day 
after day, through friendly interest, an 
agent can establish in his own mind the 
definite needs of those persons he has 
selected to call upon in any particular 
week. Approach these prospects in 
need,” he continued, “with complete as- 
surance and unquestioning confidence. 
Few men who have the money to buy 
life insurance will withstand a proper 
presentation based upon a definite need. 

“When I see a man with a new home 
and one or two small children, who has 
about $2,500 of insurance bought any- 
where from two to five years ago, I use losing money on insurance in the event 
our pragramming tool, the ‘Dollar of financial reverses, I ask, ‘Mr. Pros- 
Guide’ and show him a program cover- pect, may I ask how much you paid 
ing all his needs. Usually, considering down for your home when you first 
the type of prospect I approach, I wind bought it three years ago? You say, 
up selling him about $5,000 basic insur- $3,000?’ I then reply, ‘Now, Mr. Prospect, 
ance, with a family income rider. This if you don’t pay your next two months 
covers his immediate needs for last ex- rent, doesn’t the mortgagor have the 


penses, critical period, and a monthly legal right to foreclose for the amount 
income for his wife and children, plus due?’ He thinks a moment and an- 
retirement income for himself, if he swers, ‘Yes, I guess you’re right.’ Then 
lives. And I always show him how this I continue, ‘if you buy a new car for 











FOR SURPLUS WRITERS 





Unexcelled facilities at your service: A complete 
library, an understanding management staff 
schooled in all phases of underwriting, taxes, 


trusts, wills, programming and estate planning. 


SS” 


SOLOMON HUBER, C. L. U. 


General Agent 


The Mutual Benefit Life Insurance Co.* 


370 LEXINGTON AVENUE, NEW YORK 17, N. Y. 
MUrray Hill 6-8030 


*Home Office: Newark, N. J. 























Sales Congress Committees 

General chairman of the 34th annual 
congress of the Life Underwriters As- 
sociation of the City of New York was 
Timothy W. Foley, State Mutual Life. 
Vice chairmen were Arthur L. Sullivan, 
Fidelity Mutual and George P. Shoe- 
maker, Provident Mutual. 

Other committees included program 
advertising, Louis W. Sechtman, CLU, 
chairman; attendance, Joseph J. Melly, 
chairman, William H. Barton, Walter J. 
Brennen, Edward J. Curtain, 'CLU, Wil- 
liam B. Davidson, Jr., Albert 1. Ditt- 
mann, Engelbert B. Eichengreen, Her- 
bert Frankford, Ralph Fensterwald, CLU, 
Philip L. Klyne, CLU, J. Robert Lauer, 
Joseph P. LoTruglio, Francis Cay Mc- 
Caffrey, Joseph Murnane, Clifford Mel- 
drum, Donald L. Shepherd, CLU, Milton 
Sullivan, CLU; reception, Arnold Siegel, 
chairman, Walter W. Canner, Robert I. 
Curran, Jr., Earle Y. Duncanson, H. G. 
Henderson, Peter J. LoTruglio, Gerald H. 
Young, CLU; photography, A. W. Eisen, 
CLU; publicity, Vera Sundelson; pro- 
gram publication, Jack R. Manning. 





$2,000, and use your old car toward a 
down payment of approximately $700, 
your notes for 15 months would come 
to $70 or $80 monthly. Now suppose, 
Mr. Prospect, three months later you 
cannot continue your payments. What 
happens to your car? Doesn’t the fi- 
nance company have legal right to re- 
possess your car? And, do you get any 
money back? Emphatically, no! How- 
ever, Mr. Prospect, with most insurance 
contracts, after the second year, there 
is a cash value in your policy which 
the company will return on demand— 
without one question. Or, if you don’t 
want cash, you can have a certain 
amount of paid-up insurance or the 
company will carry the full face amount 
for a certain period. You can’t lose.’” 

Concluding, Mr. Cooper said that life 
insurance is a form of religion, to the 
degree that nothing else known to ap- 
plied economics can take its place. The 
life insurance business contains a mini- 
mum of monotony, and the same situa- 
tion never occurs exactly the same way 
twice. Each sale is a new experience, 
so we must create the desired reaction 
by our enthusiasm, our sincerity, our 
belief in our product, and we must make 
our prospects feel that same enthusiasm 
for our product and its ultimate bene- 
fits. If you give your prospects under- 
standing, they will accept you, they will 
share your belief and they will buy. 

William B. Lever, calling attention to 
the volume of new life insurance busi- 
ness that is piling upon the books of 
all life insurance companies, said that 
it is quite obvious that it is a salable 
product, and that everybody, sooner or 
later is a prospect for it. In view of 
this situation, Mr. Lever said, “I don’t 
believe that there is a prospecting prob- 
lem as such. There is a very real prob- 
lem of mental attitude toward the situa- 
tion in which every life insurance man 
finds himself. 

“Recently,” Mr. Lever said, “I read a 
full-page advertisement which said the 
‘so and so Street Cash Market’s grand 
opening!’ Now, that’s more than an ad- 
vertisement—that is a guilt-edged in- 
vitation to every life insurance man 
around. Sometimes prospecting needs to 
be only recognition of facts that are 

(Continued on Page 6) 
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Schriver Tells‘ What Makes Them Buy 


Lester O. Schriver speaking at the 
sales congress of the Life Underwriters 
Association of the City -of New York, 
said that salesmanship is the greatest 
business in this country, because noth- 
ing happens in our economy until some 
salesman sells something. “Our economy 
is a dynamic economy,” he said, “be- 
cause selling and advertising are con- 
stantly on the job creating a desire for 
the good things of life. Salesmanship is 
essential, even if occasionally it is not 
up to par, and the salesman ig “indis- 
pensable even if there is as much ‘differ- 
ence between them as there is between a 
streak of lightning and a lightning bug. 
The work you are doing is important be- 
cause what you are doing makes the 
smoke go up the chimney. You create 
demands, you make people see visions, 
dream dreams, and want good things. 

“The miracle of the American economy 
is the envy of the world. America turns 
out and consumes 67% of all the world’s 
manufactured goods, but it comprises 
only 7% of the world’s population. Last 
year Americans bought six million new 
motor cars, three million vacuum clean- 
ers, three and one-half million washing 


machines, and believe it or not, they 
bought seven million television _ sets. 
And why did we buy all these things? 
Because advertising and selling was on 
the job every day in the week. 

“We now know that it takes more 
than making a better mouse trap,” Mr. 
Schriver continued, “You have to sell it, 
or you would be neck deep in_mouse 
traps. It doesn’t make any difference 
how good your mouse trap is, the world 
will never beat a path to your door until 
some salesman has made a _ customer 
want it more than he wants the money 
that it costs. : 

“The American public spent 368 bil- 
lion dollars in 1953 for goods and serv- 
ices. A record even for the United 
States. That is the greatest economic 
achievement in the history of the world, 
and the salesman and the advertising 
man were the dynamic forces that kept 
it moving in high gear. 

Function of a Salesman 


“And so the function of the salesman 


ALC History 


(Continued from Page 3) 





worked as a stagecoach driver, a farmer, 
a section hand on C. M. & St. P. RK. R, 
and an apprentice printer. Moving to 
Iowa he helped write county histories 
for a publishing company; later pub- 
lished country papers, and in 1884 be- 
came chief clerk of the lowa House of 
Representatives. He then went into life 
insurance where he eventually became 
one of the most influential men in life 
insurance in the West. 

Charles E. Dark was in journalism 
and banking until 1881 when he entered 
the fire insurance field. In 1891 he 
founded the American United, becom- 
ing vice president. 

Space does not permit summarizing 
the careers of all,the men who were 
responsible for the growth and success 
of ALC. They represented—many of 
them still represent—a large number of 
companies. The first of the big Eastern 
companies to join ALC was Connecti- 
cut General. Its vice president and chief 
actuary, John M. Laird, became presi- 
dent of ALC. One of the most exciting 
fortnights in the -history of ALC was 
that in which Metropolitan, Prudential 
and New York Life joined. 

_Publisher of “American Life Conven- 
tion,” a study in the “History of Life 
Insurance,” is Appleton-Century-Crofts, 
New York City: 






in our economy is to create legitimate 
desires (wants), ambitions, a better and 
more abundant life. A salesman js in 
business to make the people want things. 
Not need, but want. A life insurance 
salesman is a creative salesman. It’s his job 
to make men want things not for today 
and tomorrow, but to project his wants 
into the future, ten, twenty, thirty years. 
Yes, it’s your job to make men and 
women see visions and dream dreams. 
Reject the old superstition that it’s your 
business to-sell only according to needs. 
We didn’t need six million new automo- 
biles last year—we wanted them. 

“And why all these wants? Adver- 
tising—and selling. And what else were 
we'doing? We were creating jobs for 
men to make automobiles, and washing 
machines, and vacuum cleaners, and fur 
coats and mouse traps. 

“Remember, I said it is our business 
to create legitimate desires—wants. Un- 
less you and your customer both profit 
by the transaction there is something 
wrong with your product—or you have 
oversold your customer. A good sales- 
man is a fellow who leaves his customers 
with the feeling thet he hes a good buy. 

“What Makes Them Buy! Why do 










527 FIFTH AVENUE, 


NEW YORK 


people act, or react, like human beings 
anyway? Is it logic, or reason, or fig- 
ures, or long arguments? Why is it that 
your customer sometimes seems stupid, 
or indifferent to your proposition? It 
may be that you don’t understand him. 
Or because you don’t know what makes 
him tick. 

“What are some of the avenues into 
a man’s life? Broad highways, which 
lead to his heart and, after all, most de- 
cisions are made through the heart and 
not through the head. One of the broad 
highways is a man’s instinct to protect 
that which he loves. You will find it in 
every form of animal life, but you will 
find it in its highest and holiest form in 
God’s masterpiece—Man. When you ask 
a man how his family would fare if he 
became an angel tonight you are forcing 
him to think of his family, without the 
benefit of his support. You are making 
him realize that so far as his family is 
concerned the most important man in 
the world wears his shoes. That’s an- 
other way of saying that he is his fam- 
ily’s money-making machine. It’s your 
job to make him realize that his machine 
can be lost or destroyed, but its eco- 


nomic equivalent can be guaranteed 
through just one instrumentality—life 
insurance. 


“Another broad highway which can 


(Continued on Page 9) 








One Hundredth of One Per Cent 


At first glance, it doesn’t seem worth talking about one hundredth of 
one per cent, but translated into dollars, it takes on real significance. For 


example, on Connecticut Mutual assets, each .01% means $100,000. 


Connecticut Mutual's interest rate in 1953 was 3.58%*, considerably 
higher than the industry as a whole. If the Company’s interest rate had 
been only 3%, it would have meant a difference of over $5,500,000 for 


Connecticut Mutual policy owners. 


* Net rate after deduction of investment expenses and Federal Income Tax. 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


Hartford, Conn. 


The Josephson Agency 


Halsey D. Josephson, C.L.U., General Agent 
Simon A. McAvoy, Assistant General Agent 








Paul Parker Photo 
TIMOTHY W. FOLEY 


Sales Congress Chairman 








Herb Righthand, Brokerage Supervisor 
Wm. Schur, C.L.U., Agency Supervisor 
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screaming at us from the top of their 
lungs. It’s surprising, however, how few 
life insurance men take advantage of 
this obvious declaration on the part of 
the businessman that he has just en- 
tered upon a new venture and certainly 
is open to suggestions as far as the 
welfare of his business is concerned. 
Needless to say, I didn’t bother to fin- 
ish breakfast, but rushed to the office, 
picked up a couple of ledger statements 
and dashed off to the bright new cash 
market. I am happy to report that the 
contracts are now in force, the market 
is doing famously, and I look forward 
to a lot of fine new business from this 
client. I have found that the ledger 
statements that I used in this case are 
the best single approach to business in- 
surance prospects that I have found. 
Ledger Statement 

statement is a_ sheet 
seven columns 
down the left 


“The 
which is 
with the years 
hand side of the sheet, the first column 
‘Gross Premium,’ which of 
is constant for the 25-year pe- 
used as an ex- 
‘Divi- 
column is ‘Net Pre- 
miums,’ the column is ‘Increase 
in Inventory or Cash Value,’ in another 
‘Total Net Ledger Cost of 
at the end of the year spe- 
and credit 


ledger 
drawn up in 
going 


headed 
course, 
riod which we have 
Second column is entitled, 
third 


fourth 


ample. 


dend,’ the 


column is 
Insurance’ 
and there is 
column there also. 

“This form brings out better than any 


cified, a debit 


I have seen, the actual small cost that 
is involved in the life insurance con- 
tract. It is very obvious to anyone 
looking at the form that at age 35, for 
example, a $10,000 Ordinary life contract 
in the fifth year, only costs the indi- 
vidual $13.20 in that year although his 
gross premium is $252.90. Once the divi- 
dend is taken away from it, and the 
increase in cash value of that year, your 
net ledger cost at the end of that fifth 
year is an amazingly low figure, and of 
course, at age 35 it gets lower as the 
years go by, so that at the end of the 
13th year there is actually an increase 
of $1.50 over the premium paid in that 
year. The best thing that the form 
does, is that it gives me an answer to 
that question about the deductibility of 
premiums as a business expense. I know 
that hardly a day goes by but that you 
who are doing business life insurance 
selling are faced with the question, ‘are 
these premiums deductible as a legiti- 
mate business expense?’ I used to say 
‘no, they aren’t, but don’t forget, when 
this contract becomes a the 
money paid to your company is com- 
pletely tax free.’ I didn’t feel I was 


holding up my own in this verbal battle 
that always seemed to develop, but with 
the advent of the ledger statement, I 
welcome the question. ‘Deduct,’ I say 
now, ‘what have you got to deduct?’ 
(Assume now age 35, $50,000 Ordinary 
Life). ‘Do you realize that your only 
cost the end of the fifth year, for ex- 
ample is $66 on this. I know that you 
put in $1,264.50 a year, but in the fifth 
year, your increase in liquid cash in 
this contract off-sets all but $66 of the 
money that you have given us in that 
year. You don’t deduct your savings 


claim, 


accounts as a legitimate business ex- 
pense, so certainly there is no reason 
to think that you should deduct the 
cold cash that you have in this contract 
which you could get out tomorrow if 
you wanted it, is there?’ This has been 
a tremendous help in providing me with 
a very pat answer that question of de- 
ductibility, and it brings home like noth- 
ing I have ever seen before, the low 
cost at which life insurance can be pur- 
chased. 


Advance Premiums 


“Another idea on business insurance 
which seems to be one of the finest 
things I have seen in a long time,” Mr. 
Lever said, “has to do with advance pre- 
miums. I have found a surprising num- 
ber of corporations who have very 
healthy surpluses. In many cases the 
surpluses are in governments that are 
paying 149% and taxed at the current 
corporation rate, there is left a very 
unimpressive net return on that particu- 
lar surplus investment. So what is to 
hinder a corporation from taking the 
surplus which now is grossing 144% and 
transferring it to a life insurance com- 
pany by the means of a ‘premiums paid 
in advance’ contract in which the pre- 
miums in advance will be discounted at 
244%. If you pay ten premiums in ad- 
vance, and on the anniversary of the 
policy at the end of the first year, you 
pay a regular annual premium (which 
will be the 11th premium), that premium 
is also discounted at the tenth year rate 
so that every premium you pay on an 
annual basis thereafter is discounted at 
the going rate for the tenth year. At 
the same time, the cash values in this 
life insurance policy are accumulating 
at 24%%, minus, of course, the cost of 
the life insurance, absolutely tax-free. 
If you would care to make a key-man 
business insurance presentation, or a 
deferred compensation presentation, you 
start fooling around with advance pre- 
mium, and then keep the annual coming 





in at the end of each anniversary to 
take advantage of the continued dis- 
count, plus this guaranteed, tax free ac- 
cumulation at 2Y%4% in the life insurance 
policy, and you have got a selling point 
that many corporations are completely 
unaware of and which brings the cost 
of the life insurance down tremendously. 
If you are working on a deferred com- 
pensation idea and now since the cor- 
porations can recline income from in- 
surance companies under the regular 
settlement options, the increase that the 
corporation will gain through the in- 
terest factor of that income to the key 
executive over a period of years is an- 
other plus on the side of the key-man 
business contract. It’s ‘a great eye 
opener as far as using the life insurance 
companies for reserve funds rather than 
going along with the traditional accu- 
mulation routines as very low interest 
which in effect is merely storing the 
money in a hole in the ground.” 


Specializes in Selling Doctors 


Selby L. Turner, who is successful in 
selling doctors, has been specializing in 
this field for the past 15 years. Quite 
often he starts by cultivating a young 
intern who becomes a lifetime client. Mr. 
Turner makes it clear to his clientele 
that he is going to be in the life insur- 
ance business just as long as they are 
going to be doctors. He also tells them 
that no matter where they practice he 
will always be at their service to assist 
them with their life insurance program. 

A cardinal rule, Mr. Turner has ob- 
served over the vears, is not to mention 
the name of another doctor while he is 
talking to a client, and he never asks 
a client for a letter of recommendation 
or to make a personal telephone call to a 
prospect. He does not use these prestige 
builders, he said, because it is done for 
him unsolicited. Doctors are clanish, Mr. 
Turner said, and if a good job is done 
for one of them, he will mention it to 
his associates. 
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Peter W. Bove in his talk at the sales 
congress of the Life Underwriters Asso- 
ciation of the City of New York, last 
week, outlined some of the qualities 
possessed by the champion producer that 
separates him from the average pro- 
ducer. “In number one place,” he said, 
“is the will to win. There is almost a 
consuming passion to be at the top and 
the champion knows that someone will 
always be at the top, and somebody 
at the bottom. This will to win is re- 
flected in many ways. The champion 
underwriter has complete faith in what 
he sells and is so sold on his product 
that he seems to be almost on a crusade 
to help others and he speaks with a 
conviction that cannot be denied. He 
does not sell a policy, he sells an educa- 
tion for a growing boy, he offers free- 
dom from a potentially crushing mort- 
gage. Champions sell in terms of bene- 
fits and results that one can almost feel, 
the things that people seek from the day 
they are able to reason, freedom from 
worry. 

The Will to Win 

“The will to win is reflected just: as 
strongly by the goal set in each inter- 
view. Aim high is a fundamental rule. 
It is a well-known fact that men who are 
nobodys in their own mind, plan inter- 
views with little prospects, those who 
cannot afford the larger policies. Yet 
someone is going to sell the office man- 
ager, the executive and others who can 
afford to buy big policies. The cham- 
pion aims high. He goes after bigger 
men, and tries for the big orders.” 


P. W. Bove Talk on Selling Sense 





The speaker also pointed out that the 
will to win is expressed in their per- 
sistence and determination to accomplish 
the job they start. “This means,” he 
said, “that they are not satisfied to mere- 
ly tell their story, to describe what they 
have to offer. Anybody can do that and 
usually does. The aim of the interview is 
to get the order and only when the 
order has been secured has the job 
been done. Ask for the order is the 
cardinal principle. Get the first premium 
payment is the rule of the underwriter. 
After all, if you can’t close, all the rest 
of the effort is of no purpose. Yet the 
average salesman seems afraid of this 
vital moment. He has gone through all 
the motions of prospecting, preparing 
for the interview, approach and all of 
the other steps leading to a sale but 
when the moment to ask for the order 
arrives, we find the ‘pause that de- 
presses’. Human beings have a fear of 
hearing the word ‘no’. 

“It should be remembered, Mr. Bove 
continued, “that orders are seldom vol- 
unteered by the prospect, because mak- 
ing a decision is a difficult matter for 
most people. It is the job of the under- 
writer to help make that decision if he 
is to fulfill his mission, and the bigger 
the policy, the more help the prospect 
needs. Right along with helping in mak- 
ing the decision is the obligation to 
make it easy for the prospect to decide. 
Speak as if it were the normal and natu- 
ral development to subscribe and speak 
in positive terms. The prospect is no 
expert on life insurance and it’s the 








underwriter’s job to develop his inter- 
view so as to make it easy for the 
prospect to say yes.” 

Mr. Bove also called attention to the 
fact that the champion does not expect 
to win all the time. He knows that there 
will be defeats and disappointments, but 
never discouragement. He realizes that 
people will frequently say no, but he also 
realizes that there is where the chal- 
lenge lies and selling begins. 

The will to win, the speaker said, is 
not enough, there is a second element 
that is part of the champion, and that is 
that he does a little bit more than the 
average. He works a little harder for 
himself and for his client. He makes 
and receives calls at his home «hen his 
clients’ interests are at stake. He gives 
them a sense of closeness, of friendliness 
to the point where they can feel free to 
call him at any time. 


Prospecting Job 


“We also find that the champion does 
a little better on the prospecting job. He 
seeks quality and uses two very simple 
guides to assure himself that his selling 
time will not be wasted. Can he afford 
to pay and does he have a need? 

“In preparing for his interview,” Mr. 
Bove said, “this knowledge is supple- 
mented by personal facts concerning the 
prospect, such as his likes and dislikes, 
his aims and ambitions and his back- 
ground. The champion underwriter aims 
to acquire as much knowledge as he can 
about the prospect because he knows 
that the more he has, and can show, the 
more the sales‘interview cen be person- 
alized. The prospect is made to feel as 
though the salesman’s work is wrapped 
around the interests of his prospect. 

“The third element in selling,” Mr. 
Bove said, “is what I call powerized 
knowledge. The chzmpion sa'esman has 
the seme knowledge that the average 
salesman possesses, but there is one big 
difference. The champion applies what 
he knows. He knows about the prod- 
uct, and he has sales technique, but the 








HAROLD N. SLOANE 
New York City Association President 





difference lies in what he does with it 
Also the star salesman is willing to learn 
and listen. He takes sales courses and 
is willing to hear new ideas even though 
he feels that these ideas will not add 
much to what he already knows. 

“Also the chempion looks at all things 
through the eyes of the prospect and 
lets him hear what he wants to hear 
He knows that during the interview it’s 
good business to get the prospect in on 
the act. Getting the prospect in on the 
act means asking questions and listen- 
ing. Too many people feel that to sell 
thev must do all the talking or lose con- 
trol of the conversation. 

“The champion salesman learns the 
customer’s interests and what he’s trying 


(Continued on Page 10) 
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Background of Speakers 


Lester O. Schriver, managing director 
of the National Association of Life Un- 
derwriters, is a former legislator, former 
city councilman and city manager. He is 
a past president of NALU, holds several 
honorary doctorates; is trustee of seven 
colleges and winner of Freedoms Founda- 
tion Award for Addresses 1951—Edi- 
torials 1952. With extensive training in 
the field of economics, business and 
politics, Mr. Schriver speaks on a wide 
variety of business subjects. As a spec ak- 
er in every state in our country, and 
every province in Canada, he has a real 
understanding of national and interna- 
tional affairs. Mr. Schriver has authored 
numerous articles and books and enjoys 
a reputation as a Lincoln authority. 

Selby L. Turner, New Engl and Mutual, 
entered life insurance in 1937 and his 
production during the first year was 
around $100,000. During the past 15 years 
he has specialized in selling life insurance 
to doctors only. In 1946 he qualified for 
the Million Dollar Round Table, and 
since that year has qualified consistently. 
He finished 1949 as his company’s leading 
producer, exclusive of pension trust 
business, and he led New England Mu- 
tual each year since. His 1953 production 
was $2,033,420 on 161 lives. Mr. Turner 
has qualified for the National Quality 
Award for seven consecutive years. 

Peter W. Bove is in charge of sales 
training with the New Jersey Bell Tele- 
phone Co. He is also on the staff at 
Rutgers University where he _ teaches 
salesmanship and personality, and con- 
ducts sales courses for industrial organ- 
izations. He was graduated from Harvard 
in 1929, receiving his degree in the field 
of economics. Throughout his business 
career, he has been associated with sales 
work, first as a salesman, then as a 
supervisor, and finally as a sales trainer. 
During his 23 years in the selling field, 
Mr. Bove has helped train more than 


15,000 men and women for™the selling 
profession in many industries, including, 
real estate, retailing, industrial equip- 
ment, etc. He also taught salesmanship 
to the recruiting forces of the U. S. 
Army. He is regarded as an authority on 
selling by telephone and as a speaker he 
has frequently appeared on radio and 
television. Mr. Bove is first vice presi- 
dent of the Sales Executive Club of 
Northern New Jersey. 

Dale Carnegie, before settling in New 
York to teach public speaking, was a 
salesman for Armour & Co. and Packard 
Motor Co. A native of Missouri, he is 
the author of “How to Win Friends and 
Influence People,” which sold four mil- 
lion copies and ‘ ‘How to Stop Worrying 
and Start Living.” 

William B. Lever, an agent for State 
Mutual in Portland, Me., was graduated 
from Bates College in 1941. He taught 
school for one year, following graduation, 
and in addition coached the baseball and 
basketball teams. From 1942 to 1946 he 
was a bombardier in the Air Force. He 
entered the life insurance business in 
1946 with State Mutual and has con- 
sistently made the half million dollar 
club. An outstanding amateur golfer, he 
has won many State of Maine golf con- 
tests. Mr. Lever has qualified for the 
National Quality Award for six consecu- 
tive years. 

William Cooper, an agent for The 
Prudential in Manchester, Conn., is well- 
known as a speaker, having appeared be- 
fore NALU and company conferences. A 
combination man of 17 years’ experience, 
Mr. Cooper is an advocate of time con- 
trol and self-dicipline. 


Huebner U. of Conn. Talk 


In beginning the lecture series in 
insurance of University of Connecticut, 
starting March 22, Dr. S. S. Huebner, 


veteran educator, will discuss life insur- 
ance selling from the standpoint of its 
professional progress. 
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Sales Congress Sidelights 


Peter W. Bove, New Jersey Bell Tele- 
phone sales training supervisor, who 
made a hit at the afternoon session with 
his talk “Selling Sense,” had an un- 
expected and enjoyable reunion at the 
luncheon with a college friend he had not 
seen for over 20 years. He recognized 
the face of a gentleman sitting across 
the table from him but could not place 
the name. An exchange of questions 
brought out that he was Hugh Bigelow, 
now general manager of the Dale 
Carnegie School, who was in Mr. Bove’s 
class at Harvard—the class of 1929. 

ee eee 


Each speaker at the congress received 
a plaque from the Life Underw riters As- 
sociation of City of N.“Y,; expressive of 
the organization’s appreciation for his 
part in the program. It is an annual 
custom and one that is much appreciated 
by the association’s guests. 

ee ee 

Peter Bove told a joke on himself 
after the speaking program was com- 
pleted. He had carefully placed a book 
of matches on the speakers’ rostrum so 
he would not have to look for matches 
to light the candle for the climax of 
his talk. As the time approached he 
looked, but vainly, for the matches. They 
had disappeared! And a quick search of 
his pockets failed to produce another 
book of matches. He did the best thing 
he could think of under the circum- 
stances—ask for audience participation. 
Some obliging life underwriter in the 
first row handed him the much needed 
match. 


Larsen Wins Presidency 
William T. Larsen, CLU, of New Jer- 
sey Sales 
Life, 
company’s National Associates. 
Atlanta, 


Agency of Mutual Benefit 
has been elected president of the 
William 


N. Thurman, is vice president. 


SAYS HE WAS MISINTERPRETED 


NALU President Was Not Singling Out 
Texas Specifically in Agents’ Quali- 
fication Interview 

In a specially called press conference 
held in Little Rock March 13 two days 
after he had been interviewed by a 
Knoxville newspaper reporter President 
Robert C. Gilmore, Jr., NALU, said that 
the statement concerning Texas insur- 
ance laws which was attributed to him 
there was misinterpreted. In clarifying 
his statement concerning Texas laws he 
admitted that the insurance laws of 
Texas (as was true of other states) could 
be improved. In using Texas as an ex- 
ample he had not intended to single out 
the Lone Star State. 

In referring to “insurance laws,” Mr. 
Gilmore said he was more particularly 
interested in such phases of insur- 
ance laws as provide for the proper 
examination and qualification of the 
agents licensed to sell life, accident and 
health insurance. Mr. Gilmore added that 
he had made some reference to accident 
and health in believing that more 
stringent controls in this field might 
bring some of those companies whose 
names had been referred to critically in 
recent series of articles into line. 

Mr. Gilmore at Little Rock took the 
opportunity to congratulate the Texas 
life underwriters associations on the fine 
record they had in trying to strengthen 
the Texas insurance laws by eliminating 
such criticisms in the future. 





MIDGE MORTON WINS IN GOLF 

Midge Morton, one of the leading pro- 
ducers of the Maccabees, attached to 
George Shelly’s agency in New York as 
district manager, won a trophy in a golf 
tournament a few weeks ago while vaca- 
tioning at Boca Rotan, Fla. She had a 
low net score of 76 for 18 holes. 








Fhe West 


gram & Sun” 


225 Broadway 





Recent articles in the New York “World Tele- 
about this important phase of our 
business indicate that only “Non Can” written and 
guaranteed by leading companies can give the full 
margin of Protection our public thinks it is getting. 


Sure, State Mutual’s Sickness & Accident con- 
tracts are somewhat restrictive as to clientele but 
the company does guarantee all its policy pro- 
visions unequivocally. And we are proud to present 
sample contracts for individual consideration. 


If you would like to know more about our 
offerings in this line of more complete coverage, 
please phone, write or ask for further information. 


THE GERALD H. YOUNG AGENCY 


State Mutual Life Assurance Co. 
of Worcester, Mass. 


GEORGE SEIBERT—BILL KILLEA—STAN STAPLES—GERRY YOUNG 
BArclay 7-7700 
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IN NON-CANCELLABLE SICKNESS 
AND ACCIDENT COVERAGE 


New York 7, N. Y. 
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~ What Makes Them Buy 


(Continued from Page 5) 


be used to deadly effect,” Mr. Schriver 
continued, “is the highway marked fear. 
Fear is often a good thing. Sometimes 
it’s fear of exposure that keeps us de- 
cent. It’s the fear of consequences that 
keeps us honest. And when you say to 
a man, ‘Thirty years from today you 
will either be an old man or a dead one’ 
you appeal, of course, to his fear of that 
circumstance. Without money either 
condition is a tragedy. It’s a tragedy 
to his family if he dies early—it’s a 
tragedy to him if he lives too long and 
doesn’t have money. 

“Yes, we can appeal to a man’s fears 
legitimately and properly. It may be a 
court of last resort but at least it is a 
court where he is obliged to think a 
moral situation through for himself and 
then sit as the judge and jury on his 
own case. 


Self Preservation 


“Then there is the instinct of self- 
preservation. That’s a broad highway 
too, because every man seeks immortal- 
ity. Of course, imortality means differ- 
ent things to different people. To some 
people it means sitting on a cloud play- 
ing a harp for all eternity. To me that 
sounds rather monotonous. To others 
immortality means the influence of a 
good life. To others it means being re- 
membered by a limited number of people 
—generally one’s family. But the instinct 
is there in every normal man. That’s 
why we keep buying tombstones. A 
tombstone is a man’s futile protest 
against oblivion. It’s a pathetic thing— 
it’s a futile thing, but we keep on buy- 
ing them. 

“Now if you really want to appeal to 
a man’s instinct to be remembered sug- 
gest that for 20 years he guarantee that 
there will be Christmas and presents, 
and tinsel, and a happy fireside, and the 
laughter of children—and he, in a real 
sense, is present with them because he 
is still furnishing the wherewithal to 
make it possible. 

“Then there is the broad highway 
labeled ‘public approval’—the desire to 
be classed as a successful person. Man 
is born with an acquisitive instinct. The 
instinct to possess something. As a 
matter of fact, civilization began when 
some man claimed something for him- 
self, and his neighbor conceded that 
claim. I know a very successful agent 


LESTER O. SCHRIVER 


who carries in his pocket a list of those 
who own $100,000 of life insurance in his 
company. He frequently displays that 
list to a prospect whom he believes is 
qualified to own that much insurance 
in his company. All I have to say is that 
it works. Men like to be identified with 
those who are successful and substan- 
tial.” 

About man’s instinct for immortality, 
Mr. Schriver said it’s the instinct for 
security, particularly in that time of life 
when the shadows are being cast toward 
the East, the late afternoon of life. 
“Every man,” he continued. “wou'd like 
to feel that the last de-ade might b> 
that part of life for which the first was 
mede. That’s why the insurance ads 
sometimes feature a man and a woman 
late in life, but still in love with life. 
enjoying the leisure and luxuries—travel, 
fishing, golf, or perhaps nothing more 
than picturing a man sitting on his back 
porch with his feet on the rail and der- 
ing anv man to try to make him take 
them down. 

“That’s what I mean. It’s your busi- 
ness to make men see visions and dream 
dreams, in imagination to teke journeys, 
to see ahead 10 or 20 years. Yes, you 
are a salesman—you are a creative sales- 
man. What you are doing is important 
to the country and to our economy. You 
are engaged in a difficult but rewardine 
work. It involves aggressive selling and 
faithful service. And remember that 
business goes where it’s invited and it 
stays where it is well treated.” 
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Preferred Whole Life 
Family Income to $50 a mo. 
Juvenile—5 for 1 at 21 
Disability Income 

Group 

Associations 


84 William St., New York 38 





OUTSTANDING 


Service for Agents and Brokers 


In addition we have a complete line of Term Plans and Riders— 
Mortgage Protection—Retirement Income. All designed to help make sales. 


JAMES F. MacGRATH. Jr. 
General Agent 
Agency Supervisors: Tom Deane — Ail Friedrich 
THE UNITED STATES LIFE INSURANCE COMPANY 


A. & H. 


New Acc. & Sickness Plans 
Hospital Expense 

Group 

“Baby" Group 

Association Group 

School & College Plans 


HAnover 2-7865 























Surplus Producer’s 


Desk Reference 
SS 


Of course, your first obligation is to your 
own company but when it becomes necessary 
to use another company, try our services. 


A SPECIAL PLAN with premiums lower than term 
MINIMUM POLICY $10,017 
MAXIMUM POLICY $250,000 


With highest commissions— 








EXAMPLE 
$59,100—20 YEAR PLAN cash value Net Cost 
10th Year 15th Year Per $1,000 
Age 35—Premium $539.00 $2,070.00 $2,960.00 $ 7.92 
Age 45—Premium $950.80 3,405.00 4,175.00 16.52 


Write or call for our new Rate Card 


r las a } 


LIFE ASSOCIATES 


HARRY A. GRUBER HAROLD N. SLOANE, CLU 


General Agents 


CONTINENTAL ASSURANCE COMPANY 


of Chicago 


111 John Street New York 38, N. Y. 


CEekman 3-4545 
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Pru’s 2nd Boston Agency; 
Massachusetts Changes 
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WILLIAM COHEN 
Expansion and realignment of The 
Prudential’s Ordinary 
in Massachusetts have been 


agency operations 
announced 


by Sayre MacLeod, CLU, vice president. 
Mew agencies are being opened in 
three Bay State cities: Boston, Spring- 


field and Lowell. In addition, the present 


agency in Worcester is being reor- 
ganized. 

William Cohen, manager at Worcester, 
will head the new Boston organization, 
the second to be opened by Prudential in 
that city. He will be succeeded by Max 
Checkoway, assistant manager of the 
Worcester agency. 

Edward L. Carls, district group sales 
manager at Syracuse, N. Y., has been 
named manager at Springfield. E. L. 
Hasbany, who og been assistant man- 
branch 


ager in charge of an agency 
office at “pi will head the new 
Lowell agency. Previously, the Lowell 


and Springfield offices were branches of 
the Worcester agency. 


Heads Union Life Agency 

Murrelle Watkins has been named gen- 
eral agent of Union Life’s home office 
Ordinary agency in Little Rock, accord- 
ing to Frank L. Whitbeck, vice president 
and director of agencies. Mr. Watkins 
goes to Union Life after three years life 
insurance experience. He was formerly 
assistant to the president, National 
Equity Life, Little Rock. 

Mr. Watkins is a graduate of Little 
Rock High School, University of 
Arkansas and of the Southern Methodist 
University Institute of Insurance Mar- 
eee He is a member of the SMU 
Graduate Society, Sigma Chi Fraternity, 





P. W. Bove Talk 


(Continued from Page 7) 


to accomplish, his goals and objectives 
and then proceeds to show how these 
aims can be achieved. Always the view 
is what the product or service will do 
for the prospect and the entire conver- 
sation is slanted toward the sale.” 

Concluding, Mr. Bove said that power- 
ized knowledge to the champion means 
that he reviews all of his failures and 
successes. He tries to learn why the 
last interview went the way it did, re- 
gardless of whether he won or lost. 
What can he learn from the last inter- 
view that can be applied to making the 
next one a successful one? “This is 
done,” he said, “ in every line of busi- 
ness; it is done by the doctors; it is 
done by the lawyers. They analyze their 
failures and successes to that they can 
avoid failures in the future and repeat 
their successes again and again. Power- 
ized knowledge means not only acquir- 
ing the knowledge, it means applying it 
every day.” 


Weghorn Agency Schedules 
2nd Educational Meeting 


Lew P. Brace, supervisor, business in- 
surance training of Canada Life, will ad- 
dress the second educational life insur- 
ance meeting sponsored by the John 
C. Weghorn Agency, Inc., March 23, at 
3 p.m. in the Adams Room of New York 
State Chamber of Commerce Building, 65 
Liberty Street. 

Mr. Brace, who is reputed to be one 
of the best qualified men in the field on 
the business insurance aspect of the life 
business, began his career with the Sun 
Life in 1913. He joined Canada Life in 
1937 and has been in charge of develop- 
ing his company’s business insurance 
division for the past 344 years 

The Weghorn Agency’s new education- 
al program designed to help the general 
insurance broker sell life insurance was 
announced shortly after the first of the 
year and Ralph G. Englesman, noted life 
authority, spoke at the first session. Ap- 
proximately 40 brokers are expected to 
attend. The meeting will last 50 minutes 
and be followed with coffee and refresh- 
ments. 





Southwestern Life Changes 

President James Ralph Wood of 
Southwestern Life announces the elec- 
tion of Frank Martin Wood, prominent 
oil man of Wichita Falls, Texas, as a 
director of the company. James P. 
Swift, general counsel for a number of 
years, has been made vice president and 
general counsel. 
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45 John Street 





A Chance to GROW as... 
MANAGER FOR LIFE DEPARTMENT OF 
NEW YORK GENERAL INSURANCE OFFICE 


We operate a long established fire, casualty and multiple 
line agency, specializing in servicing brokers and repre- 
senting a leading life company as general agents. The man 
we desire should be experienced in developing life business 
from our brokerage accounts. SALARY AND PROFIT SHAR- 


Please give qualifications in writing. 


ZAUN-CONROY, INC. 


BEekman 3-2395 


New York 38, N. Y. 

















FOR MEN UP T075 YEARS YOUNG 
OVERAGE INCOME PROTECTION 


Brokers—see or call 


MEDILL AGENCY, General Agent 


Continental Casualty Company 


220 W. 42nd Street, New York 36, N. Y. 
OXford 5-0040 











Benedict Associates Name 


E. E. Thomas and G. L. Trees 


Appointments of Ernest E. Thomas 
and George L. Trees as assistant gen- 
eral agents of V. G. Benedict & As- 
sociates, San Francisco general agents 
of Lincoln National Life, have been an- 
nounced by General Agent V. G. Bene- 
dict. 

A native of San Francisco, Mr. 
Thomas joined LNL in 1941 as assistant 


cashier in San Francisco. In 1945 he 
was promoted to cashier of the San 
Francisco office when former cashier 


V. G. Benedict became general agent. 
In May, 1952, Mr. Thomas resigned as 
cashier to accept an appointment as 
agency supervisor by General Agent 
Benedict. 

Mr. Trees is a graduate of Ohio State 
University and of the New York Uni- 
versity Graduate School of Business. 
He holds a Master’s Degree in Business 
Administration. He reside in Berkeley, 
Calif., where he located after two years 
of active duty as a lieutenant in the 
Naval Reserve. In July, 1948, he entered 
life insurance and a year later became 
manager of his company’s brokerage 
department, remaining in this capacity 
until January of this year when he 
joined V. G. Benedict & Associates. 








CROMWELL-HAAS Agency 


The Manhattan Life Insurance Company 
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TOUGH CASES 


ANGINA PECTORIS: Best cases 
rated Class C with a 5 to 10 year 
history and Class A after 10 years. 
Selected cases with less than a 5 year 
history considered at a higher rating. 


"Champ" Edwards Agency 
Manhattan Life Insurance Co. 
551 Fifth Ave., N. Y. 17, N. Y. 
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MUrray Hill 2-7330 
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Bankers of Iowa Gains 
New business issued and paid-for in 
Bankers Life of Des Moines for the 


month of February totaled $13,948,362, 
an increase of nearly 9% over last year. 
Ordinary insurance accounted for 
$9,756,227, an increase of more than a 


million dollars. Group sales amounted 
to $4,192,135. 
Volume for the first two months of 


1954 totaled $32,196,572 of which $21,- 
381,637 was for Ordinary and $10,814,935 
was Group. 

Life insurance in force reached the 
new high of $1,952,728,107.. Ordinary in 
force now stands at $1,447,865,377 and 
Group at $504,862,730. 


Minn. Mutual Names Two 


Minnesota Mutual Life, St. Paul, has 
announced the appointments of Jesse M. 
Chase as general agent in Jackson, 


Miss., and Glover J. Gainey as general 
agent in Meridian, Miss. 
Mr. Chase was formerly associated 


with Mutual Benefit Life and Standard 
Life. He is a graduate of Transylvania 
College, Kentucky, and also did grad- 
uate work at Vanderbilt University. 
During World War II, Mr. Chase was 
a lieutenant in the Navy. 

Mr. Gainey has been associated with 


and of the Little Rock Life Underwriters ‘ American Mutual Life for the past 
Association. He is a member of the ; * The Broker’s Life Agency * eight years.. He was located in Houston, 
Little Rock Junior Chamber of Com- Open educational MEETINGS for brokers every Thurs. eve. 7 to 9 p.m. Texas. He attended Mississippi State 
merce and formerly was a member of i College and during World War II 
the group’s board of directors. 60 East 42nd Street, N. Y. 17, N. Y. MUrray Hill 2-3964 served in the Marine Corps. 




















MUTUALZ LIFE INSURANCE COMPANY 
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LARRY CAMPS 


Annuities © Group ¢ Disability Benefits © Pension Trusts 
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ALBERT T. DITTMANN 


Northeastern Life has elected Albert 
T. Dittmann a vice president, it is an- 
nounced by President L. L. Monnett, 
Jr. He joined the company in October, 
1953, as brokerage production manager 
following seven years as agency and 
brokerage supervisor with Allen-Pratt 
agency of John Hancock Mutual. He 
will be in charge of production. 

Mr. Dittmann was a commander in 
the Navy and is executive officer of a 
naval reserve division. He was _ presi- 
dent of North Jersey Alumni of Al- 
bright College and is a member of the 


executive committee of Life Supervisors 
Association of New York. 


DR. EARL V. SWEET DEAD 


For Many Years Was With Mutual 
Benefit Life; George Washington’s 
Physician Was His Ancestor 
Dr. Earl Vincent Sweet, 75, died in 
Hartford General Hospital March 10. He 
joined Mutual Benefit Life as a member 
of its medical board in 1929, retiring in 
1947 and lived in Newton, N. J. He was 
a former professor of clinical medicine 
in Medical College of Syracuse Uni- 
versity and in 1918 went to France with 
the Syracuse University medical unit, 
serving during the duration of the war. 
Dr. Sweet was a lineal descendant of 
Dr. Caleb Sweet, personal physician to 
George Washington. A graduate of Col- 
gate University he played on its first 
basketball team. Then he was graduated 
from Cornell Medical College after do- 
ing research work for Anaconda Copper 

Mining Co. in Montana. 





Wolff Sets Postal Pace With 
$1,000,000 Paid in Feb. 


The Alvin Wolff agency of Postal 
Life, 150 Broadway, New York, paid for 
over $1,000,000 in the one month of Feb- 
ruary. No group or pension trust credits 
were included. This sets a new company 
monthly production record, achieved in 
only 18 working days. The Wolff agency 
now holds all of the company’s produc- 
tion records. 

Smallest case written was for $1,000, 
and largest for $150,000. The agency 
paid for 62 cases in ald for aver- 
age size policy of $16 


PROMOTE E. L. KEIL 

Eldon L. Keil has been promoted to 
claim manager of Travelers Insurance 
Co. in Rochester, N. Y. He has been 
with the firm since 1923 and assistant 
claim manager in Rochester since 1951. 


Occidental Promotions 

Three promotions in Occidental Life 
of California’s Group field force were 
announced by Vice President Herbert D. 
Eagle, Group sales and service division. 

Malcolm H. Kerner has been named 
regional Group manager in the com- 
pany’s Portland, Ore., Group office. He 
was formerly assistant regional Group 
manager and joined Occidental in 1948. 
He worked in the company’s home office 
for four years as supervisor in the first 
year department, auditor’s assistant, and 
Group underwriter. 











Dewitt Leitch, 


representative in Seattle, has been pro- 
promoted to assistant regional Group 
manager in Occidental’s Portland, Ore., 
Group office. He joined the company in 
1951 in San Francisco. 

Frank V. Stoltze, former assistant re- 
gional Group manager, is now associate 
regional Group manager in Occidental’s 
Los Angeles Group office. He formerly 
supervised the company’s Missouri and 
Kansas territories from St. Louis. Mr. 
Stoltze joined the company in 1950 as a 
Group representative in Kansas City, Mo. 


former Group sales 





Mutual of N. Y. Leaders 


The Boston agency of Mutual Life 
of New York led all the company’s 
agencies throughout the country in vol- 
ume of insurance sold and was second 
in number of policies sold during Feb- 
ruary, it was announced by Stanton G. 
Hale, vice president for sales. 

The San Diego agency, managed by 
Kay R. Hodgkinson, held first place in 
number of policies sold during the 
month. Richard E. Myer’s New York 
agency ranked second in volume and 
was third in policies sold. 

The Portland, Ore., agency, managed 
by Wilbur K. Hood, placed third in vol- 
ume. 











Waiver and Income 


Waiver of Premium 


Ordinary Life 

20 Payment Life 

Life Paid-up at 65 

20 Year Endowment 
Endowment at 65 
Retirement Income at 65 (M) 
5 Year Convertible Term 


Ordinary Life 

20 Payment Life 

Life Paid-up at 65 

20 Year Endowment 
Endowment at 65 
Retirement Income at 65 (M) 
5 Year Convertible Term 





($10 per month per $1,000) are 


NEWS ABOUT DISABILITY 


BROADENED COVERAGE 


LOWER COST 


Here are examples of the new rates for males: 








Age 25 
Waiver and Waiver 
Income* Only 
$4.61 $ .43 
5.58 .28 
4.52 Bx 
1.98 aa 
4.35 Al 
4.58 A9 
2.04 .23 
Age 45 
Waiver and Waiver 
Income* Only 
$10.34 $1.32 
10.04 1.20 
10.04 1.20 
9.74 4.35 
9.74 3s 
11.03 1.82 
7.15 65 


*$10.00 monthly per $1,000 continuing during: disability to age 65 or prior maturity. Policy matures as an endowment at 65 if 


disability continuous from age 60 and if policy not already matured by its terms. 


Female rate for waiver only is 1/2 times male rate. 


Massachusely Matual 


ORGANIZED 1851 


OWNED BY ITS POLICYHOLDERS — OPERATED FOR THEM 


protection now continues fo age 60 
now issued fo males up to age 55 


waiver rates reduced substantially 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 








Age 35 
Waiver and Waiver 
Income* Only 

$6.40 $ .67 
6.50 42 
6.24 .60 
3.41 A9 
6.00 65 
6.50 83 
3.08 .30 

Age 55 
Waiver and Waiver 

Income* Only 

$18.99 $3.57 

19.00 3.64 

19.03 3.69 

18.97 3.81 

18.84 4.36 

23.41 6.35 

21.27 3.70 














Page 12 








March 19, 1954 

















3 New Assistant General 
Mers., Mutual of Canada 


AGENCIES, FINANCE, ACTUARIAL 





Careers of George Dunbar, Edward A. 
Rieder, John H. Luxton; Two Uni- 
versity of Toronto Graduates 





Mutual Life of Canada has appointed 
George Dunbar assistant general mana- 
ger in charge of agencies; Edward A. 


Rieder, assistant general manager and 
actuary; and John H. Luxton, assistant 


Photo by Belair 
EDWARD A. RIEDER 


general manager and treasurer. 

3orn in Aberdeen, Scotland, Mr. Dun- 
bar became an agent of the company in 
Hamilton, Ont., in 1934 and in 1938 was 





Photo by Belair 
JOHN H. LUXTON 


appointed assistant superintendent of 
agencies and in May, 1945, became su- 
perintendent of agencies. He is a past 
Life Agency 


Association and a 


president of Insurance 


Management past 


chairman of agency section, Canadian 
Life Insurance Officers Association. 
Mr. Rieder, a graduate of University 
of Toronto, joined actuarial department 
of Mutual of Canada after leaving col- 
lege, because assistant actuary in 1938, 
an associate actuary in 1946, actuary in 
1948. : 


Mr. Luxton, also a graduate of Uni- 








Photo by Belair 
GEORGE DUNBAR 


versity of Toronto, joined company in 
1924, subsequently serving as_ statis- 
tician and secretary of the bond depart- 
ment. He was made an assistant treas- 
urer in 1944. 


Eastern Round Table Plans 


An eight-man committee to complete 
arrangements for the 1954 Eastern 
Round Table of the Life Advertisers As- 
sociation has been announced by Chair- 
man L. Russell Blanchard. The meeting 
will be held at the St. Moritz Hotel, 
New York, April 23. 

Named to the committee are: Robert 
A. Adams, advertising assistant, Provi- 
dent Mutual; William L. Camp, III, 
supervisor of publications, Connecticut 
Mutual; Leighton G. Harris, manager of 
sales promotion, New England Mutual; 
Donald E. Lynch, director of public re- 
lations, Mutual Benefit Life; Robert N. 
MacGregor, assistant manager of pub- 
lications, Phoenix Mutual; Richard I. 
Miller, director of sales promotion, 
Union Mutual Life; Donald G. Mix, sales 
promotion manager, State Mutual Life; 
and Paul Troth, director of group sales 
promotion, New York Life. 

Mr. Blanchard, sales promotion man- 
ager of Paul Revere Life, announced 
committee activities as follows: Mr. 
Troth, hotel arrangements; Mr. Miller, 
program; Mr. Lynch, publicity; Mr. 
MacGregor, promotion; Mr. Adams, reg- 
istration; Mr. Harris, finances; and 
Messrs, Camp and Mix, program. 

The Eastern Round Table will be a 
one-day affair this year upon the recom- 
mendation of LAA officials who are co- 
operating with industry leaders in con- 
serving the time its members devote to 
meetings. Formerly the Round Table 
which annually attracts advertising, sales 
promotion and public relations repre- 
sentatives of eastern companies, has been 
a two-day session. 

Advance plans call for a continuation 
of informal discussion which has con- 
tributed to the popularity of the eastern 
regional in recent years. 


Weber Agency Gets Trophy 

The New England Mutual’s President’s 
Trophy, signifying outstanding perfor- 
mances in four important aspects of 
agency operation during 1953, was pre- 
sented to the E. Clare Weber agency, 
Cleveland, at a special ceremony in the 
Hermit’s Club on March 11. 

Before an audience of 90 associates 
and employes of the agency and their 
wives and husbands, Vice President 
George L. Hunt conveyed the congratu- 
lations of the entire company to General 
Agent Weber and his group, 





Careers of Some Promoted 
By Cal.-Western States 


Careers of Lucy Ritter, Dorrance B. 
Glasscock, Joseph R. Burres, Milton F. 
Chauner and Maurice H. Evans, re- 
cently promoted by California-Western 
States Life, follow: 

Miss Ritter, who becomes second vice 
president and assistant treasurer, be- 
came a clerk in the company 18 years 


ago after graduating from Stanford 
University. She has been in field of 
securities analysis with the company. 


Miss Glasscock, elected actuary, joined 
company after basic actuarial study at 
University of California and completed 
her training under company’s actuaries. 
Becoming assistant actuary in 1937 and 
associate actuary in 1947 she is a past 
president of Pacific Coast Actuaries 
Club. 

Mr. Burres, now second vice president 
and city real estate manager, joined 
company’s investment department staff 
in San Francisco in 1937 after attending 
University of Illinois. Later, he was 
transferred to Sacramento where he 
has specialized at home office in real 
estate management. The company has 
$5,500,000 of real estate. 

Mr. Chauner, now second vice presi- 
dent and Group actuary, is a University 
of Michigan graduate and also attended 
Harvard Business School. He joined 
California-Western States in 1950 after 
being with Group department of Con- 
necticut General and with Group and 
pension department, Standard Oil of 
California. Mr. Evans, made an assistant 
secretary, is a graduate of McGeorge 
Law School and a member of California 
bar. He has been with the company’s 
investment department for six years. 
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Award Given to J. D. Siner ' N 





J. D. Siner, branch manager for Sun 
Life of Canada in Wilmington, Del., has 


been 


branches in the United States. 

Second place was 
Richards, Cleveland branch 
Third was F. W. Merselis, 


branch manager. 


named 1954 winner of the Sun 
Life’s President’s Trophy. It was given 
“for outstanding achievements in branch 
managership.” There are 42 Sun Life 


won by L., 
manager. 
New Haven 


C: 





HONORED 


Abram L. Geller, Houston, Texas — 
Life Member, Million Dollar Round 
Table, and 3 times Pacific Mutual 
National Production Champion and 
Big Tree Club President, says — 


“in the Pacific Mutual tradition, 
personal achievement is greatly 
dignified. When | first earned the 
Big Tree Club Presidency in 1933, 
| was honored in tangible ways 
that permanently enhanced my 
prestige. Ten years later, my sec- 
ond Championship again brought 
lasting recognitions that helped 
shape the pattern for still another 
‘First’ in 1953, my 25th Pacific 
Mutual year.” 
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Norman Harper Actuary 
Of Fidelity Mutual Life 














































































NORMAN HARPER 


Norman Harper was elected actuary of 
Fidelity Mutual Life last week. He had 
been associate actuary for the past four 
years. 

Born in Philadelphia, Mr. Harper re- 
ceived a degree of A.B. from University 
of Pennsylvania in 1929. There he 
majored in mathematics and was a mem- 
ber of P. M. E. Honorary Society. Fol- 
lowing graduation he entered actuarial 
department of Fidelity Mutual, becoming 
assistant actuary in 1944 and in January, 
1950, was made associate actuary. During 
World War II he _ was. regional 
statistician of the War Production 
Board and did war work with the At- 
lantic Elevator Co. 

Mr. Harper is a Fellow, Society of 
Actuaries, a member of the Actuarial 
Club of Philadelphia and for two years 
was a member of the agency cost* com- 
mittee, Life Insurance Agency Manage- 
ment Association. He was president of 
the Community Association of Chelten- 
ham Township and is now secretary of 
that community’s zoning board of ad- 
justment. 


Georgia All-Star Caravan 

The 1954 Life Insurance All-Star Cara- 
van is touring Georgia this month under 
the sponsorship of the Georgia State As- 
sociation of Life Underwriters. Speakers 
are Cochran Fisher, CLU, of Washing- 
ton, D. C., Aetna Life; David Marks, 
CLU, general agent New England Mu- 
tual New York City; G. S. Cutini, di- 
rector of training, Life Insurance Co. of 
Georgia; and Jack Wardlaw, million- 
dollar producer of Northwestern Mutual 
at Raleigh, N. C. 

Local chairmen of- the Caravan are 
Louis F. Bunte, Northwestern Mutual 
Life, Atlanta; C. C. Donahoo, Gulf Life, 
Macon; Cliff King, Equitable Society, 
Albany, and Whitner Milner, Standard 
Life of Indiana, Columbus, Ga. S. Bert 
Kinard, Life Insurance Co. of Georgia, 
Macon, is state chairman. Hubert 
Tarpley, Equitable Society, Augusta, is 
President of the Georgia State Associa- 
tion of Life Underwriters. 


R. Lyle Mattocks Dies 


Raymond Lyle’ Mattocks, for some 
years associate attuary for Teachers In- 
surance & Annuity until his retirement 
last year, died suddenly from a heart at- 
tack at his home in Maplewood, N. J., 
last week. He was 64 years old. Mr. 
Mattocks was also actuarial consultant 
to the Carnegie Foundation and one 
time was with The Prudential. 


Life Ins. of Va. Elects 
Trapnell and Walker to Board 


William H. Trapnell and Robert 
Walker, Jr., have been elected members 
of Life Insurance Co. of Virginia board. 
A graduate of Hobart College and a 
Phi Beta Kappa Mr. Trapnell has wide 
business interests in Virginia. He is 
chairman of board, Commonwealth Nat- 
ural Gas Corp. Mr. Walker, a graduate 
of Harvard and University of Pennsyl- 





vania, was an agent of the company in 
the Richmond district, a supervisor of 
agents and an attorney in the home 
office law department. He is a member 
of the Walker Brothers Oil Co., Okla- 
homa City. 

Life Insurance Co. of Virginia, 83 
years old, delivered life insurance last 
year in excess of $242,000,000, its total 
insurance in force being $1,586,000,000. 
Assets are $323,388,000. Surplus last year 
increased to $16,252,500. President of 
company is Charles A. Taylor. 


N. Y. Life Topeka Manager 


Thomas C. Murphy, who previously 
served New York Life as agent with the 
Sioux City branch and as assistant man- 
ager of the Wichita branch, has been ap- 
pointed Topeka branch manager. Leo E. 
Connor will be cashier at Topeka. 

Mr. Murphy, 29, is one of the youngest 
managers in the New York Life branch 
office system. He is a native of Danbury, 


Neb., and a graduate of University of 
Nebraska, class of 1950. 
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continuing efforts to provide its underwriters with the best 
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No wonder Mutual Of New York, which is one of the 
oldest and soundest companies in the field, is also known as 


one of the most progressive! 
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Agency Officer Must 
Be on Top of Job 


FRANK WHITBECK TELLS LIAMA 





Vice President Union Life Keynote 
Speaker at Spring Management Con- 
ference in Chicago 





Life Insurance Agency Management 
Association held its agency management 
conference at Edgewater Beach Hotel, 
Chicago, this week with more than 200 
agency officers attending. Keynote 
speaker was Frank L. Whitbeck, Jr., vice 





Shrader Studio 
FRANK L. WHITBECK, JR. 


president and director of agencies of 
Union Life of Little Rock. 

“Knowledge czn give us power,” said 
Mr. Whitbeck, “but it takes something 
else to give us real executive liberty. It 
takes wisdom—good executive judgment 
—to give us that freedom which comes 
from being on top of our jobs, freedom 
which comes from knowing we have a 
good pattern of operation, business free- 
dom which comes from building stable 
men who sincerely feel they are secure.” 

Mr. Whitbeck listed five principles 
“which can help us al] achieve a measure 
of executive peace and freedom” in the 
job of agency management: (1) a plan, 
(2) conviction, (3) intelligent application, 
(4) critical analysis, (5) a reasonable 
goal everyone can agree on. 

Building a Plan 

Stating that it is easy to confuse ob- 
jectives with a plan, Mr. Whitbeck de- 
scribed how a company’s plan may 
evolve: “an idea picked up at this meet- 
ing, an idea from LIAMA consultants or 
from the experience of others, a!l fitted 
into the framework of your company in 
your operating territory within the sales 
market you can best serve.” 

“Yet what is a plan without convic- 
* the speaker asked as he made his 
With conviction, the kind 


tion ?’ 
second point. 
that makes you stay on top of your plan 
until it works, any reasonable plan is 
good, Mr. Whitbeck said. He added that 
it helps to have everyone solidly share 
the same conviction. “If your com- 
pany, from the president on down, be- 
lieves in your plan, subscribes to it, and 
will help you make it work, it will 
work!” 

Mr. Whitbeck summarized his third 
point when he said that no plan succeeds 
on its own—it must have intelligent ap- 
plication. He described “the wonderful 
feeling to understand what you can af- 


ford to pay for business and how much 
money you have to get it with... or 
to know what business costs you... 
to keep tab monthly on your operations 
by agent, agency, and department.” 

The speaker described his fourth prin- 
ciple as “that critical appraisal which 
screens and purifies, if you are game 
enough to admit errors and give your 
associates a chance to “air their views.” 

Mr. Whitbeck said Policy changes in one 
company used to be announced abrupt- 
ly to the field. This has been changed. 
“Now general agents and managers .. . 
all of them... from an unofficial board 
of directors for the agency department. 
No changes are announced without first 
screening them through this board, air- 
ing both sides of the question, soliciting 
frank opinions.” 

In a setup of this kind, Mr. Whitbeck 
said, the general agents obviously make 
the agency department’s job much easier. 

Mr. Whitbeck discussed the prob!em 
of internal relationship within every 
home office. He described how, in an- 
other company, ways and means were 
developed to let all departments know 
what the agency department was doing, 
and to instill enthusiasm on all sides for 
the sales operation. 


A Reasonable Goal 


Comenting on his fifth principle—a 





Street, New York 38, N. Y. 





DISTRICT AGENCY OPPORTUNITY 


Opening in a state adjoining New York for a district agent with top-flight 
company. High ranking, well established, self-sustaining agency, centrally located in 
active area. Has large annual production, with impressive total of business in force. 

Excellent opportunity providing stepping stone to greater responsibilities in 
field of management. Address: Box 2232, The Eastern Underwriter, 93-99 Nassau 








reasonable goal everyone can agree on— 
Mr. Whitbeck said: “Why not a simple 
goal like one company has? It is the 
best possible gain in manpower 
a gain in quality as well as quantity.” 
He explained the theory behind this 
goal: “If the company can improve its 
manpower situation each year, business 
will take care of itself. co 
“This company,” he continued, “is in 
competition with no other company for 
size or supremacy. It is a service or- 
ganization, charged with the public trust 
of running a sound financial institution, 
giving adequate and prompt service to 
policyholders. For improvement it can 
compare itself today only with itself 
of yesterday and what it might aspire to 
be tomorrow. It has a fair idea of its 
potentialities and its limitations. As 
for business tomorrow and next year, the 
company feels it continues to develop 








pot ure covering 1953 operations re- 
UNDERWRITERS 
ait cords the largest annual pro- 





FOUNDED IN 1867 
IN DES MOINES 





duction in Company history, 
a paid total of $128,370,726. 
Insurance in force increased 
to $1,300,834,807. Assets 
rose to $505,859,279, and 
surplus funds, including cap- 
ital of $1,000,000, increased 
to $22,268,172. 


EQUITABLE LIFE 
INSURANCE COMPANY OF IOWA 


loyal, quality manpower .. . it will get 
its share of the new applications.” 

The speaker had earlier asked his 
audience of agency officers “to consider 
just how an agency officer, prospective 
or present, acquires wisdom.” He said 
that to his knowledge, “there are no 
selection tests for agency officers.” 

Pointing out that “few companies, 
large or small, have sufficient depth in 
management personnel to assure con- 
tinuity of operation should the present 
chief agency officer leave the scene,” 
Mr. Whitbeck asked why this was so 
when “life insurance sales organizations 
are supposed to be the finest in Amer- 
ica.” He wondered whether we are “so 
busy with our individual problems that 
we lose sight of all perspective ... the 
need for building men around us .. , 
the real comfort and satisfaction in hay- 
ing manpower depth?” 


Made Associate Actuary 





MORRISON H. BEACH 


The promotion of Morrison H. Beach 
to the post of associate actuary in the 
Life Actuarial Department of the Travel- 
ers has been announced by Vice Presi- 
dent and Actuary Milton J. Wood. 

Mr. Beach joined the Travelers in 
1939 following his graduation from Wil- 
liams College where he was Phi Beta 
Kappa. He has been a member of both 
the Life and the Accident and Group 
Actuarial Departments and has been an 
assistant actuary since July, 1950. 


Great-West Life Names 


Central Ontario Manager 
Great-West Life has announced the 
appointment of Douglas C. Stephens as 
manager of the Central Ontario branch. 
He succeeds A. G. Smith, CLU, who is 
retiring on disability. é 
Mr. Stephens joined the companys 
Winnipeg branch in 1948. He was ap- 
pointed supervisor in 1951 and has de- 
voted his efforts to development of the 
company’s business in eastern Manitoba. 
Mr. Smith joined Great-West Life in 
the Ottawa branch 23 years ago. He 
was appointed manager of the Central 
Ontario branch in 1941. 

The Central Ontario branch serves the 
counties of Parry Sound, Muskoka, 
Simcoe, Dufferin, Grey, York, Peel, On- 
tario and Halton and is one of five 
branches located in Toronto. 
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Supreme Court Turns Down 


Korean War Clause Review 

Washington—The Supreme Court on 
Monday declined to review the Texas 
Supreme Court decision in Meadows v. 
Western Reserve holding that the 
Korean conflict constituted “war” within 
the meaning of the insurance war ex- 
clusion clause. Lieut. Col. Meadows was 
killed in an accident in Alaska in 195]. 
Last October the U. S. Supreme Court 
also declined to review a Pennsylvania 
Supreme Court decision involving the 
Pennsylvania Mutual Life in which the 
Korean situation was held not to be war 
in a legal sense. 


Lounsbury and Mitcheltree 
Will Fly to Portugal 


Ralph R. Lounsbury, president, Bank- 
ers National Life and American Life 
Convention, and Carl Mitcheltree, presi- 
dent, Columbus Mutual, and their wives 
will fly to Portugal, March 26, for a 
monthin Europe. Mr. Lounsbury and Mr. 
Mitcheltree were classmates at Univer- 
sity of Michigan. This will be their first 
European trip. They intend to motor 
through southern Spain; then go to 
Geneva and Florence. Mr. Lounsbury 
and Mr. Mitcheltree were in Chicago 
this week at Agency Management Asso- 
ciation meetings. Benjamin F. Hadley, 
vice president and head of agency de- 
partment, Columbus Mutual, was also at 
the meeting. 


U. S. Life Names Collins’ 
Raylen Corp. at Milwaukee 


United States Life has appointed the 
Raylen Corp. as general agent in Mil- 
waukee. Raymond H. Collins, president, 
formed the company in 1949 after a long 
experience in life insurance with Penn 
Mutual, Franklin Life and at the home 
office of Northwestern Mutual. He has 
been a member of Million Dollar Round 
Table since 1945. Graduate of Lawrence 
College, he studied law at Marquette 
University and taught several CLU 
courses. Mrs. Collins is vice president 
of Raylen Corp. 


Appeal Insurable Interest 
Suit Over Child’s Death 


The three southern insurance com- 
panies against which an Alabama court 
returned a $75,000 damage verdict fol!ow- 
ing the poison death of the infant 
daughter of Gaston Weldon, insured by 
an aunt, Mrs. Earle Dennison, later con- 
victed and electrocuted, have moved for 
a retrial and if denied the companies 
will carry the appeal to the Alabama 
Supreme Court. The plaintiff-father con- 
tended there was no insurable interest, 
that issuance of the insurance induced 
the death of his daughter. The companies 
held the plaintiff knew of the insurance. 
The companies are National Life & Acci- 
dent, Nashville; Liberty National and 
Southern Life & Health of Birmingham. 





Dr. R. A. Behrman to Retire 


Dr. Ronald A. Behrman, vice president 
and medical director, John Hancock, re- 
tires May 31. Starting with the com- 
pany in 1917 as a field examiner he 
served in World War I as an Army 
Medical Corps captain. Upon return to 
the company he was made an inspector. 
In 1946 he was advanced to medical di- 
rector, and in 1951 was made a vice 
president. 
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Does Lounsbury Sculpture 
At executive committee of American 
Life Convention in Chicago Monday a 
bust of Ralph R. Lounsbury, president, 
ALC, and president, Bankers National 
Life, was unveiled. It is the work of 
A. N. Guertin, the ALC chief actuary, 
who was engaged on this art project at 
various times over a year. Despite the 
fact that Al Guertin learned about 
sculpture from books, never having had 
a professor under whom to study art 
forms, he did a splendid job in the 
opinion of ALC executive committee. 


Make K. D. Hamer Chairman 


Chicago— Kenneth D. Hamer, vice 
president and agency director of Pan 
American Life, was elected chairman ot 
LIAMA Agency Management Confer- 
ence meeting here. 


Sec. 213 Bills Pass Senate 

Albany, Mar. 16—Bills amending Secs 
213 and 213a of the life insurance ex- 
pense limits law passed the Senate today 
the vote being 54 to one. Senator Fred 
Morritt (D., Brooklyn) cast the oppos- 
ing vote. 
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HEARD On The WAY 











Robert E. Bagot, director of district 
agencies, John Hancock, has been elected 
a second vice president of the company. 





Alan F. Lydiard 
ROBERT E. BAGOT 


A graduate of Colorado University where 
he received a B.S. degree in chemical 
engineering Mr. Bagot joined Hancock 
in 1934 as a district 
His positions on the field staff ranged 


agent in St. Louis. 
from assistant manager to regional man- 
ager in the west, central and southwest 
territories before becoming superintend- 
ent of agencies at home office in June, 
1951. Two years later he was promoted 


to director of agencies. 


For the second year Henry E. Mc- 
Curry, Jr., has been guest speaker at 
the classes of the LUTC at Wayne 


Detroit. He is executive 
manager of the McCurry 
Agency in Michigan. His topic at Wayne 
University is “The Fie!d Man and the 


University, 
Inspection 


Inspection Report.” In h’s talks he out- 
lines the underwriting significance of 
health history, habits, moral tendencies 
and occupational exposures, illustrating 
each point by actual cases from inspec- 
tion files. 

“Many field men,” he said, “are not 
familiar with the requirement of their 
home offices as to the length of time 
the inspector must ‘cover’ the applicant. 


The period varies from two to seven 
vears depending upon the amount of 
insurance involved. ... Few buyers of 


insurance associate mercantile practices 
with their own insurance transactions. 
They do not know that all companies 
obtain reports. The small percentage 
which later learns through neighbors, 
employers and other sources that in- 
quiries have been made becomes irri- 
tated and resentful. These persons think 
they have been singled out as untrust- 
worthy. The agent with sufficient fore- 
sight to explain the inspection practice 
to their clients when sale is made will 
save himself headaches.” 

Uncle Francis. 
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Sexton Now a Vice President 





WILLIAM SEXTON 


William Sexton, director of public re- 


lations, Great Southern Life, Houston, 


Tex., has been made vice president of 
that company in which he has been em- 
ployed for 30 years. 

G. Helfrich, former manager of the 
reinstatement department, has been pro- 
moted to assistant secretary and as- 
sistant manager of the renewal 
ment. He 
34 years. 


depart- 


has been with the company 


Federal Life & Casualty 
Has $1,067,956 Asset Rise 


The Federal Life & Casualty reported 
an increase of assets during the past 
ar of $1,067,956, to a total of $6,678,- 
252 Its life business in force 
$22,986,631 for the 
in the company’s history. 


Ra 


increased 
largest year’s gain 

Total capital and surplus amounted to 
$1,302,330 at the increase 
from the previous year of $290,850. Pre- 
mium income for 1953 totaled $6,291,473. 

It was revealed the company has paid 
$22,184,653 in accident and health bene- 
fits to policyholders since its inception. 


year-end, an 


Continental Assurance Ups 


Qualifications for Trophy 


Continental Assurance of Chicago, in- 
creased by 50% its requirements for 
qualification of agents for the Presi- 
dent’s Cup for the Las Vegas meeting 
this week. The company reports the 
number of qualifiers compared to the 
last convention dropped only 7.7%. 

Continental’s President’s Club is based 
on an 18-month qualification period. 
Standard qualification requirement was 
changed from $500,000 volume, and $10,- 
000 premiums and 10 lives to $750,000 
volume, $15,000 premiums and 15 lives. 

“Our agents so uniformly recognized 
the equity and realism of the increase 


that we had but few complaints,” said 
a company spokesman, “and the mild 
complainers without exception turned 


to and qualified without undue strain.” 





SOUTHLAND LIFE FIGURES 





Insurance in Force December 31, 1953, 
$800,450,000; Assets at New High 
of $157,116,000 

In his annual report President Dan 
C. Williams of Southland Life said new 
business paid for in 1953 reached an 
all-time high of $136,510,000, a 25% in- 
crease over 1952. Total insurance in 
force at end of last year was $800,500,- 
000. Total assets on December 31, 1953, 
were $157,116,000. Voluntary contingency 
reserves and other surplus funds 
amounted to $7,617,000. Total payments 
made during the year to the insured 
and their beneficiaries were $9,000,000. 

Total new paid premiums in accident 
and health department last year were 
$127,500,000. In the Group insurance field 
$50,870,500 was in force at end of the 
year. 


American Naticnal Names 


New Division Managers 


American National of Galveston has 


appointed Phil B. Noah, director of 
agencies of the Midwest Division and 
David J. Martino, director of agencies 


of the East-Central Division. 

Mr. Noah has been manager of the 
Oklahoma City agency since 1941 and 
built that agency from a small organiza- 
tion to the leading agency of the com- 
pany. 

Mr Martino joined the company in 
1945 and has been suprintendent of 
Ordinary agencies since 1947. 

Adolph M. Jockusch, secretary of 


Ordinary agencies, will assume manage- 
ment of the Ordinary Agencies Depart- 
ment. 
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PASSES $300,000,000 IN FORCE 


Continental American Says New Busi- 
ness in 1954 Is Running 26% 
Ahead of Last Year 


Continental American Life on March 
the $300,000,000 mark of in- 
surance in force, excluding existing an- 
nuity contracts, extra insurance under 
Double Indemnity and other miscella- 
neous benefits. 

Max S. Bell, vice president, advises 
the field that new business in 1954 is 
running 26% ahead of last year at the 
end of February. During January and 
February the company’s net gain in the 


insurance account was 45% greater than 
during same 1953 period. 


8 passed 


Bankers of Lincoln Makes 
George Cook Executive V.P. 


Bankers Life of Lincoln, Neb., has 
made George B. Cook executive vice 
president, it is announced by H. S. Wil- 
son, president. Mr. Cook joined the com- 
pany in 1931 after graduation from Bab- 
son Institute. He became manager of 
the bond department and in 1947 was 
made investment vice president. He was 
elected a director in 1941. 

Additional promotions announced were: 
Dewey F. Gruen-Hagen, financial vice 
president; James F. MacLean, second 
vice president; Frank R. Shugrue, second 
vice president; and James N. Ackerman, 
associate general counsel. 





ry Youun FOR FIELD MEN 


You are looking at democracy in action. 


Our 7-man Field Advisory Board—elected annually by GUARDIAN 
managers throughout the country—meets regularly with GUARDIAN’S 


President and his staff . . 


. to discuss recommendations from the field 


for improving our service and to give their opinion on changes pro- 


posed by the company. 


Several years of experience with the GUARDIAN Field 
Advisory Board have proved that giving our field force a 
voice in the policy-making decisions of the company works 
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out to the best advantage of the company, the public and 
the high-calibre men and women who represent us in their 
communities. 
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Boston’s NALU Candidate 














Fabian Bachrach 
WINSLOW S. COBB, JR. 


Boston Life Underwriters Association 
announces the candidacy of Winslow S. 
Cobb, Jr., for trustee of National Asso- 
ciation of Life Underwriters. Mr. Cobb 
is general agent for the Connecticut 
Mutual Life at Boston and national com- 
mitteeman of the Boston Life Under- 
writers Association. 

Mr. Cobb started in the life insurance 
business with New England Mutual Life 
home office in 1926. The following year 
at the age of 18 he started selling life 
insurance and soon became one of New 
England Mutual’s leading agents in the 
country. 

In 1942 he was appointed general agent 
for Connecticut Mutual at Boston. Short- 
ly after he entered the Armed Services 
as a Marine Corps officer, returning to 
Boston in 1946. Since becoming general 
agent he has brought the annual pro- 
duction of his agency from $1,800,000 to 
over $7,000,000; the agency from 25th to 
7th place; promoted four men to the 
rank of general agent and has served 
two years on his company’s Gencral 
Agents Advisory Committee. He _ has 
twice qualified as a member of Million 
Dollar Round Table. 

Since coming into the life insurance 
business, he has served as a member of 
the board of directors and as an officer 
and president of Boston Life Underwrit- 
ers Association. He has served on the 
board and is now vice president of 
General Agents and Managers Associa- 
tion of Boston. He has in addition served 
on several committees of the National 
Association and is a member of Boston 
Life Insurance Trust Council. 


HAS $260,405,000 IN FORCE 





Western of Montana Has Nearly 
$60,000,000 Assets; R. B. Richard- 
son Is President 
The Western Life of Helena, Mon- 
tana, R. B. Richardson, president, wound 
up the year 1953 with insurance in force 
of $260,405,000; surplus to policyholders 
of $5,185,200; and assets of $59,452,000. 
The assets include $5,548,000 of U. S. 
Government bonds, $8,000,000 of state 
and municipal bonds, and $6,000,000 of 
public utilitiy bonds. The company com- 
menced business in 1910 and does busi- 
ness in 10 states and in Alaska. Agency 
vice president is Lee Cannon; vice presi- 
dent and actuary is F. E. Young; fi- 
nancial vice president is J. Willard 
Johnson; assistant vice president and 
secretary is Alex M. Kirk. Among its 
directors is Robert S. Macfarlane, presi- 
dent, Northern Pacific. Since 1945 the 


company has more than doubled its as- 
Sets. 








ELECT THREE NEW DIRECTORS 





Great Southern Puts James S. Hudson, 
W. R. Moore and R. S. Allison 
on Board 
James S. Hudson and W. R. Moore 
of Dallas and R. S. Allison of Shreve- 
port, La., have been elected to board of 
Great Southern Life of Houston, Tex. 
Mr. Hudson, a past director of Dallas 
Real Estate Board and a member of 
National Governing Council, Society of 
Industrial Realtor, has partnership in- 
terests in Twin Cities Development Co. 








and the Medic Corp., owners of a new 
seven-story medical building in the Bay- 
lor Hospital Medical District. He is a 
past president of Dallas Executives 
Association. 

Mr. Moore, a partner in the Wynne- 
wood Insurance Agency and Twin Cities 
Development Co., is prominent in the sistant vice president and director of 
mortgage loan field, and is president of A. and H. insurance. W. Neil Johnson, 
the Salesmanship Club. Jr., formerly assistant treasurer, has 

Mr. Allison after attending Oklahoma been made assistant vice president. 
University joined his father, the late Herschel Hearne, manager of the actu- 
“Bob” Allison in the oil well drilling arial department, has been elected as- 
and production business. He is a di- sistant secretary of the company in 
addition to his present duties. 


Southland Life Promotes 


Brooks, Johnson, Hearne 
Southland Life of Dallas has promoted 
Glenn M. Brooks, manager of its Acci- 
dent and Health department, to be as- 


rector of Sultana Oil Co. 





Year in and year out, certain 
questions about life insurance 
are asked over and over again. 
Because they are of interest to so 
many people, we are answering 


these questions in these ads. 


‘What kind of life insurance 
pays me while I’m still living?” 


A. 


Nearly all regular life insurance 
policies now have provisions so 
that you can collect while you are 
still living. But there are special 
policies that will pay you definite 
amounts at definite times. For ex- 
ample, an endowment policy guar- 
antees you the full amount of the 
policy after a certain number of 
years—usually 10, 15 or 20. A 
retirement policy guarantees you a 
specified monthly income, or cash 
in a lump sum, when you reach a 
certain age. Since 1859, as you’ll 





see when you read the rest of this 
story, Mutual Benefit Life has made 
life insurance a sound living invest- 
ment—and not a die-to-win prop- 
osition. In other words 


living INSUYANCE 
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Before Abe Lincoln was elected president 
Mutual Benefit Life was offering 


LIVING INSURANCE 


Life insurance was originated, of course, to help men provide for 
their families in event of death. Yet, less than 15 years after its 
founding, Mutual Benefit Life had made life insurance a sound 
living investment, paying the policyholder on his own life. 


Following the first such endowment policy Mutual Benefit 

Life added many additional “living benefits” — 

enabling policyholders to borrow on policies, and take 
dividends for emergencies and opportunities. Liberal settlement 
options were designed, allowing policyholders to take cash 
values on other types of policies as income 

for their retirement years. 


Over the years “‘living insurance” THE 
has become so popular that 


MUTUAL 
Mutual Benefit Life now pays out 


$2 to policyholders, for every $1 BENEFIT 
paid out in death claims! 
LIFE 


INSURANCE COMPANY 
Organized in 1845 
300 Broadway, Newark, N. J. 
































FOSTER S. BOOTHBY 


The Boston agency of Mutual Life of 
New York will be made into two separate 
agency offices, effective May 1, it was 
announced by Stanton G. Hale, vice 
president for sales. One unit will be 
managed by John P. Meehan, CLU, and 
the other by Foster S. Boothby. The ex- 


DANIEL P. CAHILL 


pansion will create MONY’s 100th 
agency. At the same time, Daniel P. 
Cahill, CLU, director of field training 
since 1951, will become manager of the 
Brooklyn agency, succeeding Mr. Booth- 
by. 


The reconstitution of the Boston 
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See 
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They're wonderfully in Icve. Their hearts are set on the 
future. They're ready to listen to MASTERPLAN. 


Jim is 24. He establishes an immediate estate and security 
for Joan with a $10,000 policy. His annual premium 

is $289.90. When Jim reaches 44 he chooses to leave his 
$2,000 cash savings with the company and continue 
protection for Joan with the idea of enjoying the 
Retirement Benefits. He still pays the low original rate— 
but only until he is 59. From then until he is 65, his funds 
automatically accumulate at compound interest. At 65, 
Jim will have $16,880.00 (including dividends), a clear 
profit of $6,733.50. If he wishes, Jim can provide a 
lifetime annual income of $1,275.60—and they 

lived happily ever after. 

Extraordinary case?... NO! Exceptional benefits? ... YES! 
And these are but two of the many unique features in 


For further information about MASTERPLAN write 
Frank Vesser, Vice President 


General American Life 
one of the nation’s leading mutual legal reserve companies 
ST. LOUIS, MO. 


MASTERPLAN—a Complete Insurance Program 
wrapped-up in one simple, easy to sell package. 


JOHN P. MEEHAN 


agency follows the appointment of Leland 
T. Waggoner as assistant manager for 
sales at the company’s home office in 


New York. Mr. Waggoner has been 
manager of the Boston agency since 
1946, 


Before becoming training assistant at 
the home office Mr. Meehan had been 
assistant manager at the Boston agency. 


Howard C. Ries Dead 


Howard Cuyler Ries, 65, Everett, 
Wash., who was elected a trustee of 
NALU at its annual convention in 
Cleveland last fall, died this week. He 
was an agent of Equitable Society and 
has been in the business 32 years. 


MASS. MUTUAL APPOINTMENTS 
Cc y, Temple, Winterle Made As- 
sistant Group Secretaries; Orr 
Assistant Underwriting Sec’y 
Massachusetts Mutual Life has ap- 
pointed George G. Canney, Donald E, 
Temple, Jr., and Frederick J. Winterle, 
assistant Group secretaries, and Alfred 
C. Orr, assistant underwriting secretary, 
Mr. Canney with the company since 
1929 is a University of Massachusetts 
graduate; received four battle stars in 
Army during World War II; became a 
Group department supervisor in 1948 
and in 1951 manager of Group pension 
administration division. Mr. Temple, a 
Colgate University graduate where he 
was a member of senior honor society 
and captain of the soccer team, is an 
Army veteran. He joined the company 
in 1946, was made a Group supervisor 
in 1950 and assistant manager of Group 
underwriting two years later. Mr. Win- 
terle served four years in Air Force be- 
fore joining Massachusetts Mutual in 
1948; became a Group administration 
supervisor in 1952 and manager of that 
section a year later. He has been a 
member of company’s employe sugges- 

tion system committee. 

Mr. Orr, a _ graduate of Sheffield 
Scientific School, Yale, joined company 
in planning department in 1934; was 
transferred to underwriting department 
three years later and appointed an un- 
derwriter in 1948. 





Columbia, Mo. General Agent 

General American Life has appointed 
Howard D. Berkley as general agent in 
Columbia, Mo. He formerly was with 
State Farm Life and Connecticut General 
and is a graduate of University of 
Missouri and Institute of Insurance Mar- 
keting at SMU. 










This Me Believe 


That a new and modern compensation 
plan is necessary for qualified under- 
writers to meet present day economic 
conditions. We have such a plan. 


That it is our responsibility to pursue a 
policy of expansion that will provide 
ample opportunity for our field men 





who may become interested in mana- 





gerial positions. 





That it is our responsibility also to pro- 





vide career contracts, liberal first year 





commissions, 


vested renewals unsur- 





passed, bonus on quality business, and 





an attractive retirement plan. 


For 





more information, 








Write: G. FRANK CLEMENT 








Vice President In Charge of Agencies 
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Plan Mortgage Committee 


(Continued from Page 1) 


the ideas put forward in the bill, which 
we feel are sound and should be sup- 
ported,” Mr. Shanks stated. “We like 
the effort which is made in a number of 
sections in the bill to shift from direct 
Government action to reliance on private 
financing under the FHA program. This 
is particularly true in connection with 
the urban renewal and slum clearance 
program, We are also in general accord 
with the provisions which would give the 
President power to establish flexible 
maximum interest rates on VA and 
FHA mortgage loans, and similar dis- 
cretion in establishing other mortgage 
terms on a more flexible basis. 

“The provisions dealing with property 
improvement and repair loans are sound. 
Likewise, we agree that it is sensible and 
desirable to give the same treatment to 
both new and existing homes under the 
FHA insurance program. We think the 
authorization of FHA insurance of ad- 
vances in ‘open end’ mortgages has much 
to commend it. Morover, we favor a 
number of provisions which serve to 
simplify the FHA insurance system.” 

Mr. Shanks said, however, that the 
provisions in the bill for general liberal- 
ization of insured and guaranteed mort- 
gage terms “raises a serious question 
of conflict with the tenets of sound 
financing. Likewise, we believe that the 
bill leans too far in the direction of ac- 
cepting the objective that the volume 
of housing starts must be kept at peak 
level at all costs, and that Government 
should use its proposed control over in- 
sured and guaranteed mortgage terms to 
accomplish this objective. We_ believe 
that government policy should aim to 
help level off the peaks and fill in the 
valleys in home building, but at the same 
time it should permit building to be 
responsive to market forces,” he stated. 


Reviving FNMA Avoided 


Turning to Title III of the housing 
bill, which would recharter the FNMA 
secondary mortgage market facility, Mr. 
Shanks said: 

“We believe there is only one valid 
reason for a Government program as 
provided for in Title III, namely to as- 
sure the general availability of insured 
and guaranteed mortgage credit in small 
communities and remote areas and for 
minority groups. We are confident this 
can be done by private financing insti- 
tutions themselves through a voluntary 
but well organized effort.” 

Under the new plan advanced by the 
life insurance companies, Mr. Shanks ex- 
plained, a Nationally Voluntary Mort- 
gage Credit Extension Committee would 
be established under the chairmanship 
of the Federal Housing and Home 
Finance Administrator. It would consist 
of the Administrator, the chairman of 
the Board of Governors of the Federal 
Reserve System and fourteen other 
members representing each type of mort- 
gage lending institution, the building in- 
dustry and real estate boards. The 
HHFA Administrator would appoint re- 
gional sub-committees of five members 
in each Federal Reserve District. 

Mr. Shanks emphasized that all types 
of private financing institutions would be 
eligible under the bill to participate in 
the national and regional credit com- 
mitees. He said that the committees 
would undertake to see to it that “Gov- 
ernment insured and guaranteed mort- 
gage credit will be available to the maxi- 
mum extent possible to all good credit 
tisks in every community in the United 
States. 

“We believe that under the voluntary 
effort which we are proposing the. prob- 
lem of credit unavailability in small com- 
munities and remote areas, to the extent 
that there is a problem, can_be - fully 
solved,” he asserted. “Our plan should 
be tried to see what the magnitude of 
the problem is. We have made a 
thorough canvass of the life insurance 
business and the plan has the backing 
of the majority of life companies. We 
also feel confident that other mortgage 


financing institutions would cooperate 
wholeheartedly.” 

Mr. Shanks submitted for the Bank- 
ing and Currency Committee’s considra- 
tion a suggested bill containing legisla- 


tive provisions authorizing the new 
mortgage credit plan, establishing the 
national and regional committees and 
empowering them to function. The basic 
purpose of the bill, he said, would be 
“to facilitate the flow of funds for hous- 
ing credit into rural areas and smaller 
communities.” The plan would be limited 
to placing with private lending institu- 
tions mortgage loans insured or guaran- 
teed by the government, he stated. 


Functions of Committee 


“The national committee would be em- 
powered to solicit and obtain the co- 
operation of financing institutions in the 
program,” he explained. “It would study 
and review the demand for and supply of 
funds for residential mortgage loans in 
all parts of the country and would re- 
ceive reports from and correlate the 
activities of the regional subcommittees. 
It would maintain liaison with the Gov- 
ernment housing agencies and with state 
and local housing officials to fully ap- 
prize them of the voluntary program. 

“Each regional subcommittee would 
study and review the demand for and 
supply of funds for residential mortgage 


loans in its region, would analyze cases 
of unsatisfied demand for mortgage 
credit, and would report to the National 
Committee the results of its study and 
analysis,’ Mr. Shanks continued. “It 
would also maintain liaison with officers 
of the FHA and VA within its own 
region and would request these officials 
to supply the subcommittee with in- 
formation. regarding cases of unsatisfied 
demand for mortgage credit involving 
loans eligible for FHA insurance or VA 
guaranty. 

“The regional subcommittees would 
render assistance to any applicant for 
a residential mortgage loan, provided 
that the applicant certified that he has 
made a serious effort to obtain an in- 
sured or guaranteed mortgage loan and 
has been unable to do so. Upon receipt 
of such certification, the regional sub- 
committee would circularize private 
financing institutions in the region or 
elsewhere in an effort to place the loan 
with a private financing institution. It 
would undertake to handle in a similar 
way cases involving applications made to 
the VA for direct loans,” he said. “More- 
over, in order to encourage small or 
local private financing institutions to 
originate insured or guaranteed mortgage 
loans, the subcommittee would be em- 
powered to render assistance to such 
institutions in locating other private 





FRANK G. STONE’S NEW POST 
Frank G. Stone has been named Phila- 
delphia general agent for The Massachu- 
setts Protective Association, Inc. and 
The Paul Revere Life. He entered the 
insurance business in 1946 as a special 
agent with the Aetna Casualty and 
Surety Co. and, prior to joining the 
Worcester, Mass. companies, was a sales 
representative for Home Life. 

A graduate of Colgate University, he 
served four years as an officer in the 
Navy during World War II and two 
years during the Korean conflict. He is 
a Mason and secretary of the Phila- 
delphia Colgate Alumni Club. 





financing institutions willing to purchase 
these loans. 

“In the performance of its responsibili- 
ties each regional subcommittee would be 
empowered to request the National Com- 
mitte to obtain for it the aid of other 
regional committees in seeking sources 
of mortgage credit, and to request and 
obtain voluntary commitments from any 
one or more private financing institu- 
tions to make funds available for in- 
sured or guaranteed loans in any spcified 
area or areas within its region in which 
the subcommittee found a lack of ade- 
quate credit facilities for these loans,” 
he stated. 

















Security Forecast 


LNL's new Security Forecast is popular with clients and agents alike. 
A versatile programming sales procedure, it can readily be adapted to 


various methods of selling. 


Clients like Security Forecast because it's easy to understand. Agents 


like it because it helps sell the interview as well as the proper insurance 


money. 


The 


program. It helps them make more 


Security Forecast is another reason 
for our proud claim that LNL is geared 
to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 


Indiana 
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The average agent can be activated 
so that he will succeed instead of fail- 
ing, Ben F. Hadley, vice president and 
superintendent of agents of Columbus 
Mutual Life, told LIAMA’s Agency 
Management Conference at Chicago this 
week. He set forth these steps for 
agency officers: 

(1) Decide definitely and positively 
just what jobs we want our average 
agent to do; (2) figure out clearly and 
precisely just how we want our average 
agent to do these jobs; (3) devise and 
make available to our average agent a 
simple, effective, easy-to-use tool for 
doing those jobs. 

Mr. Hadley quoted several LIAMA re- 
search studies to prove his contention 
that the average agent is “the little man 
who isn’t there any more.” He said these 
“cold figures prove that (1) the average 
agent now in the business will fail and 
pass out of the business, and (2) the 
average agent recruited this year will 
fail and pass out of the business.” 

The speaker described “a few of the 
tools we use in our company to activate 
the average agent.” He displayed a four- 


Average Agent Can Be Activated 
To Be Success, Says Ben Hadley 


page sales folder, the “Accumulator,” and 
another “tool we call our Brain Book.” 

Admitting that the type of materials 
he was talking about were simple and 
rudimentary, Mr. Hadley said: “As an 
industry we have shied away from going 
all out on this particular phase of our 
job. We think that both we and our 
agents are way beyond this sort of thing, 
so we will not demean ourselves to work 
on it. Be can we say that our average 
agent—the 50% of our present agents 
who fail and pass out of the business in 
five years’ time—and the 80% of our 
new recruits who fail and pass out of 
the business in three or four years’ time 
—can we say that they are way beyond 
these simple rudimentary things?” 

Mr. Hadley passed along five principles 
for activating average agents: (1) there 
should be a tool] for every job an average 
agent needs to do; (2) tools must work 
for the average agent; (3) tools must 
be evsy for the average agent to use; 
(4) tools should be prepared with what- 
ever gruelling, discouraging work it takes 
to test, revise and simply so that the 
end product is good; (5) if too many 
average agents either cannot or will not 
or for any reason do not use a given 
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that easy! 
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Just by asking: $10,000 becomes $30,000. It’s 


Multiple Protection Rider is convertible and pays 
same commission as basic plan. Find out today how 
you can UP SALES with U. S. Call your U. S. Life 
agency or write home office. 


























Add the MULTIPLE PROTECTION RIDER to 
any one of U. S. Life’s regular plans and presto! 
You’ve TRIPLED client’s protection for very little 
If death occurs within the 10-15-20 year 
rider period—critical period for most families—a 


$10,000 policy pays $30,000. 
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Objectives and philosophy of agency 
management come ahead of organization, 
according to Charles E. Gaines, vice 
president and agency director of Great 
National Life, who addressed the Agen- 
cy Management Conference, Chicago. 

Four years ago in his company, Mr. 
Gaines said, the senior officers, in co- 
operation with the field managers, deter- 
mined the objectives of the agency de- 
partment. Still in force today, these 
objectives are: (1) to secure an adequate 
amount of new business of high quality 
at a reasonable cost; (2) to recruit, train 





tool, there is something wrong with the 
tool, not something wrong with the aver- 
age agent. 

Mr. Hadley had earlier dismissed the 
proposition that there was no room in 
the business for the average agent. He 
said: “We all know that our market is 
not saturated. We all know that it 
stands with wide-open arms waiting for 
you and me to activate the average agent 
to the point where he will not only 
achieve success for himself, but also help 
the American public secure the life in- 
surance savings and protection it needs 
and wants. 


” 


Objectives Come First, Says Gaines 





and maintain a well trained, compact 
sales organization of career life under- 
writers; (3) to provide modern merchan- 
dising tools and competitive policy plans; 
(4) to provide full opportunity to our 
sales force for success, happiness and 
financial security. 

He cited the advantages of having 
these objectives. “They give us a start- 
ing point, and they serve as a checklist 
against which we can measure our prog- 
ress or lack of progress.” 

In determining what would be “an 
adequate amount of new business,” Mr. 
Gaines said “Our decision was that for 
the next five years, ‘adequate’ meant the 
amount of new business that would en- 
able us to increase our insurance in 
force 10% annually.” 


Then came the question of how much 
manpower would be needed to accom- 
plish the objective. The original deci- 
sion, according to Mr. Gaines, was to 
add assistant managers to the larger 
agencies. It was also decided to open 
two new offices. In retrospect, the 


(Continued on Page 21) 















Have You Heard? 


PosTAL LIFE 


$11 FIFTH AVENUE NEW YORK 17, NEW YORK 


~-- what Postal did for me?” 
---*Here’s how Postal 
helped me place a case...” 


“Postal got me out of a real 
sales jam”... “I had a com- 
plicated case with four ex- 
ecutives for $50,000 each— 
the Postal GA really showed 


me how to handle it.” 


Yes, word gets around the 
street, one Broker tells an- 
other ... that’s why Postal 
is so highly thought of by 
those “in the know”. Here’s 
Brokerage service, variety 
of policies, and underwrit- 
ing at its best. 


You should know about this 
service, too. Try us on one 
or two cases. Today! 


GEORGE KOLODNY, President 
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Frank Barnes Tells Ohio State’s 
Plan of Agency Dept. Operations 


Addressing the opening session of the 
Agency Management Conference in Chi- 
cago, Frank L. Barnes, vice president 
and agency director of Ohio State Life, 
cited four cardinal points in his com- 
pany’s agency department plan for oper- 
ation and supervision of agencies. 

His points: (1) a committee of gen- 
eral agents to work in close cooperation 
with home office management; (2) an 
annual meeting with individual general 
agents to consider results for the year, 
plans for the coming year, and to estab- 
lish objectives as the basis of operation; 
(3) a good system of activity and result 
reports between agent and general agent 
and also between general agent and 
home office as a means of improving in- 
formation channels and _ determining 
where supervision may be needed; (4) a 
well organized plan of constructive 
agency visits. 

Referring to Ohio State Life’s com- 
mittee of general agents, Mr. Barnes 
said it “has an important part in home 
office agency organization plans.” He 
said the committee meets with agency 
department officials about three times a 
year. Committee members “bring for 
discussion any selling, competitive or 
other field problems and their ideas of 
needed changes, additions or deletions 
in selling equipment and agency pro- 
cedure.” 

His conclusion: “We find there is 
great value in full discussion with our 
general agents of any company plans 
and policies which might affect the field 
and so to this extent, at least, our field 
force is taken into company confidence 
and have a voice in management plan- 
ning as it may affect their interest.” 

Mr. Barnes told how his company 
holds meetings in the home office with 
individual general agents in December 
of each year. He said: “About one-half 
day is devoted to each general agent for 
full discussion and analysis of his situa- 
tion, of his accomplishments during the 
year, and of his plans for the coming 
year.” 

From each 


conference, Mr. Barnes 





Brundage Uses Kit to Show 
Techniques of Agency Job 


No other individual, especially in a 
small company, has the opportunity to 
win as many friends—or lose them—as 
the agency officer, John D. Brundage 
said in his talk before LIAMA’s Agency 
Management Conference in Chicago. The 
assistant to the president of Bankers 
National Life of New Jersey called “win- 
ning friends a big part of the agency 
officer’s job.” He said he meant more 
than winning personal friends —also 
friends for a company and for all of life 
insurance. Public relations men often 
refer to their profession as basically one 
of “winning friends.” 

Mr. Brundage said it is important for 
the agency officer to win friends in 
many quarters—in his department; in 
the home office; in the field; in the 
industry; and in the policyholder family. 

To do a good job of winning friends, 
the agency officer needs “a well-stocked 
tool kit,” Mr. Brundage said. He then 
Produced his own illustrative tool kit 
containing “props” to illustrate his points. 


Correction 

_ Reporting on the business operations 
of The Prudential for 1953 in The East- 
eth Underwriter of March 12 through 
typographical error the increase in the 
amount of insurance in force at the end 
of last year was printed as $476 million. 
The increase should read $4,076 million. 
Total insurance in force was $43,185 
million, 


said, agency objectives are set up spe- 
cifically for: (1) total paid production; 
(2) production from present manpower 
showing amount expected from individ- 
ual agents; (3) number of new men to 
be added to agency; (4) production from 
new organization; (5) gain of insurance 
in force; (6) new life premiums (ex- 
clusive of single premiums and annui- 
ties); (7) agency cost per thousand of 
annual paid business. 

Noting that a monthly report of prog- 
ress is sent to each general agent, Mr. 
Barnes said that “careful follow-through 
with this objective program assures us 
of a well-established pattern of work and 
cooperation for the year with our field 
organization.” 

About the third point in his company’s 
plan, Mr. Barnes said: “A good system 
of reports from agent to general agent, 
and general agent to home office can 
increase the effectiveness of agency op- 
erations.” He indicated that a revision 
of his company’s entire reporting system 
had been completed recently. 
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Eisens’ Granddaughter 
Mr. and Mrs. Abe W. Eisen becam« 
grandparents on February 24, following 
the birth of Ruth Lee Mason, to their 
daughter, Mrs. William Mason. The 
Masons are residents of Aurora, Colo., 
where Mr. and Mrs. Eisen are visiting 
this week. The Eisens will leave Colorado 
in time to attend the field convention of 
National Life of Vermont, which com- 
pany Mr. Eisen is associated with. The 
convention will be held at the Hollywood 
Beach Hotel, Florida, March 23-27. 
Mr. Eisen, who is a CLU, is currently 
serving as president of the Life Super- 
visors Association of New York. 
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Cincinnati General ‘Agent 





HOWARD L. NATIONS 


The appointment of Howard L. Nations 
as general agent in Cincinnati, for 
Columbian National Life of Boston has 
been announced by Charles C. Robinson, 
vice president. He has been an agent 
for the Connecticut General in Cincinnati 
for the past two and one half years. 


JOINS OIL INDUSTRIES LIFE 

Otto Gross, vice president and actuary 
of Jefferson National Life of Indian- 
apolis for 11 years, has been elected ad- 
ministrative vice president of the newly 
organized Oil Industries Life of Houston, 
according to an announcement by John 
Bennick, president. Mr. Gross, who at 
one time was an examiner in the Iowa 
Insurance Department, has also been as- 
sociated with the Midwest Life and Lin- 
coln Liberty Life, both of Lincoln, Neb., 
and the All-State Life of Montgomery, 
Ala. The new Oil Industries Life has 
a paid-in capital and surplus of $300,000. 


Objectives Come First 
(Continued from Page 20) 


speaker said, “we feel it would have 
been wiser to bring the assistant man- 
agers, who were really management 
trainees, into the home office instead of 
placing them in agencies.” 

Mr. Gaines described action taken to 
support the second objective. “Our de- 
cision was to utilize the institutional 
training of S.M.U. and L.U.T.C. rather 
than to create a home office training 
department. The result—no one had to 
be added to our home office staff.” 

He described changes in his company’s 
situation which altered “the methods in 
organization needed to implement the 
objectives,” but which did not alter the 
objectives themselves. Changes caused 
by accelerated growth and the purchase 
of another company necessitated “redefi 
nition and re-analysis of decisions made 
in the original plan. 

“For example,” Mr. Gaines said, “we 
now define adequate business as 17% 
of our ‘in force’ and quality by striving 
to put 60% of new writings into in- 
crease.” 
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LIFE INSURANCE MANAGEMENT 
MUST STRESS FUNDAMENTALS 


being delivered by 
Vincent B. Coffin, senior vice president, 
Connecticut Mutual, are aptly appli- 
cable to the production situation in most 


Theme of talks 


parts of the country. 

In Mr. Coffin’s opinion the best way 
for life insurance general agencies to 
make satisfactory progress is to return 
to “basic principles of supervision of 
agencies which are often forgotten. He 
does not think that mere knowledge of 
life insurance should be a substitute for 
salesmanship. The average agent is not 
seeing enough people, is not taking ad- 
vantage of the best techniques of pros- 


pecting, often develops slipshod work 
habits. The fault is often with field 
management. It must insist upon a real 


sound foundation of good sales habits, 
ever bearing in mind, says Mr. Coffin, 
that agents must first be taught to be 
salesmen. When agents make a tem- 
porary success they often begin to think 
of themselves as experts, and are apt 
to cruise carelessly. “Unless they be- 
come salesmen again they will not find 
permanent success in the business,” he 
warned. Mr. Coffin said there were 
many exceptions in work habits as his 
criticisms did not apply to members of 
Million Dollar Round Table. 

Observations over a quarter of a cen- 
tury span made Mr. Coffin positive that 
public acceptance of the life insurance 
idea and of the life insurance agent 
have shown constant improvement. He 
gives credit not only to the field forces 
themselves for this improvement, but 
also to the broad contributions made by 
the Institute of Life Insurance. 


BRITISH VIEW OF CARGO 


Commenting on cargo business, C. H. 
Johnson, chairman of the Liverpool Un- 
derwriters Association, at its recent an- 
nual general meeting said there are no 
good grounds for hoping for.an early 
improvement in this section. Under- 
writing profits on a cargo account, he 
said, seem nowadays to depend entirely 
on a light major casualty experience be- 
cause marine premiums are largely ab- 
sorbed by claims for extraneous perils. 





His opinion is that generally speaking 
cargo rates—excluding war—are not 
higher than in pre-war days, and are 
lower than in 1952, despite wider cover 
and some heavy losses in 1953. War 
risk premiums in 1953 were less than 
the previous year, principally because 
of the reduction of 6d% in the war rates 
applying to the majority of the main 
trading routes. 

“Tt has to be admitted,” he said, “that 
without the war risk premiums many 
cargo covers would be showing a loss, 
and despite the frequent condemnation 
of the practice of underwriting the ma- 
rine risk ‘on the back of the war rate’ 
this is still done and is responsible for 
rate reductions.” 


many 

Referring to the question of limiting 
the risk after discharge Mr. Johnson 
disclosed that efforts to reach agree- 


ment on this matter failed just short of 
success. He hoped that further attempts 
to reach this agreement would be made. 
Continuing he said: 

With the failure, so far, of market 
action on this matter, it was stressed 
that every underwriter carries the re- 
sponsibility of assessing the risk, espe- 
cially that part after discharge at final 
port up to delivery of the goods, and 
charging an adequate rate in advance 
according to the hazards involved. This 
would mean a return to true underwrit- 
ing judgment and experience. 


Lynd Frick, Acacia Mutual Life, 
Philadelphia, is serving as chairman of 
the Northeast Philadelphia branch Red 
Cross Blood Donor program. Mr. Frick, 
who has been active in civic affairs for 
many years, became interested in the 
Blood Donor program during World 
War II when Acacia donated the third 
floor of the home office building for a 
Blood Donor Center, which eventually 
became one of the largest in the coun- 
try. 

oo 

LeRoy D. Ensberg, state national di- 
rector of the Minnesota Association of 
Insurance Agents, has incorporated his 
local agency in St. Paul, Minn., under 
the name of L. D. Engberg, Inc. Other 
incorporators are James R. Treanor and 
Agnes Miller, both of St. Paul. 


ee ae 


Dr. Proctor C. Waldo, medical director 
of Washington National, and Mrs. 
Waldo are on a five-weeks’ trip to Spain, 
Portugal and Italy, They made the 
crossing by air. 





A. F. Lydiard 
DR. FRANK A. WARNER 


Dr. Frank A. Warner will become 
medical director, John Hancock, May 
1, succeeding Dr. Roland A. Behrman 
who leaves the company May 31. Dr. 
Warner, a graduate of University of 
Idaho and Harvard University Medical 
School, was a colonel in the Southwest 
Pacific area during World War II. Later, 
he did post-graduate work in internal 
medicine at Boston. In addition to his 
John Hancock duties he is a staff mem- 
ber of the out-patient department of 
Massachusetts General Hospital. 


See oe 


Donald L. Buckler, vice president in 
charge of the agency department of 
Fidelity & Deposit and the American 
sonding, recently completed a month’s 
trip in the course of which he visited 
the companies’ branch offices in Chi- 
cago, Omaha, Denver, Salt Lake City, 
Spokane, Seattle, Portland, San Fran- 
cisco, Los Angeles and Phoenix. While 
in Los Angeles he also attended the an- 
nual convention of the Associated Gen- 
eral Contractors of America. 


a ae 
Charles S. Kremer, chairman, and 
James Hullett, president of Hartford 


Fire, visited the company’s western 
department at Chicago last week. This 
was Mr. Kremer’s first visit there since 
the department operations have been 
consolidated into five solid floors in the 
Wrigley Building and the new look— 
handsome and efficient—has ‘been given 
to the quarters. This was made possible 
when the Aetna Fire headquarters were 
moved from the Wrigley Building to its 
own building at Park Ridge, Ill. Until 
then Hartford Fire had been somewhat 
cramped for years and had units located 
in other buildings. Now everyone has 
cheerful elbow room and the circulation 
has been worked out to excellent advan- 
tage. 
ae eee 

Frank L. Whitbeck, Jr. CLU, vice 
president and director of agencies, Union 
Life of Little Rock, has been named 
Senior Warden of Trinity Episcopal 
Cathedral Parish in Little Rock. 


es, ae 


George B. Wilkes, Jr., has opened a 
new insurance office in the Hibbs Build- 
ing in Washington, D. C. Twenty years 
in insurance Mr. Wilkes was formerly 
asso¢iated with H. R. Rust Co. as assist- 
ant vice president and manager of the 
insurance department. A _ graduate of 
the University of Virginia at Charlottes- 
ville he entered insurance in 1934 with 
the Aetna Casualty & Surety. 





Jack Seide, president, Babaco Alarm 
Systems, Inc., will address the under- 
writing conference scheduled for March 
24, by the Transportation Rating Bu- 
reau at Chicago’s Edgewater Beach 
Hotel. Mr. Seide will emphasize the in- 
creasing theft hazard to local pick-up 
and delivery vehicles and discuss ways 
and means of preventing truck cargo 
thefts, pilferages and hijackings. 


* * * 


J. Howard Alltop, secretary of Ameri- 
can United Life, Indianapolis, has been 
named campaign chairman for the In- 
dianapolis Community Chest for the 
second consecutive year. The appoint- 
ment departs from the practice of nam- 
ing a different chairman each year. This 
is to provide continuity for the Hoosier 
Fair Share plan, which asks that em- 
ploye groups consider a minute’s pay a 
day or four hours’ pay a year as their 
donation. 


Drucker-Hilbert Co., Inc. 
Left to right—James F. MacGrath 
and Thomas L. O’Hara. 


Thomas L. O’Hara, outgoing president 
of Life Managers Association of Greater 
New York, is shown in this picture 
congratulating James F. MacGrath, Jr., 
new president of the association. Mr. 
O’Hara is a district manager of Metro- 
politan Life. Mr. MacGrath is a general 
agent of United States Life. 


* * * 


John W. Carpenter, chairman of the 
board of Southland Life, has been elect- 
ed a member of the board of directors 
of Republic National Bank of Dallas. 
Mr. Carpenter is recognized as one of 
the Southwest’s leading industrialists and 
civic leaders. Prior to becoming chairman 
of Southland Life he served as president 
and general manager of Texas Power & 
Light Company. He was also among 
a small group of Texans who helped 
establish Lone Star Steel Company at 
Daingerfield, Tex. Mr. Carpenter has 
served two terms as president of the 
Dallas Chamber of Commerce and is 
currently serving on the board of di- 
rectors of numerous business organiza- 
tions in Dallas. 


* * * 


Marie Kuppich, cashier of,..the North 
Dakota branch of Great-West Life, 
marked her 40th anniversary with the 
company, March 9. Miss Kuppich joined 
the company March 9, 1914, in the North 
Dakota branch at Fargo. She was ap- 
pointed cashier of the branch in 1916 
and has served in this position since 
that time. 
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Commercial Credit Co. 


The consolidated assets of the Com- 
mercial Credit Co. and its finance sub- 
sidiary companies only were $1,000,186,- 
415 at end of 1953. A. E. Duncan is 
chairman of the board of Commercial 
Credit Co. and E. C. Wareheim is presi- 
dent. Among the directors is John F. 
McFadden, chairman advisory commit- 
tee, American Credit Indemnity Co. -of 
New York. Headquarters of Commercial 
Credit Co. are in Baltimore. 

Consolidated net incomes of all the 
consolidated operations for 1953 were 
as follows: 


Net Income before U. S. and Cana- 


Gene - TAGS note csivasiat ses eoee $52,153,574 
Less U. S. and Canadian Taxes on 
INCOM sick e5<'0 ScaNedeeréarces “Suenee 


Net Income of 
Finance Companies ........... $14,492,050 
5,454,085 


3,901,856 


Insurance Companies ...... ree 
Manufacturing Companies ..... 


Total Credited to Earned Sur- 
WUE occ at vere cktes ches peapeeeioel 


Current operations and consolidated 
net income of the insurance companies, 
both before and after providing reserves 
for the United States and Canadian in- 
come taxes, and for minority interests, 
for 1953 follow: 








1953 

Gross Premiums, Prior to Reinsurance. ..... $49 718 572 
MAIDON ROOT 5S odin so edibd vg sien ‘ $47 003 129 
Salaries, C issi C 6. i oe 3 828 618 
All Other Operating Expenses ca eee 2 180 982 
Losses and Loss Expenses 30 803 013 
Net Underwriting Profit.................. $10 190 516 
Net Investment Income.............-..++- 1 662 620 
DOMUY TONE. 6 cians ss egecy eckeseies o> 29 919 
Net Income before U. S., Canadian Income 

and U. S. Excess Profits Taxes........... $11 883 055 
Reserves for Fluctuation in Security Values 323 981 

SOP OO ELS CO $11 559 074 
U. S. and Canadian Income Taxes.......... 6 185 618 
U.S. Excess Profits Tax—Credit............ 80 629 

Net Income from Current Operations... .. $5 454 085 
Unearned Premium Reserves—available for 

future operations, expenses and earnings. . $41 591 156 
Reserves for Losses—available for payment 

of outstanding Claims and Claims Expenses 6 818 581 

Commercial Credit Co. in its 42nd 


annual report says of the organization’s 
insurance companies: 

“The securities in the portfolios of 
the insurance companies on December 
31, 1953 were carried at values in ac— 
cordance with insurance regulations ag- 
gregating $75,146,481; and compared 
with the lower of cost or market values 
on the same date of $75,035,229, the 
difference of $111,252 being supplied 
from the reserve for fluctuations in 
security values. The security portfolios 
of the insurance companies on Decem- 
ber 31, 1953 consisted of United States 
Government obligations of $49,680,038, 
the average life of which was one year 
and six months to redemption dates and 
two years and four months to final ma- 

















turity dates. The insurance companies 
also had Federal Agency obligations of 
$12,472,407 ; Canadian Government bonds 
of $905,286 and municipal and corporate 
bonds and notes of $10,826,073, which 
totaled $24,203,766. The average life of 
these bonds and notes was two years 
and three months to redemption dates 
and two years and four months to final 
maturity dates. The average life of all 
bonds and notes owned by the insurance 
companies was one year and_ nine 
months to redemption dates and two 
years and four months to final maturity 
dates. The security portfolios of the 
insurance companies also included $228,- 
200 of preferred stocks and $1,034,477 
of common stocks. 

“The premium income, 
miums and net income after 
American Credit Indemnity Co. of New 
York (credit insurance), were larger 
than for any previous year in its his- 
tory. The premium income, earned pre- 
miums and net income after taxes, of 
its subsidiary, American Health Insur- 
ance Corp. (health insurance), also were 
larger than for any previous year. The 
outlook for these companies continues 
favorable. 

“The earned premiums of Calvert 
Fire Insurance Co., Cavalier Insurance 
Corp. and similar insurance operations, 
for 1953, were larger than for any pre- 
vious year. The net premiums written 
were, however, somewhat less than for 
1952, resulting from the institution of 
underwriting restrictions, especially on 
used cars, which generally cause a 
higher loss ratio than new cars, which 
resulted in a substantial improvement 
in the underwriting and resulting earn- 
ings of the company during 1953, com- 
pared with 1952. The premium income 
of Calvert Fire Insurance Co., Cavalier 
Insurance Corp. and similar insurance 
operations, is largely dependent upon 
motor retail installment receivables ac- 
quired by the finance companies, hut it 
does not necessarily follow that the 
insurance companies write the various 
physical damage coverages on all cars 
representing motor retail receivables ac- 
quired by the finance companies. The 
operations of these companies continue 


earned pre- 
taxes, ol 


favorable for 1954.” 
* * * 
Turnover 
H. Metz, director of personnel, 
RCA Victor, and A. F. Watters, vice 


president in charge of personnel, RCA 
Victor, were two of the ten panel mem- 
bers of the American Management As- 
sociation’s conference on “Essentials of 
Effective Personnel Administration,” a 
brochure on which has been issued by 
AMA as part of its personnel series. 
Panel chairmen were Paul Pigors and 
Charles A. Mvers of Massachusetts In- 
stitute of Technology. 

Among other things Mr. Watters dis- 
cussed the RCA Victor’s exnerience of 
turnover among colleve-recruited per- 
sonnel. In part, he said: 

“Our turnover of college trainees in 
any year will not exceed 12%. A large 








part of the turnover is brought about 
by, factors over which, quite frequently, 
neither the individual nor the company 
as" any control.” 

Mr. Metz said that in 1952 RCA Vic- 
tor hired 28,000 employes and retained 
5,000, a loss of 23,000. 

“On the basis of a study of our ad- 
vertising costs, salaries of recruiting and 
placement persons, travel and expenses 
attendant upon travel of the recruiting 
personnel, and costs of materials used 
in recruiting,” he said, “we have arrived 
at a cost of approximately $208 per 
hourly employes placed on the payroll. 
That is a conservative figure. In a 
broader sense, it might easily be set at 
$300. So, if we have hired 28,000 people 
to get 5,000, that would mean 23,000 
people at $208 each, or $4,784,000 turn- 
over cost.” 

ie ae 
Lever:ng Cartwright Definitions 


Levering Cartwright, insurance news- 
paper correspondent, has his own set of 
definitions based on long years in jour- 
nalism. Here are a few of them: 

A bore: One who is here today and 
here tomorrow. 

A publicity hound: The fellow who, 
after reading a column or so you have 
written telling how wonderful he is, 
fusses because you said the belongs to 
the Moose when it really is the Elks. 

A chiseler: A guy who invites you to 
luncheon, brings along a couple of pals 
including a client, and then lets you 
grab the tab 

A good reporter: Knows how to cover 
expertly a meeting without neglecting 
those speakers for whom he does not 
care personally. 

A bum reporter: A man who arrives at 
all meetings late or just as they are 
finished and expects to have the com- 
plete report handed to him by the con- 
scientious press men who really covered 
the affair. 

An ideal teble cempanion: One who 
has not forgotten how to listen. 

An ingrate: The man who after you 
have boosted him for years lets you get 
trimmed when he leaves Company A to 
become vice president of Company E. 

A crank: The chap always finding 
fault with others while forgetting that 
he is a past master at practice of contre- 
temping. 

An honest man: Never boasts of his 
capabilities, but doesn’t hesitate to men- 
tion his errors of judgment. 

A liar: Just what the dictionary 
he is. 


says 


* * * 


Final GM Loss Figure—$30,000,000 


The General Motors record-breaking 
Livonia Township loss of August, 1953, 
is now a closed transaction. The final 
figure was $30,000,000. Of this $28,000,- 
000 was under the regular schedule and 
constituted the amount of the insurance 
applicable. Furthermore, there was 
some $4,000,000 under builders risk poli- 
cies and the loss on that score was 
about $2,000,000. 

This is the largest single risk loss. 

et mies 


Commercial Automobile Insurance 


A new book rapidly gaining wide 
popularity is “Commercial Automobile 
Insurance,” written ‘by Walter Sammis, 


Jr., a superintendent in the automobile 
underwriting department of the Loyalty 
Group at the home office in Newark, 
N. J., and published by the Rough Notes 
Co., Inc., of Indianapolis. Mr. Sammis, 
who has had many years’ experience in 
automobile underwriting, discusses ex- 
posures and coverages of commercial 
automobile insurance in non-technical 
language and the book should be of 
much help to younger underwriters, 
fieldmen, local agents and brokers. 

Mr. Sammis takes under consideration 
in his book the general subjects of lia- 
bility which may be incurred by com- 
mercial automobiles, need for surveying 
carefully every risk before insuring, in- 
surance of truckmen, insurance of fleets, 
rating plans for auto fleets, safety pro- 
grams for commercial autos and physical 
damage insurance for such vehicles. 

In his foreword Mr. Sammis states 


that the purpose of his book is to “out- 
line the various types of exposures 
peculiar to commercial risks and the 
coverages applicable thereto. The aim 
is to assist the producer in realizing 
and recognizing the hazards to which 
his client is subject in the operation of 
his business and in applying adequate 
insurance for those hazards.” 
oe 
Insurance-Shipping Dictionary in 

Six Languages 

A book which marine insurance people 
might find both interesting and handy is 
“Six-Lang-Lex,” a dictionary of insur- 
ance and shipping terms and expressions 
in six languages, compiled by William 
J. Curd, Associate of the Institute of 
Linguists and published by Stone & Cox, 
Ltd., London. The six languages are 
English, French, German, Spanish, 
Italian and Danish. In his preface to the 
book, Mr. Curd says: 

“During the course of many years’ as- 
sociation with foreign insurance matters 
I have found that reference often has to 
be made to a dictionary in an effort to 
ascertain the meaning of a foreign term 
or expression. Quite often the ordinary 
dictionary has failed to supply the exact 
interpretation for the reason that in- 
surance, like many other trades and pro- 
fessions, has a technical language of its 
own. 

“With the object of furnishing, in a 
concise form, the chief technical expres- 
sions in both insurance and shipping in 
six languages the present handbook has 
been compiled. By this medium is pre- 
sented in small compass a work of 
reference . . . obviating the necessity of 
referring to the larger dictionaries which, 
apart from their cumbersome nature, 
may not always be available.” 

Mr. Curd has arranged his book in a 
most convcnient manner. Its front part 
contains on one page the English term 
and the French, German, Spanish, 
Italian and Danish equivalents. The 
balance of the book is divided in 
the usual style of the alphabetical ar- 

rangement of the word or term in the 
forcign language and the English trans- 
lation. From “Abandonment” to “Yacht,” 
the glossary includes such terms as 
additional premium, bankers __ liability, 
claims paid and outstanding, deprecia- 
tion reserve, g!ass insurance, funeral ex- 
penses, joint stock company, machinery 
insurance, outstanding claims, pillage in- 
surace, provision for cntstne losses, 
retention for own account, shares reg- 
istered, travellers baggage, water damage. 

This book fits a particular need in a 
very satisfactory way. 

+ * * 
Strangling the Cities 

Walter Blucher, well known Ameri- 
can town planner, made a talk in Toronto 
about the traffic jams in the cities say- 
ing that expressways alone won't solve 
these situations, pointing out that the 
real trouble comes from trying to crowd 
too many people in an area never in- 
tended to handle half so many. Review- 
ing the millions spent on widening and 
extending traffic arteries he says that 
in most cases all that happens is that 
the early morning and late road jams 
have been moved a few blocks either 
way. Commenting on Blucher’s speech 
Financial Post of Toronto says: 

“Too often city authorities have gone 
at the problem piecemeal. They do not 
seem to have realized that the only hope 
for a permanent cure was a drastic and 
general revamping of the whole metro- 
politan area. We have crowded people 
into apartment buildings on streets al- 
ready heavily traveled instead of spread- 
ing them out over more country. We 
teil children they should not play on the 
streets yet provide no parks or other 
protected areas for them, often not 
even sidewalks. We have mixed up all 
sorts of construction, residential, busi- 
ness and industrial. In the very centres 
of our big cities we are putting up more 
and more big office buildings and on the 
outskirts more factories, apartments 
and rows of houses often identical. In 
between we have a sort of no man’s 
land, a vast area of narrow streets and 
old buildings, many of them slums.” 



























Gold Medal Winners in TV, Press 
And Radio Named by National Board 


The press, radio and television are by the fire department of Oxford, Ohio, 
playing an increasingly wital role in the as a result of the activity of the Ox- 
promotion of fire prevention and safety. ford Press in bringing the need for 
This was reported here yesterday by greater fire prevention to public atten- 
the National Board of Fire Underwrit- tion. 





A. Bruce Bielaski, NBFU’s assistant general manager, and members of the 
panel of judges selecting winners of Gold Medal Awards and Honor Award Cita- 
tions for outstanding public service in fire safety from among 15 radio and 12 tele- 
vision stations entered in the 1953 Gold Medal Awards of the National Board of 
Fire Underwriters. 

Pictured (left to right) are Mr. Bielaski, Robert N. Pryor, vice president in 
charge of public relations for WCAU and WC: AU-TV, Philadelphia; Barton K. 
Feroe, station manager, WDEL-TV, Wilmington, Del., and Donald G. Coe, director, 
news and special events, ABC Radio Network. 


making known winners of its “IT believe,” reported the ‘Gite “chief, 
“that the Fire Inspection Week in 1952 
for outstanding public service in 1953. and Clean-Up Week in 1953 were very 
The gold medalists are the daily Twin much responsible for the lowering of 
City Sentinel of Winston-Salem, N. C.; fire losses.” 
the weekly Oxford Press of Oxford, The Oxford Press campaign began a 
Ohio; Radio Stations WHAS of Louis- few years ago when a fire in the com- 
ville, Ky., and Television Station WBZ- munity came close to taking the lives 
TV of Boston. there of several Miami University stu- 
Two Won Gold’ Madels Last’ Yoar dents. In 1952 it helped promote fire 


Both the Oxford Press and WBZ-TV _ safety activities of the volunteer depart- 
won gold medals last year, and the ment and suggested to the Town Coun- 








ers in 
Gold Medal Awards and honor citations 


cil that it authorize an inspection of the 
town’s business district. As a result, a 
“fire inspection day” of the business 
district was held and many fire hazards 
were corrected. 

Thus it was because of these continu- 
ing activities in fire prevention, together 
with excellent fire safety editorials and 
reporting that the Oxford Press was 
again selected to receive a gold medal 
of the National Board of Fire Under- 
writers. 


Radio and Television Gold Medalists 


In the field of radio and television, 
WBZ-TV was singled out because of its 
initiative in planning and producing a 
fire prevention film for television and 
making it available to the community, 
and WHAS was cited for the general 
excellence of its year-round fire safety 
programming, including the origination 
of the program, “A Chance to Live, 
which was carried by other Kentucky 
radio stations, documenting the impor- 
tance of school fire drills and culminat- 
ing in a state-wide drill. 

Named to receive Honor Award Cita- 
tions in the daily newspaper classifica- 
tion are the Boston Herald, Greensboro 
(N. C.) Record, Louisville (Ky.) Courier 


Journal, Memphis Commercial Appeal, 
Tuscaloosa (Ala.) News, Waukegan 


(I1l.) News-Sun and Williamsport (Pa.) 
Sun-Gazette. 

To receive Honor Award Citations in 
the weekly newspaper classification are 
the following: The Pamlico County 
Herald, Bayboro, N. C.; Hoven (S. D.) 
Review, Montclair (N. J.) Times, New- 
berry (S. C.) Observer, Salem (III.) Re- 
publican and Williston (N. D.) Plains 
Reporter. 

Other Citations 


Honor Award Citations in radio are 
to go to Station KANS, Wichita, Kans.; 
KWKW, Pasadena, Cal., and WHO, 
Des Moines, Iowa. 

In television, the winners of Honor 
Award Citations are Stations WTVI, 
Belleville, Ill, and WCPO-TV, Cincin- 
nati, Ohio. 

Announcement of the winners was 
made at a reception for the press in 
the Hotel: Ambassador here. Presenta- 
tion of the awards takes place at civic 
functions, usually in the community of 
the recipient. 


Thomson President of 


Insurance Square Club 
The Insurance Square Club of New 
York has elected Ernest J. Thomson as 
president, Burtis F. Thompson, first vice 
president, Edward T. Minor second vice 
president, and reelected George Graham 
as treasurer, and James S. Russell as 
secretary. A more complete story will 
appear in these columns next week. 





Twin City Sentinel won honor award 
citations in 1950 and 1952. 




























Oxford Press Cited % 


A decline in fire losses was reported 








The National Board pointed out that o 9 QoQ eo 0 G0 4 @ xd 
the Twin City Sentinel last year en- ax 
couraged the Winston-Salem Fire De- ork By a 
partment and Fire Prevention Bureau 4 
in the city’s crusade to save lives and , ox 
property from fire. “The Twin City Sen- !  \9/- J aX 
tinel,” the National Board said, “helped pS ee 4 
to spearhead the educational attack ox 
against fire, syndicating the local chief’s So i : 2 
fire prevention column to other news- 4 Character, a wise man once noted, is what you 4 
: ‘i ” S. ‘ . F, 
papers throughout the state. “4° are—reputation is what others say you are. We value oe 
In addition, the newspaper made ex- Se 5 - it. W : aX 
cellent use of suggested material, edit- . our reputation—but never overestimate it. We prize 4 
ing and localizing the material to fit its 8 our character—and constantly try to improve it. This, ay 
community’s needs. The newspaper also awe 5 s t f Sieniel ae 
took an outstanding part in the local i we believe, is our greatest guarantee of continuing . 
fire prevention campaign, putting par- 4 service to our agents, to the industry 7 
ticular emphasis on Fire Prevention ac d d ae 
Week, Christmas fire prevention and H and to our assureds, ok 
spring clean-up. EF | Y 
Also, the Sentinel did an outstanding wc m ak 
job in public relations. within the fire S, ok 
department by bringing news of fires, — Yy 
investigations and training programs to “Sc THE LONDON AS$Sd RANCE { ak 
public attention with the result that the So 1720 ok 
public gained a better understanding % ) 
and appreciation of the problems of its ac SS John Street, New York 38, N.Y. ake 
fire department. q ». 
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Royal Exchange Group 
Reports Gains in 1953 


ASSETS AND PREMIUMS RISE 





U.S. Manager Pitot Says Assets In- 
creased to $24,652,242; Written Pre- 
miums Totaled $12,964,708 





under 
Manager 


Exchange Group, 
United States 


The Royal 
direction of 


Henry C. Pitot, reports continued prog- 
ress through 1953. Total premiums writ- 





HENRY C. PITOT 


ten in 1953 amounted to $12,964,708, an 
increase of $902,856 over 1952. Losses 
incurred were $6,579,983. 

Assets of the four companies of the 
Royal Exchange Group in the United 
States increased $2,632,715 to $24,652,242 
of which $18,752,9448 is in bonds, $2,071,- 
242 in stocks, $1,878,548 in cash, and the 
balance representative of accrued inter- 
est and other assets. 

Reserves for losses, unearned premium 
reserve, and all other liabilities, total 
$16,771,651. Surplus to policyholders 
amount to $7,880,590. 

The companies of the Royal Exchange 
Group include the Royal Exchange As- 
surance, Provident Fire of New Hamp- 
shire, State Assurance Co., Ltd. and 
Car & General Insurance Corp., Ltd. 


New Hampshire Adopts 
New Earnings Form 


The new earnings insurance form for 
small business risks has been adopted 
by the New Hampshire Board of Under- 
writers, with the endorsement of the 
New Hampshire Association of Insurance 
Agents. 

Because the New Hampshire valued 
policy law does not permit coinsurance 
on buildings, the rating base for the 
earnings insurance form is somewhat dif- 
ferent than in other states. Instead of 
being set at 50% of the 80% coinsurance 
rate, in New Hampshire, the rate is to 
be 150% of the agreed amount rate, 
where such rate is published. If there 
is no agreed amount rate, the earnings 
insurance rate is to be 150% of 90% of 
the flat building rate. 


Frank B. Hall, President 


State Prevention Assn. 
Frank B. Hall of the America Fore 
Group was elected president of the State 
Fire Prevention Association of Del.-Md.- 
D. C. at the annual meeting in Baltimore. 
Other officers elected are: vice presi- 
dent for Maryland, Ray J. Billingham, 
Phoenix of Connecticut; vice president 
for Delaware, Robert A. Sheppard, 
American Insurance Co.; vice president 
for District of Columbia, Gordon Mac- 


Lean; secretary, George Olson, Aetna 
Fire; treasurer, Robert J. Wheaton, 
Boston. 
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American Insurers Have Extensive 


Overseas Plant for Foreign Risks 


Will Write Most Anybody With Acceptable Risk and Money 
to Pay Premium; Wide Range of Properties Covered; 
Types of Policies; Rates and Kinds of Money Used 


By E. A. G. Manton 


President, American International Underwriters Corp. 


I. A. G. Manton, president at New York of American International 
Underwriters Corp., which does a worldwide insurance business and enjoys 
a high reputation everywhere, presented an excellent explanation of foreign 
fire insurance as written by American carriers when he addressed the 28th 
Pittsburgh Insurance Day meeting in Pittsburgh last week. Offering his talk 
in the form of hypothetical questions which he proceeded to answer Mr. 


Manton stated in part: 


Individual Americans and American 
owned properties are to be found all over 
the world. Today, they collectively repre- 
sent a vast market. There is no need for 
anyone of these prospects to be left to 
his own devises in securing insurance 
unless, of course, he prefers to handle 
his insurance overseas. American insur- 
ance companies have an extensive over- 
seas plant. They welcome insurance 
of American owned properties. This busi- 
ness can, therefore, be handled by agents 
and brokers in the U. S. with. offices in 
the U. S. equipped to render overseas 
service. 


Watch the Moral Hazard 


(a) Whom do we insure? The simple 
answer is most anybody with an accept- 
able risk and the money to pay the pre- 
mium! A compilation of the insureds 


on the books of American insurance 
companies would almost equal the 
Biblical “every race and tongue.” 


The American insurance companies are 
indeed now operating almost world wide. 
The exceptions are principally iron cur- 
tain countries for reasons which are 
obvious. 

I would like to expound on the phrase 
“acceptable risk” which I just used. A 
big underw riting problem in the foreign 
fire business is that of moral hazard. In 
fact I am of the opinion that it is the 
chief underwriting problem. Physical 
hazards can be measured against the 
rate offered but it is extremely difficult 
for foreigners particularly to judge 
moral hazard in the territories where 
they operate. For this reason our 
emphasis is increasingly on the selection 
of local personnel to man our overseas 
branches and on the selection of re- 
liable agents in the overseas territories. 
These are the people who can do the 
most in selecting the right kind of busi- 
ness. 

I should emphasize that Americans 
rank high on our list of insureds. Indi- 
vidual Americans and American _ busi- 
nesses are to be found in almost every 
country of the world. Their foreign 
properties as a whole make highly de- 
sirable risks. 


What Is Insured? 


(b) What do we insure? Here again 
the simple answer is most anything that, 
in the underwriter’s judgment, won't 
burn faster than the applicable rate says 
it should. Most of our risk descriptions 
when translated from the language of 
the country into English would be 
familiar to everyone here—dwellings, re- 
tail stores, cotton storage yards, woolen 
mills and so on. Some would doubtless 
puzzle domestic underwriters a they deal 
with products that are not grown in the 
United..States, such as coffee, tea, cocoa 
and rubber plantations and the process- 
ing works associated with them. 

The range of our risks is indeed 
fascinating—from a dwelling of flimsy 
construction in a congested district of 
Manila, rated at 5 or 6%, to a modern 


apartment house in Casablanca, Morocco, 
rated at a few cents a hundred; from 
a rice mill up country in Siam to one 
of the world’s newest cotton mills fire- 
proof and sprinklered in France. 

The American owned overseas prop- 
erties offer an amazing variety in them- 
selves: dwellings, hotels, sugar mills, cot- 
ton warehouses, oil refineries, automobile 
factories and so on. 


Hazards Covered 


(c) What do we insure against? Fire, 
of course. However, we are also called 
upon to insure the usual allied lines: 
windstorm, riot and civil commotion, ex- 
plosion, sprinkler leakage, etc. There is 
also demand for flood and earthquake 
coverages. The former presents the usual 
difficulty that only those properties 
located on banks of rivers or on the 





psc ae are normally offered for insur- 
ance 

Until about 1936 or 1937 it wasn’t diffi- 
cult to secure war and revolution insur- 
ance. However, the Spanish Civil War 
brought home to underwriters how wide- 
spread could be the damage occasioned 
by modern warfare. Today there is little 
or no market for such coverage. There 
is simply not enough insurance money 
in the world to pay for the potential 
losses. The insurable perils are limited 
to riot, strike and civil commotion. There 
is even question as to these among many 
underwriters for there have been catas- 
trophic riot losses, as for instance in 
Bogota, Columbia, a few years back. 

It may be of passing interest to note 
that the term “inland marine” is un- 
known abroad. The business embraced by 
the inland marine department in the 
U. S. A. is divided abroad among the 
fire, marine and casualty departments re- 
spectively, usually on the basis of the 
principal hazard. Thus, if the principal 
hazard is fire, the risk would be written 
in the fire department. 
No Standard Fire Form 


(d) What policy forms do we use? 
There is no standard fire policy in uni- 
versal use, but it is customary for each 
territory to have a policy in general 
use by the companies admitted to do 
business there. In some countries, like 
France, the wording is prescribed by 
statute. Naturally in each jurisdiction the 
policy is normally in the language of the 
country, although in countries like the 
Philippines and India, which have re- 
cently attained independence, policies are 
stil issued in English. 

There is one policy which comes 
closest to being in universal use. It is 
known as the U.P.C. which stands for 
“Uniform Policy Conditions.” It was de- 
vised many years ago by the Fire Offices 
Committee (Foreign) of London, Eng- 
land for use by the members of that 
body for overseas business. It is not used 
in England proper. It has been trans- 
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lated into several languages and even in 
territories which do not use it, was the 
base on which the local policy was built. 

This policy differs from U. S. forms. 
For instance, it contains the so-called 
“fire following” exclusion. Condition No. 
6 not only excludes fire resulting from 
war and riot but also fire following 
earthquake, windstorm and other con- 
vulsions of nature. I am told this re- 
sulted from the San Francisco disaster 
when what underwriters thought was an 
earthquake turned out to be a fire. How- 
ever, except for the case of war, fire 
following may now be insured for addi- 
tional premium which varies from a 
purely nominal charge in_ territories 
which are not subject to earthquake to 
as much as three-quarters of one per- 
cent in some territories that are. 


Protection in Case of Fraud 


The policy has a 100% coinsurance 
clause (condition 17). Condition No. 12 
sometimes causes discussion. This gives 
the company the right to enter, take and 
keep possession of the premises in the 
event of loss! Some insureds view such 
possibility with alarm, for if a company 
exercised that right it could paralyze 
the insured’s operations. The clause was 
designed to give the company protection 
in case of fraudulent claim. I do not 
recollect a case where the right has 
actually been exercised. It is usually 
sufficient to point out that an insured 
need not only worry about this clause 
if he is contemplating a fraudulent claim! 

Except in a few territories such as 
Cuba there are no standard extended 
coverage endorsements in use in foreign 
territories. Indeed, local rules often 
prohibit insuring other than fire perils 
under a fire policy. There are, therefore, 
various policy forms in use for supple- 
mental perils. A convenient basic form 
known as the “special contingency 
policy” is often used. The policy condi- 
tions are based on those of the U.P.C. 
form. The perils insured are added to 
this basic policy by endorsement which 
contains provision for modifying the 
printed conditions to the extent neces- 
sary to provide the required coverage. 

There is little standardization of forms 
known abroad as schedules. Each agent 
or broker will usually draw up his own. 
In some territories this is taken to 
absurd lengths. In France, schedules con- 
taining 30 or more pages are not uncom- 


mon. Presumably the idea is to impress 
the insured that he has a tailor-made 
policy. This imposes a burden on under- 


writing staffs, for each form must be 
carefully read to detect what has been 
thrown in calling for additional premium 
or modification. 

American owners of foreign properties 
seeking to insure these risks in the 
American market can, nevertheless, be 
assured of coverage appropriate for the 


(Continued on Page 32) 
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Harry Ellis President 
Brooklyn Agents Assn. 


SUCCEEDS WILLIAM F. STANZ 





Retiring President Feels Companies Will 
Not Want to Dispense With Agents 
in New York Metropolitan Area 





Harry W. Ellis was elected president 
of the Brooklyn Insurance Agents’ Asso- 
ciation at the annual meeting in Brook- 
lyn last week. He succeeds William F. 
Stanz, who held the post for several 
terms. The new vice president is Hor- 
ton Firestone; Richard W. Flader is sec- 
retary and John R. Seekamp treasurer. 

Elected to the executive committee 
were the following: Stanley J. Corsa, 
Chester A. Hummer, Jr., William F. 
Ittner, Bernard G. Jaffe, Robert McKin- 
non, Gabriel Scarano, Mr. Stanz and 


Paul W. Zuccaire. 
Stanz on Current Problems 


Retiring President Stanz discussed the 
agency situation as it is affected by vari- 
ous problems of the busine ss today 
He said it was his opinion “that in the 
long run, companies will not want to dis- 
pense with agents in metropolitan areas 
to produce and service the business of 
the thousansd of small brokers here.” 
Branch office operation may be curtailed 
when business again becomes hard to 
get, and produuction costs rise. 

He said commissions and agency fran- 
chises were subjects that would in the 
not too distant future call for discussion 
between companies and agents. Package 
policies and installment premiums were 
discussed as matters that will affect the 
agency business. Compulsory automobile 
insurance, if enacted into law, will in- 
crease costs of operation for agents, he 
feels. 

The compensation agreement made be- 
tween a labor union and the electrical 
contractors, which called for insurance 
in the state fund only, was called a defi- 
nite threat by Mr. Stanz who added 
“one can wonder why up to now the 
companies, whose premium income is at 
stake, have done nothing about it. The 
proposal for a law to require compul- 
sory liability for owners of buildings, 
with its inevitable state fund was shown 
to be another example that the state in- 
surance fund idea, once started, spreads, 
slowly but surely. 

President Stanz called the lack of cas- 
ualty markets in agencies the most seri- 
ous immediate problem. “Until such time 
as the casualty companies again become 
agency-minded, our best hope lies in 
getting more fire companies to extend 
their operations into casualty and enter- 
ing the metropolitan areas. It is time 
to end the too-cautious approach. It is 
costing us and the companies too much 
loss of fire premiums.” 


Plan District of Columbia 


Insurance Day Program 
The District of Columbia Association 
of Insurance Agents is preparing the 
program for the first Insurance Day on 
Friday, April 30. The gathering will be 
at the Hotel Mayflower and General 
Chairman Block states that following a 
luncheon there will be a casualty forum, 
followed by a fire forum and sales prob- 
lem forum. There will be a_ reception 
from 5 to 7 p.m. 


EASTERN AGENTS’ PROGRAM 





Bowersock, Murphy, Stott, Doremus, 
Cahill Among Speakers; Forum 
Sessions on April 5 and 6 
Plans for the Eastern Agents Confer- 
ence have been completed. The meet- 
ing, which will be held April 4-6 at the 
Sheraton Plaza Hotel in Boston, will be 
based on the conference slogan “Know 
Your ABC’s.” The formula of a success- 
ful agency will be revealed to explain 

the slogan. 

General Chairman Frederick J. Eng- 
land points out that the formula is 
simple since it is the “know-how” that 
counts. He added that how to blend 
the ingredients will be covered in’ ‘a 
panel discussion on the topic “Fire and 
Allied Lines.” This will ‘be followed by 
an analysis of public relations dealing 
with the “Attitude of Agent and Com- 
pany Toward the Buyer.” 

To round out the general theme, he 
added, the “Agent Relationship to Buy- 
ers and Companies” will be treated. 

The opening day panel will be com- 
posed of: Donald Bowersock, president 
of the Boston and Old Colony; Kenneth 
Faunce, partner of the John C. Paige 
Co: William N. Woodland, editor of 
“The Standard,” and W illiam T. Mur- 
phy, eastern general manager, General 
Adjustment Bureau. 

Also on the program will be Fred- 
erick W. Doremus, manager of the East- 
ern Underwriters Association; James 
Cahill, secretary of the National Bureau 
of Casualty Underwriters, and John C. 
Stott, past president, National Associa- 
tion of Insurance Agents. 

A breakfast meeting is scheduled on 
public relations which will be attended 
by the state officers, state secretaries 
and chairmen of the public relations 
committees of the various states. A 
breakfast on Tuesday morning will be 
set aside for all local boards. 

S. G. Whittier, lieutenant governor of 
Commonwealth; John B. Hynes, mayor 
of Boston, and Joseph Humphreys, Com- 
missioner of Insurance, have been in- 
vited to the banquet to be held Monday 
evening. 

The special Sunday night buffet, April 
4, followed by professional entertain- 
ment, will set the mood of the confer- 
ence. 


275 to Attend Dinner 
Honoring Henry Sobel 
ON HIS SoTH ANNIVERSARY 
N. Y. Affair To Be Held March 23 at 
Grand St. Boy’s Club; Larry J. Sobel 


To Be Toastmaster 








Henry Sobel, president of the New 
York brokerage house of Henry Sobel 
& Co., 116 John Street, New York, will 
be given a testimonial dinner Tuesday, 
March 23, at the Grand Street Boy’s 
Club, 106 West Fifty-fifth Street, New 
York, in honor of his 50th anniversary 
in the insurance business. 

A representative gathering of 275 will 
pay their tributes to Mr. Sobel includ- 
ing insurance industry leaders, state offi- 
cials, judges, political leaders and clients 
of Henry Sobel & Co. Larry J. Sobel, 
vice president of the ‘firm, will be toast- 
master, and the invocation will be given 
by Rabbi Morris Goldberg. 

An interesting sidelight on the firm’s 
long and honorable history is that three 
generations are now represented in its 
management—Henry Sobel, Larry Sobel 
and Irwin Labadorf, a grandson of Mr. 
Sobel. 

Another human interest angle is that 
the underwriters who signed the first 
three policies written by Henry Sobel 
& Co. at its inception are still active 
and will attend the dinner. They are 
W. J. Reynolds, chairman of Cor- 
roon & Reynolds, Inc., Louis Schaeffer 
of Northwestern National’s New York 
office, and Lester Lockwood of Loyalty 
Group’s New York office. In addition, 
two of the early clie ‘dward Aaron 
and Harry Herzog—who are still on the 
firm’s books, will attend. 

Among the Guests 

Among the dignitaries who plan to be 
present are George L. Armstrong, board 
chairman, Caledonian - American; Ashby 
E. Bladen, vice president, Aetna Insur- 
ance Co.; Edward M. ‘Brown, John 
Street branch manger, National Surety 
Corp.; Clayton P. Cunningham, assis- 
tant U.S. manager, Zurich; George E. 
Day, president, United States Casualty; 
E. T. Donegan, secretary, Loyalty Group; 
William M. Kearns, president, Sun In- 
demnity; George Kramer, president, 
Cos mopolitan Mutual Casualty; John 
Newlands, general attorney, Scottish 
Union & Nation: al; Philip J. Priore, U.S. 
manager, Sun Insurance Office, Ltd.; W 
J. Reynolds, Clarke Smith, general at- 
torney and United States manager, 
Royal-Liverpool Insurance Group; W. J 
Thompson, vice president of the same 
group; New York Deputy Superin- 
tendent of Insurance Adelbert G. Straub, 
Jr.; F. W. Wrenn, fire manager, Chubb 
& Son. 

Also William T. Collins, New York 
County Surrogate, Henry L. McCarthy, 
New York Commissioner of Welfare; 
Lazarus Joseph, former Comptroller of 
City of New York; Irving Moselowitz, 
vice president of Bond Street Stores, 
Inc.; Edwin Mosler, Jr., president of 
Mosler Safe Co.; Meyer C. Ellenstein, 
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former Mayor of Newark, N. J.; Daniel 
Reisner, Reisner, nominee for president 
of National Republican Club. U.S. Sena- 
tor Irving Ives (N.Y.) is unable to at- 
gg — has sent his best wishes to 

r 

The "Tadctiaics will be represented by 
the following judges: Charles Garrison, 
Samuel Gold, N.Y. Supreme Court: 
Jonah J. Goldstein, Charles Horowitz, 
Samuel Liebowitz, Edward Weinfeld, 
Arthur Markewich and_ Ferdinand 
Pecora. 


New York Agents Meet 
May 2-4 at Syracuse 


The New York State Association of 
Insurance Agents will hold its 72nd an- 
nual convention Sunday, May 2, through 
Tuesday, May 4, at the Syracuse Hotel 
at Syracuse, N. Y., according to Execu- 
tive Secretary John G. Mayer. President 
Emil Clauss of Buffalo will preside. The 
association has been meeting at the Hote! 
Syracsue during the first week of May 
for many years. Details of the conven- 
tion program will be announced in a 
few weeks. 


New Jersey Agents Give 
Mid-Year Meeting Program 


The New Jersey Association of Insur- 
ance Agents will hold its mid-year meet- 
ing on Thursday and Friday, April 1-2, 
at the Berkeley-Carteret Hotel in Asbury 
Park. The first business session, on 
Thursday afternoon, will feature the re- 
port of the president, S. S. Holland, and 
talks by Congressman Frank C. Osmers 
of New Jersey on “Government in Busi- 
ness”; by Leon A. Watson, manager of 
the New Jersey Fire Insurance Rating 
Organization and by S. Gage Lewis on 
rate and rule changes. There will be a 
banquet Thursday evening. 

Friday morning will be given over en- 
tirely to a town hall type of forum with 
Past President Roy H. MacBean of 
Cranford and Arthur L. Zimmerman of 
Newark speaking for the agents and 
Albert C. Knox, vice president of the 
Phoenix-Connecticut Group, as one of 
the company spokesmen. Another is still 
to be selected. Past President H. Earl 
Munz, now state national director of 
the New Jersey Association, will act as 
moderator. 

Following luncheon Friday John F. 
Neville, executive secretary and general 
counsel of the National Association of 
Insurance Agents, on the dangers of 
taking for granted the American Agency 
System and ownership of expirations. 


New Jersey Square Club 
Supper-Dance April 30 


The Insurance Square Club of New 
Jersey has set the evening of April 30th 
for the annual dance and buffet supper 
to be held in the Hotel Douglas, Newark. 

This year will be the organization’s 
18th annual affair, and Howard E, Smith 
is chairman in charge of arrangements. 
Others on the committee include George 
A. Burger, Jr., Northern Insurance Co.; 
Henry K. Hopkins, Fire Insurance 
Rating Organization of New Jersey; 
Christian Young, Fireman’s Fund, and 
Frank J. Miller, St. Paul Companies. 


















March 19, 1954 












Page 27 








John A. Lynch of Staten Island, who 
died last week at the age of 71 years, 
was well known for many years in New 
York City fire insurance circles in addi- 
tion to being Borough President of 
Richmond County from 1922 to 1933. He 
was a partner in the agency of Gruber 
& Lynch until last year when his in- 
terests were bought out by Harold N. 
Sloane, CLU, and the agency is now 
known as Gruber & Sloane Agency, 
Inc., representing fire, inland, automo- 
bile and life insurance companies. 

One of the most popular and con- 
structive borough presidents in Staten 
Island’s history, Mr. Lynch, neverthe- 
less, left office under a cloud. The 
Democratic organization in Richmond 
refused to renominate him after he had 
been called to testify in the Seabury 
investigation of 1931. 

Mr. Lyuch was born in West New 
Brighton. At the age of 21, he founded 
the John A. Lynch Fire Insurance Co., 
in which he was active until his death. 
In 1918, Mr. Lynch was elected to the 
state Senate, but was defeated two years 
later. In 1922, upon the death of Bor- 
ough President Matthew J. Cahill, Mr. 
Lynch was chosen by the three Staten 
Island Aldermen to fill the unexpired 
term. 

A few months later he was elected for 
a full term and was reelected in 1925 
and 1929. His early years in office were 
devoted to strenuous efforts to get 
bridges and subways to Staten Island 
and he was instrumental in building two 
bridges over Arthur Kill connecting it 
with New Jersey. 

These bridges and a new bus terminal 
at St. George helped the island expand 
greatly both in industry and in popu- 
lation. Mr. Lynch spurred the building 
of new streets and sewers, court houses, 
highways, transit lines and municipal 
ferry service to Brooklyn; he attracted 
business to Staten Island’s piers and im- 
proved its beaches. 

The start of Mr. Lynch’s fall from 
power began in 1929 when he broke with 
his erstwhile close associate, David S. 
Rendt, Richmond Democratic leader 
whom he had appointed Commissioner 
of Public Works. He had Mr. Rendt 
deposed temporarily as Democratic 
leader, but this move was overruled by 
the courts. 

Mr. Lynch ran as an independent in 





Rhode Island Agents Meet 
March 29 in Providence 


The Rhode Island Association of In- 
surance Agents is holding its mid-year 
meeting on Monday, March 29, at the 
Sheraton-Biltmore Hotel in Providence. 
With the meeting starting at 2:45 p.m. 
with president Howard R. Chase, Jr., 
presiding there will be forum discussions 
on private passenger automobile classifi- 
cation plan and homeowners’ policies. 

Panel members in these two forums 
will include William H. Brewster, man- 
ager, automobile division, National Bu- 
reau of Casualty Underwriters; Frank 
J. Lowrey, partner, Cote & Lowrey 
Agency, Pawtucket; John D. O’Brien, 
superintendent, automobile underwriting 
department, Providence Washington 
Group; Richard N. Wear, vice president, 
Morton Smith, Inc., Providence; Milton 
B. Levin, partner, Goldsmith & Levin Co., 
Providence; John F. Berry, special 
agent, Phoenix - Connecticut Group; 
Leland B. Cottam, claim superintendent 
at Providence, Employers’ Group, and 
Leo A. Warburton, William R. War- 


burton Agency, Providence. Messrs. 
Wear and Warburton are the moderators 
respectively. 


At the evening banquet the principal 
speaker will be Thomas A. White, as- 
Sistant deputy manager of the Em- 
Ployers’ Group in Boston. He will speak 
on public relations. 


Late John A. Lynch Widely Known 


1933 but lost by a narrow margin to 
Joseph A. De Palma, the Republican- 
Fusion candidate. He tried a comeback 
in 1945 on the Democratic ticket, but 
lost by 4,000 votes to the Republican 
candidate, Cornelius A. Hall. 

Surviving Mr. Lynch are his widow, 
Mrs. Grace McKee Lynch, and two sis- 
ters, Mrs. Bessie Lempke of Great 
Neck, L. I., and Mrs. Madeline Rosseli 
of Staten Island. 





Dorothy Smith Now Manager 


Dorothy Smith, who for the last 18 
months has been private secretary to 
Manager Bob Pool of the Insurance 
Club of Dallas, has been advanced to 
manager following Mr. Pool’s resigna- 
tion. Her duties involve general super- 
vision of the club’s operations, with the 
help of an assistant manager for night 
duty and a secretary. 

The Dallas Insurance Club consists 
solely of men, with 500 resident mem- 
bers and about 100 non-residents. Organ- 
ized in May, 1951, it has quarters on 





Named Vice Presidents 
Of Guy Carpenter & Co. 


George G. Nichols, Jr., and Edward H. 
3ennett, assistant vice presidents, have 
been elected vice presidents of Guy 
Carpenter & Company, Inc., reinsurance 
intermediaries, with offices at 70 Pine 
Street, New York City, it is announced 
by George G. Nichols, president. 





the mezzanine floor of the Adolphus 
Hotel, with its facilities being used for 
committee meetings, group conferences 
and private parties. 
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FINANCIAL 


STATEMENTS AS OF DECEMBER 31, 


AS S$ 8a 


1953 





U.S. BRANCH U. S. BRANCH 
ASSURANCE AMERICA —_—FIRE INS. CO, 
$ 1,151,550 $ 691,822 $ 870,305 
6,928,527 3,699,649 2,391,746 
1,519,951 1,371,776 2,139,131 
516,513 269,625 292,265 
20,007 12,317 14,272 
131,493 44 866 55,429 
$10,268,041 $6,090,055 $5,763,148 





FIREINS-CO. ““INS.CO. FIRE INS-CO. 
Cash in Banks & Trust Companies  § 8,546,746 $ 4,221,997 $ 3,977,031 
*United States Government Bonds 39,094,068 20,602,259 20 687,472 
* Other Bonds and Stocks 46,054,910 28,135,715 29,756,443 
Mortgage Loans on Real Estate 6,691 5,900 117,848 
Real Estate 115,670 e Seneca 
Premium Balances Receivable 
(Not over three months due) 4,060,839 2,333,589 2,380,016 
Interest Accrued 219,490 114,937 149,478 
Other Assets 2,356,516 583,793 1,713,206 
Total Admitted Assets $100,454,930 $55,998,190 $58,781,494 
LiA@eat 
Reserve for Unearned Premiums $ 37,136,134 $19,166,359 $20,900,812 
Reserve for Losses and 
Loss Expenses 9,591,688 5,697,527 6,560,146 
Reserve for Taxes and Expenses 3,371,818 1,873,400 2,015,000 
Reserve for All Other Liabilities 1,720,051 662,764 996,762 
*kContingency Reserve 628,963 449,756 549,205 
Capital 3,000,000 2,000,000 2,000,000 
Net Surplus 45,006,276 26,148,384 25,759,569 
Surplus to Policyholders 48,635,239 28,598,140 28,308,774 
$100,454,930 $55,998,190 $58,781,494 


$ 3,726,751 $2,058,255 $2,518,195 
1,374,925 727,328 649,295 
409,600 218,775 216,520 
154,462 76,051 68,604 
110,706 $3,392 12,128 
$500,000 +500,000 750,000 
3,991,597 2,456,254 1,548,406 
4,602,303 3,009,646 2,310,534 
$10,268,041 $6,090,055 $5.763,148 








%Bonds and Stocks are valued in accordance with the basis adopted by 
the National Association of Insurance Commissioners. 


Securities in statements include amounts deposited with various states, 


+Statutory Deposit. 


as required by law, in the following amounts: United States Fire, 
$4,487,549; North River, $3,453,757; Westchester Fire, $3,147,215; Western 
Assurance, $1,189,627; British America, $1,140,929; Southern Fire, $533,005. 


*x&Contingency Reserve represents difference between values carried in 
Assets and values based on December 31, 1953 market quotations. 
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HOW THE HOME HELPS AGENTS 
FARM INSURANCE 


SELL 


Every Home agent stands to benefit by the advertisement 


at right, which will run in national magazines 
during March and April. 

The farm market is a fertile field for insurance 
agents and The Home provides its producers with 
selling aids to help bring new business 

to them—a blow-up of the ad to poster size, 
newspaper mats for insertion in your local paper and 
direct mail folders. Your fieldman can get these 

for you. 

Look for this advertisement in your magazines, 
point it out to your policyholders and prospects— 


let it help you get more of this business. 


Naturally, as always, you can count on The Home, 


through its fieldmen, to help you in any way possible. 


ther dinner! 


* THE HOME * 
Susuronce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE * AUTOMOBILE + MARINE 


' 
The Home indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


{ 
| 


| 
i) 

4 
fh 
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7 Why 


FARM PROPERTY 


Newspaper mats, 
available in one 
and two column sizes 


INSURANCE 


is your most 
dependable 
hired hand 











Folders, two colors, 


| 3%” x 6” and 33%4” x 812” 
{ 


ONCE THERE WAS 
A FARMER —- 
WHO SAW THINGS 

DOUBLE! 


whenever he looked 
oF one af his cows — 





or @ harse~ 
or @ pince 

of farm machinery 
he saw TWO! 
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Meet your HOMEtown Insurance Agent ie 





HOW TO GROW...IN A BUSINESSLIKE WAY 


Crops don’t just grow like Topsy—not any more. 

Today’s farmer is a real businessman—a combination 

weatherman, mechanic and accountant as well as a 

master of agriculture or animal husbandry. Even 

so, he faces the hazards of fire and hail that 

could wipe out his year’s work—except that he is Are you in this picture ? 
protected by insurance. That’s why farmers and How long since you _ ae an expert 
Home Insurance agents work hand-in-hand— partners Saruisliiios Walk pitienat helenatnas? 


in protection and production. Better do it soon—you'll be surprised 
P.S.—those agents talk the farmer’s language, too. at the total value of your possessions, 
and how little it costs to have full 


° 
That’s why they make such a fine team. puahbetion Ser thens: 


yxy Your HOMEtown Agent can serve you well—see him now! 


Home agent and the insurance pea 
he has brought to crops, buildings and equipment. 


* THE HOME en 
Comprany 


CLEA ZEAE 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE ° MARINE 


This ad will appear in full color, full The Home Indemnity Company, an affiliate, writes 
: Casualty Insurance, Fidelity and Surety Bonds 


page size in the April issues of 
- 5 g insurance protector of American homes and the homes of American industry. 
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Higher Standards and More Service 
Needed to Meet Price Competition 


The need to develop insurance as a 
profession to meet the competition of 
direct-writing and cut-rate insurers was 
stressed by Raymond A. Tucker, promi- 
nent insurance agent and partner in the 
Pittsburgh agency of Tucker, Johnston 
& Smelzer, when speaking before the 
Pittsburgh Insurance Day meeting at 
the William Penn Hotel last week. If 
agents are to perpetuate the American 
Agency System the successful producers 
today must raise their sights toward the 
professional status of insurance, through 
better training and more service to the 
public he emphasized. 

State Insurance Departments should 
be encouraged to raise agents’ qualifica- 
tions and companies should more care- 


fully screen those applying for agency 
contracts, Mr. Tucker said. There are 
today, he contended, too many agents 


inadequately trained who continue to be 
a menace to the industry. 

Outlining changes and developments, 
and calling on his nearly 40 years in 
insurance for interpretation of events 
Mr. Tucker said in part: 

Well Organized Agencies 


* Today, more and more, the 
public is turning to the larger, well 
staffed and well organized agencies, with 
broader service and experience avail- 
able. It therefore behooves the one-man 
agency, and the old backward agency to 
take on additional well trained help and 
thus better serve their clients and them- 
selves. 

“There is a growing field of choices 
for trained help, from home office train- 
ing schools and from graduates of that 
growing educational institution 
grants certificates as Chartered 
and Casualty Underwriters. 

“The insurance counselor builds a 
‘wall of protection’ around his client’s 
property and thus keeps out competition. 

“The modern trend of the buyers of 
insurance, is to employ one agency to 
handle their coverage—placing insurance 
counseling on the same level as their 
legal and accounting services. In fact, 
a good insurance counselor works closely 
and jointly with the lawyer and ac- 
countant in protecting the common in- 
terests of their client. 

“To attain the stature of an insurance 
counselor, does not come easily, as it 
has to be earned like that of the doctor, 
lawyer, accountant, or other professions. 


insuring 


fast 
which 
Property 


Wide Range of Service 


“May I suggest that an agency make 
itself indispensable in more ways than 
just insurance advice. There are the 
following items of service, such as check- 
ing on outstanding claims, through a 
claim control file, and working with the 
claim adjuster on difficult settlements. 
Modern accounting and billing equip- 
ment together with proper expiration 
control and correspondence files. Sur- 
veys of coverage, and appraisals of 
value, at policy renewal periods, review 
of all contracts, leases and side-track 
agreements, where contractual or hold- 
harmless clauses are involved. Rate ad- 
justment and safety surveys through 
engineering inspections. A competent 
staff imbued with the spirit of service, 
reflecting the ideals of the top manage- 
ment. 

“Another important factor, overlooked 
by most casualty and fire agencies, in 
building the ‘wall of protection,’ is that 
of embodying the sale of life, accident, 
group and pension insurance involving 
their commercial and, personal risks. 

“From personal experience, may I 
confirm the fact that many agencies 
overlook another important factor in 
becoming indispensable — and that is 
through civic and social contacts, in- 
cluding public service. That does not 
imply the term of being a ‘ioiner’ neces- 
sarily—unless a sincere effort is made 
to help contribute one’s talents mate- 





RAYMOND A. TUCKER 


rially to such organizations. When that 
is done, one’s acquaintance grows, pres- 
tige increases, and talents are ‘recog- 


nized. Such contacts are invaluable and 
every acquaintance made, opens a door, 
indirectly for service to one’s clients, 
outside of the field of insurance. 

Act as Information Bureau 


“Weekly, 
clients, to 
of insurance, 
ance helps us 
serve as an information 
bureau on many and sundry subjects. 
This kind of service helps make an 
agency indispensable and increases its 
prestige in the community. 

“Public relations has other angles. The 
professional agency owes a great deal 
to its community, aside from the cus- 
tomers. Our religion and our citizenship 
requires that we render service to our 
neighbors, community and to our coun- 
try. Therefore, that agency, whose indi- 
vidual members are active in civic and 
charitable affairs gains invaluable pres- 
tige, confidence and the respect of the 
community, which in turn brings un- 
solicited definite rewards. 

“Such public relation 
embrace public leadership in 
vention, highway, home and 
safety programs, school auto 
training, and public addresses on 
subjects, before luncheon clubs, etc. 

“With the decreased purchasing power 
of the dollar, any agency that has not 
made a substantial increase in its gross 
commission income, that is consistent 
with the amount of dollars necessary to 
provide the same purchasing power as 
in the past, has definitely fallen behind. 


we are called upon by our 
render some service, outside 
where our wide acquaint- 
perform. In short, we 
and reference 


activities also 
fire pre- 
school 
driver 
the 


Know the New Contracts 
“One cannot point the way for you 
to meet each problem that comes up 


in your own agency in order that you 
may meet the competition of the times. 
You know that with the increasing com- 
plexities of our business economy, the 
handling of an insurance program be- 
comes increasingly complicated. You 
know, that with the passing of multiple 
line and underwriting bills in practically 
all states of the union, that new con- 
tracts are being constantly devised to 
provide multiple coverage. 

“One cannot help you to analyse all 
of the different contracts available to 
you, to be sure that your clients are 
going to have the best insurance mar- 
kets available to them. But you know, 
that the interest of the American Agency 
System will be best served, and that you 
will best meet the competition of our 


Agricultural Names Flach 
And Davidson Specials 


The Agricultural and Empire State 
Insurance Companies of Watertown, 
N. Y., announce appointment of two ad- 
ditional fieldmen. Joseph L. Flach has 
been appointed special agent for Con- 
necticut. He will be temporarily with 
State Agent H. Hayes Landon in Spring- 


field, Mass., but will take over a new 
office in New Haven. He attended 
Rutgers University and_ studied at 


Northeastern University School of Busi- 
ness Administration. 

Donald B. Davidson, Jr., has been ap- 
pointed special agent working out of the 
Indianapolis office. A graduate of the 
Illinois Institute of Technology, Mr. 
Davidson has had three years’ service 
with the Illinois Inspection Bureau. 

Both men are at present spending some 
time at the companies’ home office in 
Watertown. 





times, and those to come, by the method 
in which you prepare yourselves. 

“How well informed on insurance mat- 
ters, are you going to be? How much 
time are you going to spend in the an- 
alysis of contracts available to you, so 
that you will have the tools to work 
with, when you do get to the point of 
sale, when you are actually facing your 
prospect, or your client? Will you know 
what facts are pertinent? 

“We have heard much talk about sur- 
veys as a sales device and undoubtedly, 
they are the best that is available but, 
the better they are, the less they look 
or sound like a sales device. The more 
they are a report of the facts which 
have been obtained, about a_ business, 
and a statement of insurance conditions, 
to the same extent that a financial re- 
port is summarized in the financial 
statement drawn by the C.P.A., the 
more effective they become. After mak- 
ing surveys of insurance for over 30 
years, I am constantly amazed with what 
I have found as to inadequate coverage 
—no coverage at all, or too much or 
duplicate coverage. Important additional 
coverages, available by endorsement, 
have not been in evidence, and there 
have been a lack of inventories or ap- 
praisals. 

Coverages Often Not Sold 

“Accounts receivable, valuable papers, 
or broad form money and _ securities 
coverages were not in evidence. Depre- 
ciation or replacement coverage has 
been lacking on building fire for full re- 
covery—and neither were demolition and 
increased cost of construction endorse- 
ments added to round out complete 
protection. 

“Considering the future of the Ameri- 
can agent, and how he can best ‘meet 
competition, we must not overlook the 
insurance companies whom we repre- 
sent. We must have them and we must 
have good companies. As agents, we are 
fortunate in having so many sound in- 
surance companies in the United States, 
possessed of a full measure of integrity, 
and enjoying the confidence of the in- 
surance-buying public. Your good for- 
tune is identified with that of your com- 
panies. 

“They are entitiled to receive a well- 
rounded volume of insurance from you. 
They have every right to expect that 
you will arrange fidelity, burglary, rob- 
bery and forgery coverages as well as 
workmen’s compensation or automobile 
insurance and that you will see to it 
that they have a well-diversified pre- 
mium volume. They are entitled to your 
understanding of their problems and 
they are, entitled to your progressive 
criticism. 

“The public also has something to say 
about the success or the failure of the 
American Agency System. It is the ob- 
ligation of that system to render to the 
insurance company such fair and un- 
derstanding service, such industrious ef- 
fort that all may have an opportunity 
to buy the coverages which they need, 
that the criticism of the insurance in- 
dustry will come, not from without, but 
from within the industry itself.” 





Sees Threat Today of 
Federal Regulation 


COMM. MURPHY GIVES VIEWS 


Tells Pittsburgh Insurance Day Audience 
That There Is Activity in Wash- 
ington Along That Line 


Insurance Commissioner D. D. Murphy 
of South Carolina believes that under 
state regulation the insurance 5 
ness is being conducted “very much” i 
the best public interest. He made this 
statement before the Pittsburgh Insur- 
ance Day meeting last week because 
“much has been said recently, both pro 





D. D. MURPHY 


and con, concerning the danger of Fed- 
eral supervision of the insurance busi- 
ness. There are many individuals today 
who have been lulled into a sense of 
security and feel that there is no danger 
of Federal regulation of this business. 
With this think I do not concur.” 

Mr. Murphy, who is president of the 
National Association of Insurance Com- 
missioners, told the large audience there 
that: 

“It is my sincere belief that the threat 
of Federal regulation of insurance is 
just as evident today, as it was in 1945 
and 46, shortly after the Supreme Court 
decision in the case of the South-Eastern 
Underwriters Association. During the 
past few months I have been in Wash- 
ington a number of times conferring 
with government officials on various sub- 
jects concerning the insurance business. 
As you well know, there is considerable 
activity in Washington with regard to 
the operation of insurance and much in- 
terest is being shown by the government 
in attempting to eliminate some of the 
abuses which some people contend in this 
business today. 

“When you look squarely at the facts 
which save been gathered by various 
Federal agencies and committees, and 
then look at the overall operation of the 
insurance business, I do believe that the 
results will prove beyond a reasonable 
doubt, that under state regulation the 
insurance business is being conducted 
very much in the best public interest. 

“The development of state supervision, 
particularly over the past 40 years, has 
been a magnificant story of co-operation 
between a business subject to govern- 
ment regulation and those responsible for 
that regulation.” 


Fisher Named to Board 
Of The Rockwood Company 


At a recent meeting of the directors 
of the Rockwood Company of Illinois, 
Lawrence R. Fisher was elected to the 
board. Mr. Fisher is manager of the fire 
and marine department and also is presi- 
dent of the Rockwood Co. of Missouri 
with offices in Kansas City, Mo. 
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PUT THIS PARADE ON YOUR MAIN STREET 
WITH INLAND MARINE FROM THE TRAVELERS 


You’ll find it easy to strike up the band for Inland Marine in your 


community. Be sure and call on your Travelers Field Man to help 


you get started. 


THE TRAVELERS INSURANCE COMPANIES - HARTFORD 15, CONNECTICUT 
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Insurance Abroad 


(Continued from Page 25) 


location of the property and, although 
expressed in different language, approxi- 
mating coverage carried on their U. S. 
properties. 

How Are Rates Developed 

) What rates do we charge and how 
eas ak make them? A few advanced in- 
dustrial countries employ a form of 
schedule rating but the majority of coun- 
tries are not sufficiently advanced in- 
dustrially to make this type of rating 
feasible or desirable. The typical tariff, 
therefore, provides a risk classification 
and definitions of various types of con- 
struction. 

Rates are named for each class of 
risk varying according to the construc- 
tion used. Generally there is an addi- 
tional differential between risks under 
protection in town and those in the 
country. Surcharges are prescribed for 
conflagration and congested areas. Re- 
ductions are indicated for various types 
of internal protection, the typical being 
50% reduction for sprinklers. 

This form of rating is sometimes criti- 
cized as being insufficiently scientific 
and not providing adequately for differ- 
ences between risk and risk in the same 
class. This criticism may be theoretically 
justified but often the territory is rela- 
tively small and there are only a few 
risks in any class, so more scientific 
rating would be impossible. In one terri- 


tory, for instance, where there was 
pressure to establish a rating bureau 
along lines familiar in the U. S., the cost 


was estimated at over 8% of the total 


pre mium income. 


Sometimes, however, a _ risk is 
presented w hich—because of marked 
superiority to others in its class or 


because it is a new industry altogether— 
cannot be adequately rated by applica- 
tion of the book. In such cases special 
rates are promulgated under a_ pro- 
cedure which is foreseen in most tariffs. 
American Owned Properties 

Such special rating is often applicable 
to American owned properties. Not in- 
frequently such properties are more 
modern in construction and interior pro- 
tection than the generality of their class. 
Very often, too, Americans erect the 
first risk of the type in the territory. At 
times even these special rates are higher 
than those applied to similar properties 
in the U. S. especially when the latter 
are eligible for the F.J.A., and we are 
asked why. 

The answer is usually among the fol- 
lowing explanations. The public protec- 
tion available is inferior to the U. S. 
equivalent; local labor is less educated 
and skilled than its U. S. counterpart; 
replacements are more costly due to 
customs and transportation charges for 
imported machinery and parts; the 
available volume of business overseas is 
much smaller and underwriters do not 
have the same spread of risk as in the 
i... 

Rates are customarily made by asso- 
ciations of the locally incorporated and 
foreign admitted companies. Such asso- 
ciations have a rating committee with 
rotating membership. Most of these local 
associations are affliated with the Fire 
Offices Committee (Foreign) of London 
whose membership consists of the princi- 
pal British companies and also of most 
of the American companies operating 
abroad. The F.O.C. provides much tech- 
nical assistance to the local associations 
in rating matters. 

Rate Increases Difficult 


In some countries rates are subject to 
government control but generally they 
are freely made by the companies. Even 
when rates are not government con- 
trolled, companies must particularly keep 
in mind public reaction to rate increases, 
so increases are difficult to promulgate 
even when there is no superintendent of 
insurance to convince! 

There are a few relatively unimportant 
territories where no tariff exists. In these 
cases judgement rates are applied by 
the writing company. 


The 


There are tariff riot rates in most 
territories providing minimum rates for 
conditions when labor troubles or civil 
strife are not expected. When conditions 
are disturbed, technically known as an 
apprehensive period, the normal rates 
are tripled and in extreme cases cover- 
age written for only a month at a time 
for new business, but insureds who carry 
riot insurance year in and year out can 
expect renewal at normal rates even dur- 
ing an apprehensive period. 

There are tariff windstorm rates in 
territories subject to hurricane, and fire 
following earthquake is similarly tariffed 
in territories subject to earthquake. 

Otherwise supplemental peril rates are 
not usually a matter of tariff but open 
to judgment of the individual company. 
It might be thought that this procedure 
could lead to undermining fire rates. 
There are, no doubt, instances where 
competition for a particular piece of 
business may lead to the throwing in 
of additional perils for the fire rate plus 
the proverbial two milles, but on the 
whole, this does not appear to be a 
serious problem. 

Kinds of Money Used 


(f) What kind of money do we use? 
short answer is that we insure 
in any currency desired by the insured 
provided always that the premium is 
paid in the same currency. 


There is some limitation on this gen- 
eral principle imposed by law. Some 
countries, as a measure of exchange con- 
trol, will not permit property in their 
jurisdiction to be insured in other than 
the national currency. 

Usually insurance is written in the 
currency of the country. You would ex- 
pect Italians, for instance, dealing with 
lire in their daily lives to want to insure 
their property in this currency. 


Instability of some currencies does lead 
to some demand even on the part of 
ae to insure their property in 

S. dollars or Swiss francs or some 
pe convertible currency. To some ex- 
tent this is perfectly legitimate. For 
instance, if a factory has American ma- 
chinery for which dollars would be 
needed for replacement the owner may 
wish to insure in dollars, rather than 
local currency which may not be con- 
vertible into dollars for quick purchase 
of replacements in event of loss. How- 
ever, apart from such special cases, there 
is surprisingly little demand for dollar 
coverage on the part of foreign nationals 
even in countries with extremely unstable 
currencies. 

American owned properties are a spe- 
cial case. Usually they represent a dollar 
investment on the part of their owner 
who would prefer to collect a loss in 
dollars rather than in the currency of 
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1953 


ASSETS 


#1) SXcovernment Bonds: 230 


Balances Under 90 Days................. 
Interest Due and Accrued and Other Assets. . 


$2,804,053.10 
733,752.00 
1,496,551.02 
313,588.13 
153,092.50 
76,189.89 


$5,577,226.64 


LIABILITIES 


Reserve for Outstanding Losses........... $ 
Reserve for Unearned Premiums.......... 
Reserve for All Other Liabilities.......... 


Capital Paid Up.......... 
Surplus Over All Liabilities 


Surplus to Policyholders................. 


* Bonds as above valued on amortized basis. 


379,748.70 
2,118,956.70 
700,551.27 


$ 500,000.00 


1,877,969.97 
2,377,969.97 
$5,577,226.64 


Securities carried at $647,664.39 


in the above statement are deposited for purposes required by law. 








90 JOHN STREET + NEW YORK 38, NEW YORK 





Kk ddddddddiddddddidddddddaaddaddddddaaaddddddadd adda ccc ccccccrtte004zqazzqun 


° 


ESSSSSSVs ogg 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





55 FIFTH AVE., NEW YORK 
















the 
located. Insurance in local currency in 
these days of exchange controls can 


the country where property is 


rarely be completely satisfactory to 
American owners of foreign property. 

We are sometimes asked for dollar 
coverage but to accept premium in local 
currency. It is rarely possible to do 
this. Firstly, it violates the principle that 
premium should be paid in the currency 
of the insurance. Secondly, unless we 
happen to be short of a currency at a 
particular moment, we underwriters are 
no more anxious than is the insured to 
add to our supply of inconvertible cur- 
rency. 

Laws Often Restrictive 

(g) What are the laws and require- 
ments? They are legion! There are very 
few countries where an insurance com- 
pany can simply file its papers and start 
business. Nowadays most countries, in 
addition to the normal filing require- 
ment, oblige an American company de- 
siring to transact fire and/or other lines 
of business to put up a guarantee deposit 
and locally invest premium and _ loss 
reserves, ostensibly for the protection of 
local policy holders. 

The trouble is that deposits must 
usually be represented by local cur- 
rency investments and are apt to be de- 
flated by currency devaluations. 

5% Margin Insufficient 

It will be realized that a considerable 
capital investment is required to estab- 
lish a representative plant overseas. We 
must earn good underwriting profits to 
remunerate such capital adequately in 
view of the harzards of depreciation. This 
will explain why underwriters engaged 
in the foreign business feel that the 
traditional 5% underwriting margin is 
insufficient! 

It is difficult for American companies 
to protect these laws because alien com- 
panies doing business in the United 
States must constitute substantial de- 
posits and reserves. Of course, the cir- 
cumtances in the United States are dif- 
ferent but try and prove that to coun- 
tries proud of their own national posi- 
tion! I often wish that all countries had 
laws similar to England where any in- 
surance company of whatever nationality 
may be admitted upon simple proof of 
solvency! 

Many countries prohibit nonadmitted 
insurance under penalties of varying 
severity, primarily designed to protect 
the national market against outside com- 
petition. Although such regulations in- 
terfere with freedom of contract there 
is something to be said for them from 
the standpoint of the admitted com- 
panies which bear the burden of putting 
up local capital and a local plant and 
pay local taxes, whereas outside insurers 
undertake none of these burdens. 

Unfortunately, some laws limit the 
scope of American and other foreign 
companies and often indeed of the local- 
ly incorporated companies as well. These 
sometimes take the forms of allowing 
only national companies to operate, 
specifying that shareholders must be 
nationals of the country concerned. In 
other cases reinsurance monopolies have 
been established to which admitted com- 
panies must cede a quota of all busi- 
ness or the surplus over artificially fixed 
retentions. Although these devices 
ostensibly are to protect the economv 
of the country where they exist their 
ultimate effect is to raise ‘the cost and 
limit the scope of the insurance afforded 
to the public. 
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Auto Claims Assn. Hears Leucci; 
To Hold Annual Dinner on May 7 


Frank Leucci, well known and highly 
regarded Property Clerk of the City of 
New York, was guest speaker at the 
monthly meeting of the Automobile 
Claims Association on March 11 at Mil- 
ler’s Restaurant in New York City. He 
discussed some of the auto claims prob- 
lems in his department as civilian Police 
Property Clerk, citing a noticeable in- 
crease in car thefts in the last six 
months. 

President Cornelius J. Ryan of the 
claims association, who presided, said the 
annual dinner and entertainment will be 
held on Friday evening, May 7, at the 
Hotel Edison, 228 West Forty-seventh 
Street, with a cocktail hour preceding 
the dinner at 7 p.m. Tickets may be 
obtained from the treasurer, Howard 
A. Kochendorfer, Atlantic Mutual Insur- 
ance Co., 49 Wall Street, New York 
City. 

Over 800 Autos Now in Custody 


To the Police Property Clerk’s custody 
come automobiles which have been 
stolen, abandoned, involved in crimes and 
accidents, or picked up as derelicts, said 
Mr. Leucci. This is in addition, of 
course, to all other types of property 
coming into his possession, including 
stolen jewelry, guns used in crimes, etc. 

Mr. Leucci stated that he has now 
over 800 automobiles in his three-block 
warehouse in Brooklyn, at Pier 72 on the 
North River, in uptown New York and 
in addition to these are cars which each 
day are picked up by the police and 
parked near station houses until they 
can be turned over to the Property 
Clerk. 

Expressing an eagerness to get these 
cars out of the hands of the city as 
rapidly as possible and to continue co- 
operating closely with insurance com- 
panies, Mr. Leucci cited various rules 
and regulations preventing him from 
acting as quickly as he would desire. 
Those who claim to own cars must prove 
ownership and sign various forms; insur- 
ance companies must prove payment of 
claims, and there must often be proof 
of identification of cars, to avoid a per- 
son obtaining a car that may look like 
his, have the same license plates, etc., 
and yet be another automobile. 

Motor vehicles used in commission of 
crimes may often be retained in the 
Clerk’s office for years, by police order, 
and cannot be released to their original 
owners or insurance companies which 
may have taken title after payment of 
claims. In crimes involving possession 
or sale of narcotics the police “confis- 
cate” the car, even though it may have 
been stolen from an innocent owner. 
Mr. Leucci urged prompt suits to re- 
cover such cars, especially when an auto- 
mobile is still the property of a finance 
company. 

In closing Mr. Leucci urged strength- 
as of the New York State auto title 
law, for such would tend to reduce thefts 
by rendering it more difficult to dispose 
profitably of stolen cars. 

There was a brief discussion by mem- 
bers of the Automobile Claims Associa- 
tion of the breakage hazards of new 
plastic “glass” windshields and car tops. 
These have a distinct tendency to crack 
under conditions which would not affect 
real glass. While some manufacturers 
have offered, it is understood, to replace 
free-of-charge, such transparent wind- 
shields or tops when breakage is due to 
an inherent defect, nevertheless some 
insurance companies are excluding cov- 
erage in their automobile _ policies, 
due to the fact the windshields are 
relatively fragile, and are calling for spe- 





NORTH AMERICA DIVIDEND 

Directors of Insurance Co. of North 
America have declared a regular quar- 
terly dividend of 62%4 cents a share 
Payable April 15, to stockholders of 
récord March 3 


cific coverage at an additional premium. 

Three new members were admitted to 
the association. They are Hiram C. 
Bromley of his own company; Gerard 
Thomas Swarbrick, Sun Insurance Office, 
and Thomas J. Jordan of Holden & 
Jordan, Inc., adjusters. 





Dickey Resigns as Okla. 
Commissioner, Joining Co. 
Donald F. Dickey, Insurance Commis- 
sioner of Oklahoma, has tendered his 
resignation, effective March 20, to be- 
come vice president of Admiral Fire and 
manager of the Bettes insurance agencies 
in Oklahoma. Mr. Dickey has served as 
Oklahoma Commissioner since August, 
1946, when he was appointed to com- 
plete the unexpired term of the late 
Jess G. Read. He was elected to a full 
four-year term in November, 1946 and 


has held office continuously since that 
date. 

Currently, Mr. Dickey is a member of 
the executive committee of the National 
Association of Insurance Commissioners 
as the representative of Zone 5. From 
July, 1952 to February, 1946, Mr. Dickey 
served in the U. S. Marine Corps and 
prior to this he was in the local agency 
business in Weatherford, Okla. 

Admiral Fire Insurance Company was 
organized in 1952 by interests identified 
with T. J. Bettes Co., Houston, one of 
the largest mortgage banking institutions 
in the United States. 
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ASSETS 


United States Government Bonds . 


All Other Bonds 


Preferred and Guaranteed Stocks . 


Common Stocks . . 


Stock of Vigilant Insurance Company 


Cash 


Premiums not over 90 days due . 


Other Assets 


TOTAL ADMITTED ASSETS . 


LIABILITIES 
AND SURPLUS TO POLICYHOLDERS 


Unearned Premiums . 
Outstanding Losses and Claims 
Dividend Payable 


Taxes and Expenses 


Funds held under Reinsurance Treaties . 


Non-Admitted Reinsurance 7 


“EOTAL‘LIABIEITIES..... .. 
oS. ae 
ane a ie eee eer ane 


Unrealized Appreciation of Investments . 


SURPLUS TO POLICYHOLDERS . 


ROME ABs fos ae eae 


Investments carried at $5,140,140 are deposited with government authorities as required by law. 


$47,296,396 
15,360,155 
7,447,723 
27,113,209 
10,819,971 
11,072,404 
3,184,525 
3,227,014 


- $125,521,397 


$32,953,642 
17,530,145 
675,000 
5,429,652 
3,701,802 

° 3,588,888 


. $63,879,129 
$10,800,000 
37,811,454 
13,030,814 
. $61,642,268 
. $125,521,397 
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INSURERS’ LOSS RESERVES 





Hanley of New York Department Tells 
Examiners of Problems Arising 
From Syndicate Participations 
With insurance companies in fire and 
allied fields sometimes belonging to as 
many as 15 or 20 underwriter syndicates, 
a complex problem of governmental su- 
pervision has arisen, it is asserted. The 
major difficulty which results, John T. 
Hanley last week told examiners of the 


New York State Insurance Department, 
is to determine the percentage of an 
insurer's loss reserve which stems from 
its direct policy writings as against that 
attributable to its participation in syn- 
dicates and other groups. The solution 
adopted by the states, he indicated, is 
to provide for periodic syndicate ex- 
aminations conducted through the facili- 
ties of the National Association of In- 
surance Commissioners. 

“When the program... is fully ef- 
fective,” he said, “it is expected that the 
reserve for unpaid losses of each asso- 
ciation will be accepted by the examiner 
as stated and will be included as part 
of the loss reserves of member compa- 
nies.” 

Mr. Hanley, who is a senior examiner 
with the Property Bureau of the Fire 
& Marine Section, gave the 20th in the 
series of 30 lectures scheduled for the 
second year of the Department’s in- 
service training course, Adelbert G. 
Straub, Jr., Deputy Superintendent of 
Insurance, said. In addition to the syn- 
dicate arrangement, he discussed the 
examination of loss reserves in such 
types of reinsurance as buy-back agree- 
ments and first-surplus treaties. He also 
treated the classification of losses and 
analyzed the principles governing ac- 
counting classifications, including loss 
items and salvage. 


Churchill Downs Must 
Install Sprinklers Soon 


The Louisville, Ky., City Fire Preven- 
tion Bureau, through Major Harold Fos- 
ter, head of the department, has given 
the Churchill Downs Race Track until 
this week in which to award a contract 
for a sprinkler system in the club house 
and grandstands, work to start immedi- 
ately after the spring race meeting and 
Kentucky Derby. The meeting starts 
April 24, and ends May 15. 

The Kentucky Derby will be on May 
1. It normally attracts about 100,000 or 
more people, scattered chiefly through 
wooden stands, and on lawns behind the 
club house, and grandstand, in the bet- 
ting sheds, etc. Should fire break out 
those in the clubhouse and grandstand 


enclosures that are jam-packed, would 
be unable to reach ground level. 
In September, 1952, at the annual 


State Fair at the Fairground in Louis- 
ville, a fire broke out in stands that are 
less flamable than Churchill Downs and 
spread so fast that a lot of people were 
injured in seeking safety. 


New Director, Officers of 
Southwestern F. & C. Co. 


Election of DeWitt T. Ray, Dallas 
banker, as treasurer of Southwestern 
Fire and Casualty, is announced by 


President S. Foster Yancey. The board 
also named two other new officers— 
James H. Roper as assistant secretary 
and assistant treasurer and Jack M. 
Smith as comptroller. 

Mr. Roper is head of the automobile 
department of the Dallas insurance man- 
agement firm of T. A. Manning and 
Sons. He first joined the Manning or- 
ganization in 1940 and after absences for 
World War II service and other insur- 
ance employment, returned to the firm 
in 1949 as a special agent for West 
Texas. 

The new comptroller, Jack Smith, for 
the past five years has been in the Dallas 
offices of Joseph Froggatt & Co., Inc., 
New York, national insurance auditors. 








Home Will Expand Facilities in New Jersey 





Home Insurance Co.’s new building at East Orange, N. J., which 
will be completed in 1955. 


Harold V. Smith, president of the 
Home Insurance Company, announces 
that in keeping with the rapidly expand- 
ing business in northern New Jersey, it 
has selected East Orange as the site of 
its new supervisory office. 

Through Harry A. Taylor, president of 
Frank H. Taylor & Son, Inc., realtors 
and mortgage bankers, the Home has ar- 
ranged a long term lease of a building 
to be constructed on Prospect Street. 
This will consist of a two story and 
basement fireproof, air-conditioned struc- 
ture of Colonial Williamsburg architec- 


ture and will contain approximately 30,- 
000 square feet of office and work space. 





Lane Conn. State Agent 


For Fire Associaiton 

John W. Lane has been appointed 
state agent for Connecticut by Fire As- 
sociation of Philadelphia and Reliance 
Insurance Co., succeeding E. Robert 
Zenke, resigned. 

The appointment is a promotion for 
Mr. Lane who goes to Connecticut from 
central New Jersey where he was special 
agent. He is a graduate of Rutgers Uni- 
versity, a veteran of World War II, and 
a product of the company’s training 
school. Mr. Lane will maintain offices at 
185 Church Street, New Haven. 








111 JOHN STREET 
New York 38, N. Y. 


Telephone: Digby 9-3560 
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The front facade will be enhanced by 
large Colonial columns and a feature 
will be its Independence Hall type tower. 

Fronting on Prospect Street it will 
be traditionally landscaped, while the 
rear area will provide parking facilities 
for over 80 cars. This improvement will 
add materially to the development of the 
Brick Church Section of East Orange. 
The architect for this project is Louis 
M. Steuber of Union, N. J. 

In further commenting upon these 
plans, Mr. Smith stated that upon com- 
pletion of the building in 1955 it would 
house the present personnel of the New- 
ark offices of the Home and the Home 
Indemnity. It will facilitate servicing 
of agents and policyholders in this area, 
since the office will be equipped with 
the most functional appointments. Pro- 
visions will be made for the utmost com- 
fort and pleasant working conditions for 
its employes. 


Westchester Fire Figures 

The Westchester Fire of the Crum 
& Forster Group closed 1953 with assets 
of $58,781,494 and surplus to policyhold- 
ers of $28,308,775. The reserve for un- 
earned premiums was $20,900,811. There 
was a net increase in surplus of $282,226. 

Net premiums written in 1953, accord- 
ing to the 117th annual report of the 
Westchester, totaled $21,701,322 and 
there was a net gain from underwriting 


of $1,424,721. 





WELLINGTON FUND STOCKS 


Big Mutual Fund Adds to Investments 
in Insurance Field; Lists Present 
Insurance Holdings 
The $280 million Wellington Fund con- 
tinued to add to its common stock invest- 
ment in the insurance field during the 
last half of 1953, according to its 25th 
annual report recently made public. The 
big mutual fund’s investment in insur- 
ance stocks on December 31 last, the 
report showed, amounted to $7,791,074. 
This represents an increase of $1,559,- 
549 over an investment of $6,231,525 in 

this field six months previously. 

Wellington’s purchases of insurance 
stocks in the period included: 15,000 
shares of Federal Insurance Co.; 1,000 
shares of Fidelity - Phenix Fire; 5,000 
shares of Govt. Employees Ins. Co.; 
3,500 shares of Hartford Fire; 2,912 
shares of Ins. Co. of North America; 
1,500 shares of Merchants Fire Assur., 
and 1,500 shares of U. S. Fidelity & 
Guaranty. 

Twelve insurance companies were rep- 
resented in the Wellington portfolio at 
year-end. The largest single investment 
in this group consisted of 12,500 shares 
of Continental Casualty. Other holdings 
included: 11,312 shares of Ins. Co. of 
North America; 5,000 Hartford Fire; 30,- 
000 Maryland Casualty; 10,000 Fidelity- 
Phenix Fire; 10,000 Continental Ins. Co.; 
0,000 U. S. Fidelity & Guaranty; 15,000 
Federal Insurance Co.; 12,800 Great 
American; 5,000 Govt. Employees Ins. 

o.; 3,900 Phoenix of Hartford, and 1,500 
Merchants Fire Assur. 

The Wellington management stated 
that the Fund’s investment in insurance 
stocks was increased because of their 
favorable long-term growth prospects. 

Wellington recorded a $34,700,000 in- 
crease in net assets in 1953 to boost the 
total at the year-end to an all-time high 
of $280,894,213 as compared with $246,- 
183,017 at the close of 1952. 





AMERICA’S 
OLDEST 
REINSURANCE 
GROUP 


ESTABLISHED 1900 


ca 
THE 


PRUDENTIAL 


INSURANCE COMPANY 
OF GREAT BRITAIN 


SKANDIA 


INSURANCE COMPANY 
THE 


HUDSON 


INSURANCE COMPANY 


* 
J. A. MUNRO 
90 JOHN STREET 


NEW YORK 38, NEW YORK 
WHITEHALL 3-9484 




















E 





FEI RINE TE ROEM SPOTL 





Se 
is 
a 
& 


g 
& 















I 














ie a ae SR aT 





















March 19, 1954 








tial 
Page 35 
\Neiicoiee 3 




















David Roberts Dies at 76 Chairman, Atlantic Cos. 


Ex-New Jersey Fieldmen’s Assn. David Roberts, president of the New 


Award for Society School Student  stiit‘aSeshance oer ie eee 





York City insurance brokerage firm of 
John D. Wyeth & Co., died March 10 


ing bridge player. 

Joining the firm in 1891, Mr. Roberts 
became president in 1911 and was active 
up to his death. He was a member of 
the Insurance Society of New York and 
one of the original directors of the 
Great Eastern Fire Insurance Company. 


Atlantic Figures 


(Continued from Page 1) 


proof of the essential value of our ‘prod- 
uct. Therefore, it is proper to begin 
this report by stating that during 1953 
the Atlantic Companies paid claims 
amounting to $16,097,000 involving 75,000 
policyholders throughout the world. 
“Our services to policyholders, how- 
ever, extend far beyond the payment of 
claims. Your companies have been lead- 
ers in the industry for many years in 
developing simpler, more comprehensive 
insurance policies for the public. This Matar 
movement, we are glad to report, con- FRANKLIN B. TUTTLE 





The Ex-New Jersey Fieldmen’s Association will provide annually a $25 award tinued to gain ground during 1953. The 


for the top student in the Spring Semester class of Fire Risk—Physical Aspects, 
given at the School of Insurance of the Insurance Society of New York. The tection for the home owner in a single 


Fieldmen’s organization voted this ac- 
tion at it’s first annual meeting last 
October, and authorized Frederick W. 
Doremus, chairman of its good and wel- 
fare committee, to consult with Dean 
Arthur Goerlich of the School of Insur- 
ance. 

Shown at the recent presentation of 
the check is, left to right: Mr. Doremus, 
manager, Eastern Underwriters Associa- 
tion; Dean Goerlich, and H. W. Kohler, 
assistant secretary, America Fore fire 
companies, president of the Ex-New 
Jersey Fieldmen’s Association. 


Insurance Accountants 


Honor Past Presidents 

The Insurance Accountants Association 
held its first meeting and luncheon of the 
year on March 18 at the Hotel New 
Yorker. This association, which has 
grown steadily since its inception 33 
years ago, has designated 1954 as “Past 
Presidents Years.” At meetings through- 
out the year, tribute will be paid to the 
past presidents who will be asked to 
attend as honorary guests. 

The March meeting presented a perti- 
nent topic, “Year End Problems of In- 
surance Companies,” lead by G. R. 
Ladner of Security Insurance Co. and 
W. H. Mosher, assistant secretary of 
the Boston. 


Syracuse Women Hear 
Review of New York Play 


Highlighting the March meeting of 
the Syracuse Insurance Women’s Asso- 
ciation on March 15 in the Onondaga 
Hotel was Ramona Baxter Bowden’s 
review of the popular stage play “Solid 
Gold Cadillac.” Mrs. Bowden, long asso- 
ciated with the theater, is well known 
in central New York for her play re- 
views. Luella Kempf, program chairman, 
Presented Mrs. Bowden. 

Doris Phelps, president, conducted the 
business meeting. On her agenda was 
election of a nominating committee who 
will present the new slate of officers at 
the association’s annual meeting. 

he local association is a charter 
member of the Federation of New York 
Insurance Women’s Clubs and at the 
March meeting a delegate was selected 
to represent Syracuse at the Federa- 
tion’s annual convention, to be held in 
Auburn on April 23-25. Helen Watson, 
who has been named by President 
Phelps as chairman of the Federation 
nominating committee, gave a resume of 
the history of the Federation. 


new homeowners policy, which com- package, was accepted by several addi- 
bines most of the essential forms of pro- tional states during the year and has 
met with growing public approval.” 











SECURITY « STRENGTH « SERVICE 


UNITED STATES RESOURCES AS OF DECEMBER 31, 1953 





SURPLUS TO 
ASSETS LIABILITIES POLICYHOLDERS 











Year Securities AiR. ih : 
Estab- ay soared Admitted Adaitied Pose cont Volue 
lished by Law Assets Assets Liabilities Capital Basis Basis 
1896 American and Foreign Insurance Co. $ 460,373 $20,777,288 $21,237,661 $13,425,430 $1,500,000 $ 7,812,231 $ 7,560,971 
1863 *The British and Foreign 

Marine Insurance Co. Ltd. ~ 1,045,749 12,208,021 13,253,770 8,143,302 500,000 5,110,468 4,937,925 
1911 Globe Indemnity Company 1,148,379 78,947,960 80,096,339 53,599,333 2,500,000 26,497,006 25,234,604 
1836 *The Liverpool and London and 

Globe Ins. Co. Ltd. 1,401,777 45,243,683 46,645,460 29,957,479 500,000 16,687,981 15,916,979 
1811 Newark Insurance Company 766,419 26,527,859 27,294,278 17,408,043 2,000,000 9,886,235 9,573,358 
1891 Queen Insurance Company of America 839,780 68,462,629 69,302,409 44,345,516 5,000,000 24,956,893 23,965,990 
1910 Royal Indemnity Company 1,192,331 87,084,466 88,276,797 60,395,452 2,500,000 27,881,345 26,619,797 
1845 *Royal Insurance Company, Ltd. 1,353,191 52,954,393 54,307,584 35,624,478 500,000 18,683,106 18,064,553 
1896 Star Insurance Company of America 463,519 23,453,994 23,917,513 15,547,299 1,000,000 8,370,214 8,093,275 
1860 *Thames and Mersey Marine 

Insurance Co., Ltd. 1,042,847 6,963,497 8,006,344 4,840,791 500,000 3,165,553 3,100,347 
1832 Virginia Fire and Marine 

Insurance Company 502,752 7,357,911 7,860,663 4,850,321 1,000,000 3,010,342 2,962,558 


* United States Branch. The amount shown under ‘‘Capital’’ is the 
statutory deposit required to transact business in the U.S.A. 


CASUALTY— SURETY — FIRE — MARINE 


ROYAL-LIVERPOOL INSURANCE GROUP 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK 38, N. Y. 
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North America Directors to Visit 


Louisiana and Texas for 10 Days 


Directors of the Insurance Co. of 
North America and its affliated com- 
panies, Philadelphia Fire and Marine 
and Indemnity Insurance Co. of North 
America, will visit Louisiana and Texas 
for ten days this spring to inspect the 
companies’ operations and to meet with 
businessmen in the area. 

The directors will leave Philadelphia 
on March 27, and will return on April 
5. During the tour they will visit New 
Orleans, Houston, Dallas, Fort Worth 
and Austin. In a series of meetings 
and receptions now being planned they 
will meet insurance agents who repre- 
sent the companies, insurance brokers 
and leading businessmen in publishing, 
finance, commerce and industry. 

The directors believe that these in- 
formal face-to-face meetings, together 
with the opportunity to see at_first- 
hand the growth of the Louisiana-Texas 
area will be of value in guiding the 
North America’s investment policy and 
in planning continued expansion of its 
insurance service to the public. A simi- 
lar ten-day visit was made to the Pa- 
cific Coast in the spring of 1953. 


Company records show that long be- 
for the War of 1812 the North America 
believed the bonds of the new Terri- 
tory of Louisiana to be good invest- 
ments in the future of America. It 
bought such securities. Moreover it 
was the first insurance company to fol- 
low the pioneers into the settlements 
they were carving from the wilderness, 
by offering insurance against the risk 
of fire. 

The North America’s business has 
grown with the region’s development 
and substantial reinvestments of earn- 
ings have been made in Louisiana and 
Texas enterprises. At the present time, 
more than 10% of the company’s total 
of preferred and common stock hold- 
ings is in Texas and Louisiana enter- 
prises. Common stock holdings of 
petroleum companies, for example, 
amount to more than $61,000,000, based 
on December 31, 1953 market values. 
The preferred and common stocks of 
industrials, utilities and banks in_ the 
region account for an additional $27,- 
534:700 of the North America’s invested 
assets. 





Urges Consistent Methods 
Of Keeping Loss Records 


The importance of consistent methods 
of record keeping in establishing claim 
reserves for ocean and inland marine in- 
surance was stressed by David Wohlner, 
speaking before the examiners of the 
New York State Insurance Department. 
He recalled that some marine offices 
had been said to have “kept their rec- 
ords on ‘pieces of paper.’ Informality 
was the watchword.” He indicated that 
it is of comparatively little consequence 
whether the record system utilizes punch 
cards or handwritten registers; the es- 
sential consideration is to follow, con- 
sistently and properly, a procedure that 
may be conveniently examined. 

Mr. Wohlner, who is an associate 
examiner with the fire and marine sec- 
tion of the Department’s property bu- 
reau, delivered the nineteenth in the 
series of 30 lectures scheduled for the 
second year of the in-service training 
course, Deputy Superintendent Adel- 
bert G. Straub, Jr., said. 

After making comparisons with other 
types of reserves, Mr. Wohlner outlined 
ocean and inland marine coverages, as 
well as the principles and procedures of 
loss adjusting and claim surveys and 
settlements. Detailed instructions were 
developed for examining the reserves 
for losses and loss adjustments ex- 
penses. 

This week’s lecture was offered by 
John T. Hanley of the department, 
speaking on “Fire and Allied Lines of 
Insurance Claims.” 


New Hampshire Field 


Conference in Chicago 
Midwestern state fieldmen of the New 
Hampshire Group met in Chicago, 
March 9, 10, 11 and 12, at the Edge- 
water Beach Hotel. 

Heading the contingent from the 
home office was President Lester S. Har- 
vey. Other officers and personnel at- 
tending the meeting from the home 
office were M. J. Greenough, vice presi- 
dent; A. V. McKowen, vice president; 
E. P. Turner, Jr., secretary; C. S. Cof- 
feen, assistant secretary; R. W. Tag- 
gart, auto manager and G. B. Whipple, 
assistant marine manager. 

Outside speakers were J. L. Saybrandt, 
executive general adjuster, Western Ad- 
justment Bureau; George W. Lrtton, 
resident manager, and William William- 
son, marine manager, both of the 
American International Underwriters. 





Worcester Mutual Fire 
Reports Gains in 1953 


At the 130th annual meeting of the 
Worcester Mutual Fire at Worcester, 
Mass., Mr. Minott M. Rowe, president, 
reported for the directors that com- 
pany’s operations for 1953 had been sat- 
isfactory despite a destructive tornado 
that ravaged the area on June 9. 

“Assets increased from $8,717,056 to 
$8,919,482, an increase of 2.32%; surplus 
reduced from $4,006,074 to $3,633,560, a 
decrease of 9.3%. We believe that this 
surplus loss is a modest one in the 
face of a net tornado loss of something 
over $600,000. 

“Our direct premium writings from 
agencies increased from $4,269,367 to $4,- 
883,892, a gain of 14.5%. This growth in 
business caused an addition to our un- 
earned premium reserve of $454,830, or 
10.7% increase. During the year we paid 
$4,041,353, in gross losses under our pol- 
icy contracts. Our policyholder members 
received savings paid to them in the 
form of dividends amounting to $768,876. 
The overall ratio of incurred losses, in- 
cluding adjustment expenses, to earned 
premiums for the year was 52.32%. This 
somewhat higher than usual loss ration 
reflects the tornado losses. Without the 
tornado losses, this ‘ratio would have 
been 32.5%. Underwriting expense ra- 
tioed to premiums written was 34.34%, 
making combined operating ratios 
86.66%.” 








% LONDON «+ TORONTO - 








PARIS « 








OFFICES 
116 JOHN STREET, NEW YORK 38, N. Y. 


VANCOUVER «+ SYDNEY ~ 











Spring Clean-Up Drives 
Now Getting Under Way 

Plain ordinary good housekeeping is 
one of the best ways to prevent both 
the start of fire and its spread. Clean- 
Up, in other words, is sound fire safety 
advice and spring is the ideal time of 
the year to sell it to the householder. 

This will be the aim of thousands of 
Spring Clean-Up campaigns soon to get 
under way throughout the United States 
and Canada. Special clean-up “weeks” 
(and even “months’ ’) are scheduled for 
early March in the South and others 
will take place as late as May in the 
far north. 

“Don’t Give Fire a Place to Start” by 
getting rid of rubbish from in and 
around the house is the theme of this 
year’s Spring Clean-Up drive. 

The promotional materials prepared 
by the National Fire Protection Associa- 
tion for Spring Clean-Up—a poster, 
folder, “cooperate” sticker and children’s 
coloring poster—all feature Sparky, the 
fire dog, familiar NFPA and advertising 
council symbol of fire prevention. 

Single samples are available at no 
charge from the National Fire Protec- 
tion Association, 60 Batterymach St. 
Boston, Mass. 


New Vice Presidents 
Of Millers National 


Directors of Millers National and IIli- 
nois Fire have advanced J. E. Birong, 
C. F. Foster and J. O. Giles to vice presi- 
dents ,and A. M. Devroye, D. R. Rose, 
4.2: Seibel and W. L. Brooks to secre- 
taries. 

A. James Sowden is elected a director 
of both companies to fill the vacancy 
created by the death of Samuel Plant. 





NEW RECIPROCAL APPROVED 

Insurance Commissioner John R. Ma- 
loney of California has approved the 
name of Growers’ Insurance Co., for a 
reciprocal to be organized by California 
interests. 
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FOUNDERS REPORTS GAINS 


California Company Shows Increases in 
Premiums and Assets; Plans to Enter 
More Eastern States 

Founders’ Insurance Co. of Los An- 
geles in 1953 recorded a substantial op- 
erating profit, the first in several years, 
according to the annual statement pre- 
sented by R. L. Inglis, president, to 
directors at their meeting. This gain to- 
taled $448,907 on a statutory basis after 
provision for all reserves and taxes, the 
statement shows. 

Underwriting profits in 1953 amounted 
to $250,731, contrasted to a loss in 1952 
of $439,595. Interest and _ dividends 
earned amounted to $161,578 in 1953, 
compared to $144,576 in 1952. 

Premium writings before reinsurance 
amounted to $6,925,369, an increase of 
$680,455 during the year. Premiums 
earned during 1953 totaled $6,208,957, an 
increase of $265,385 for the year. Total 
assets of December 31, 1953, amounted 
to $7,687,249, up $257,853 over Decem- 
ber 31, 1952. Policyholders’ surplus at 
December 31, 1953, stood at $2,278,380, 
an increase of $448,907. 

Mr. Inglis noted that the company’s 
ratio of losses and loss expense incurred 
to premiums earned was 59.9% in 1953 
as contrasted to 65.5% the previous year. 
Combined operating ratio for 1953 was 
97.6% as contrasted with 107.36% in 
1952 and 117.1% in 1951. 

The company is planning to qualify to 
do business in other states including 
Georgia, Connecticut and New Jersey. 


First Aid, Medical Room 
In National Board Bldg. 


The National Board of Fire Under- 
writers Building Corp. announces in- 
stallation of a first-aid room and medi- 

cal dispensary in its building at 85 
John Street. The facilities of the new 
medical service will be made available 
to all tenants in the building. 

The dispensary will be supervised by 
the Life Extension Examiners, a 
nationwide group specializing in medi- 
cal service to industry, which operates 
and supervises other such dispensaries 
in the metropolitan area. 

Attended by a registered nurse, the 
dispensary will provide emergency 
treatment for accidents and _ illnesses 
sustained by tenant employes during 
business hours. 





West Virginia Deviation 
Hearing Again Postponed 


Insurance Commissioners Thomas J. 
Gillooly of West Virginia has again 
postponed the hearing on the application 
of the Fireman’s Fund and Home Fire 
& Marine of San Francisco for permis- 
sion to deviate from standard rates on 
certain classes of business by 15%. This 
was the third continuance of the hearing. 

The West Virginia Inspection Bureau, 
which last November opposed the devia- 
tion, mede a counter-proposal that pre- 
mium rates be given an overall review 
to determine if they are too ‘high. Both 
sides have agreed to the move. 
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ICC Turns Down Higher Insurance 


Requirements for Motor Carriers 


Proposed increases in bodily injury, 
property damage and cargo insurance 
now required of motor carriers and 
freight forwarders were turned down 
in a report issued by Interstate Com- 
merce Commission hearing examiner 
James C. Cheseldine. 

When there is little opposition to a 
hearing examiner’s report, the report is 
usually accepted. In this case, the hear- 
ings held by Cheseldine produced nearly 
unanimous opposition to the proposed 
increases from motor carriers and in- 
surance companies alike. 

One of the strong points brought out 
in opposition to the proposals at the 
hearings was the fact that the present 
limits were increased as recently as 
October 31, 1951, for public liability and 
property damage. These limits are now 
$10,000/$20,000/$5,000 for freight equip- 
ment and from $10,000/$30,000/$5,000 to 
$10,000/$100,000/$5,000 for passenger ve- 
hicles. 

Cargo insurance, on the other hand, 
has not been changed with the mini- 
mums set at $1,000 for loss of or dam- 
age to property carried on any one 
vehicle and $2,000 for aggregate at any 
one time or place. 

Cheseldine found that “the data sub- 
mitted shows that a substantial majority 
of the carriers are already insured with 
respect to bodily injury and property 
damage liability for amounts in excess 
of those required ... the percentage of 
damages claimed as well as settled which 
were in excess of effective insurance is 
insignificant.” 

Cheseldine pointed out that when the 
limits were increased in 1951, bodily in- 
jury premium charges rose between 
10% and 36%. He said the same per- 
centage increase in present require- 
ments would result in an additional 
12% increase in premium charges for 





J. G. ROMANS TO SPEAK 
Will Talk on Nationwide Marine Defi- 


nition at Joint Meeting of Buyers 
Assn. and CPCU Chapter 

The New York Chapter, National In- 
surance Buyers Association, Inc., and 
the New York Chapter of the Char- 
tered Property Casualty Underwriters 
will hold a joint luncheon meeting on 
March 25, at the Hotel Martinique, 
Broadway and Thirty-second Street, 
New York City. 

The principal speaker will be Joseph 
G. Romans, CPCU, FIIA, assistant ma- 
tine manager Royal-Liverpool Insur- 
ance Group. The topic of Mr. Romans’ 
speech will be “The New Nationwide 
Marine Definition.” (This is designed to 
help underwriters and producers deter- 
mine what is marine, inland marine or 
transportation insurance under existing 
State laws.) 

Mr. Romans has been with the Royal- 
Liverpool Group since 1929. In 1944 he 
Was appointed assistant manager of the 
inland marine department, manager of 
the aviation department in 1947, and in 
1950 he was named assistant marine 
Manager of the companies. 

r. Romans was a member of the 
educational committee of the Insurance 
Institute of America and has lectured 
at the Insurance Society of New York. 

€ is a past director of the National 
Society of Chartered Property and 
asualty Underwriters, and a past presi- 





bodily injury coverage and from 10% 
to 15% for property damage insurance. 


Cargo Coverage 


Any substantial increase as to cargo 
insurance would have the same effect, 
but the hearing examiner conceded that 
this type of insurance presents far more 
complicated problems. He said, “it is 


readily apparent that the present re- 
quirements are substantially less than 
the actual value of the freight handled 
by a large percentage of the motor car- 
riers and freight forwarders. Moreover, 
there have been no increases in these 
requirements since they were initially 
established for motor carriers and 
freight forwarders in 1937 and 1944, re- 
spectively.” 

He said, however, that the large ma- 
pority of carriers and forwarders al- 
ready carry cargo insurance in amounts 
“commensurate with their individual re- 
quirements and a relatively small in- 
crease in the present limits would serve 
no apparent useful purpose.” 


On the other hand, a substantial in- 
crease would “result in the following: 
(1) a corresponding increase in costs 
to some carriers to such an extent that 
they may well be considered excessive, 
(2) some increase in costs to carriers 
now carrying excess coverage without 
any real increase in the amount of pro- 
tection, and (3) a decrease in the 
amount of available insurance facilities.” 

Cheseldine said in his report it is sig- 
nificant that “considering the wide pub- 
licity given these reopened proceedings, 
no shipper or consignee established, or 
even claimed, it was unable to recover 
the full amount of a judgment secured 

(Continued on Page 38) 
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Atlantic Mutual Insurance Company 


Business Established 1842 


THE ATLANTIC COMPANIES 


Marine, Fire and Casualty Insurance 


CONDENSED STATEMENTS AS OF DECEMBER.31, 1953 


1942 





From report made to the New York State Insurance Department From report made to the New York State Insurance Department 
ADMITTED ASSETS ADMITTED ASSETS 
Cash in Banks and in Offices $ 5,205,395 Cash in Banks and in Offices . $ 2,079,072 
Securities: Securities: 
United States Government $20,296,422 sae r 
Other Bonds . ova 2,281,746 United States Government $ 9,333,123 
Preferred Stocks . 4,378,058 Other Bonds 803,813 
Comets. Socks : a SP Preferred Stocks 156,500 10,293,436 
Stock of Centennial Insurance Company <nenerpreeetinaoecens 
COE ED see. bry ee oe 3,762,951 Premiums Receivable not over Three Months Due 866,026 
Real Estate (Home Office Building) . i ti 500,000 
Premiums Receivable not over Three Months Due . _1,431,927 Other Assets . 899,288 
Other A Se 6 ee Se 1,521,098 ——___ 
ae wimniia Total . .. . $14,137,822 
LIABILITIES 
LIABILITIES 
R : Reserves: 
eserves: b . 
Claims and Claims Expense $12,530,188 Claims and Claims Expense $ 3,387,613 
Unearned Premiums. . . 12,224,817 Unearned Premiums 3,836,615 
Expenses and Taxes . 1,271,700 439.000 
Reinsurance in Non-Admitted mye ond eggs : ; 39, 
Companies . Bite 475,770 Reinsurance in Non-Admitted 
Miscellaneous . . . . . : 712,669 $27,215,144 Companies . 939,773 
Cash Dividends Declared but not. Due . .. . 2,169,087 Miscellaneous . ; 23,996 $ 8,626,997 
Other IE Soda) ge te es See EY Other Liabilities . = 1,747,874 
1, , Rey pr 
Reserve for Fluctuation of Security $10,374,871 
Values and other Special Reserves $ 3,792,399 Voluntary Reserve $ 672,900 
a «gies Apia eR Gis as 5“ 1,500,000 
wee et! 7,000,000 Surplus cig tae eal 
SURPLUS AS REGARDS POLICYHOLDERS . 18,612,332 SURPLUS AS REGARDS POLICYHOLDERS __ 3,762,951 
Total . . + $50,424,146 Total . . $14,137,822 
pila niaseni ge ee nine = moe Sones ps eed Oe, st “td wt S1:067.767 we dvoid 
iti i vi ibed by the Nationa! vention rities are carried at values prescri! yy the Nationa! nventi 
fea Geen Onsen Cocca Hoa and hs Ses Seek ae ae eee eat ee a 
would amount to $50,526,476. would amount to $14,034,765. 


Trustees — Directors 
TUTTLE . H HETHERINGTON WILLIAM D. WINTER J. ARTHUR BOGARDUS 
SS ide Board eae “- ey Se Vice-President rman of the Executive Committee Chairman of the Finance Committee 
THATCHER M. BROWN WILLIAM F. C. EWING JUNIUS S. MORGAN JOHN SLOANE 
‘ i Vice-President, Chairman of Board, 
Seng Rey rears OG Gletonder bmith, Toc. LP Morgan & Ca, Inc. W.€ J. Sloane 
ELLSWORTH BUNKER THOMAS A. MORGAN J. BARSTOW SMULL 
gait en JOSEPH P. GRACE, Jr. —— Pores, 
American National Red Cross President, W. R. Grace & Co, The Sperry Corporation J. H. Winchester & Company 
BENJAMIN STRONG 
GEORGE A. BUTTS J. B. S. JOHNSON THOMAS I. PARKINSON President, 
esident, Chairman of Board, jew Yor United States Trust Co. of New York 
Winslow Bros. & Smith Company Otis, McAllister & Company 


MARVIN PIERCE 
President, McCall Corporation 


RICHARD H. MANSFIELD 


Presiden: i MAX J. H. ROSSBACH 
Coats & Clark Inc. Lin Rockefeller, Jr. I He Ressbacb & Bron 
WILLIAM M. CRUIKSHANK GEORGE M. SCHURMAN 
He Chaii Board, JOHN H. McFADDEN, Jr. ~ 
Crettsbonk ot Geo. H.. McFadden & Bro. The Nonna! Bag Corporation 
CLEVELAND E. DODGE CLARENCE G. MICHALIS JOHN E. SLATER 
Phetpe Davee t Corporation The Seamen's Bank for Savings American Export Lines, Inc. 
Home Office: ATLANTIC BUILDING - 49 WALL STREET - NEW YORK 5 
Baltimore - Boston + Dallas - Houston - Newark - New Haven - Philadelphia - 
MIDWEST Division Office: 141 West Jackson Boulevard, Chicago 
DIVISION f Cincionati . Cleveland « Detroit . Grand Rapids « Indianapolis - Milwaukee - St. Louis DIVISION 





Centennial Insurance Company 


Pittsburgh - Richmond - Syracuse 


PACIFIC {| Division Office: 361 California Street, San Francisco 
Los Angeles + Oskland + Portland + Seattle 


JOHN C. TRAPHAGEN 
Chairman of Board, 
The Bank of New York 
LANGBOURNE M. WILLIAMS 
——— 
Freeport Sulphur Company 
CHARLES T. WILSON 
Chairman o, rd, 
ilson Company, Inc. 


Charles T. 
WILLIAM JAY SCHIEFFELIN 
Honerary Trustee of Atlantic Mutual 
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Federal Shows Gains in Premiums, 


Assets, Surplus, Income in 1953 


The 1953 annual report of the Federal 
Insurance Co. shows that written pre- 
miums, underwriting income, investment 
income, total admitted assets, and sur- 
plus to policyholders all showed in- 
creases over 1952. 

The report, signed by Hendon Chubb, 
chairman, and Percy Chubb, II, presi- 
dent, calls attention to the fact that 
1953 was highlighted by the merger on 
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hairman 


July 1 of United States Guarantee with 
the Federal. This was the culmination 
of a series of steps over a number of 
years designed to provide greater in- 
tegration and competitive strength and 
to give the stockholders the benefits of 
diversification of risk, enhanced com- 
petitive position, and economy. 

In outlining the generally satisfactory 
results, it is pointed out that the con- 
solidated operations of Federal and its 
wholly-owned subsidiary, Vigilant In- 
surance Co. (including operations for 
United States Guarantee prior to the 
merger) showed that net premiums 





ICC Decision 


(Continued from Page 37) 


against the carriers . . . due to a lack 
of adequate insurance.” 

Cheseldine said that the percentage of 
damages claimed, as well as _ settled, 
which were in excess of effective insur- 
ance has been insignificant, and that 
present liability limits already exceed, 
or compare favorably with those pre- 
scribed by all but a few states. 

Considered during the course of the 
hearings were results of questionnaires 
eliciting the experiences with cargo in- 
surance of 543 motor common carriers 
of property and 13 freight forwarders, 
and the public liability and property 
damage insurance experience of 550 
motor common carriers of property, 106 
motor carriers of passengers and 12 
freight forwarders domiciled throughout 
the United States. 


Insurance Companies Oppose Increase 


Of the 25 statements received from 
insurance companies, representing a to- 





written amounted to $48,625,000, an in- 
crease of 11% over the preceding year. 

Underwriting income after Federal in- 
come tax was $2,303,000, and investment 
income also after Federal income tax 
was $2,403,000, these figures being in- 
creases of about 24% and 12% respect- 
tively, over the year 1952. The ratio of 
incurred losses to earned premiums was 
50.5% in 1953 against 51.5% in 1952, and 





PERCY CHUBB, II 


President 


the ratio of underwriting expenses and 
taxes to written premiums was 36.7% as 
against 35.8%. 

The Federal had total admitted assets 
of $125,521,000 at the year-end as against 
$116,627,000 a year ago for Federal and 
United States Guarantee combined. On 
a consolidated basis, total admitted as- 
sets amounted to $130,510,000, and sur- 
plus to policyholders totaled $51,642,000, 
an increase of $1,690,000 during the year. 
Of the total assets, cash and United 
States Government bonds in the amount 
of $71,362,000 exceeded the consolidated 
liabilities by $2,494,000. 





tal of 42 companies, the hearing ex- 
aminer said that only two favor in- 
creases in the present limits. Both were 
formed and operated in the beginning 
at least, by motor carriers. One frankly 
based its stand on the fact that in- 
creases will tend to eliminate the “less 
financially sound” operators. The other 
caller the present limits too low because 
all carriers it insures currently carry 
greater amounts of insurance. 

On bodily injury and property dam- 
age, one insurance company said most 
of its motor carrier insureds are al- 
ready covered for amounts far in ex- 
cess of present requirements, but be- 
lieves that mandatory increases will re- 


sult in larger settlement demands, 
higher verdicts and ultimately in higher 
premiums. 


The views of Appleton & Cox, Inc., 
of New York, were held to be represen- 
tative of 35 companies which all opposed 
increases in the present cargo insurance 
requirements. They said that practically 
all of the class I and class II motor 
carriers who have any real need for 
higher cargo coverage than now re- 
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quired by the ICC already have it, while 
the remainder—principally class III car- 
riers—are least able to bear additional 
costs, while also having the least need 
for additional coverage. 

Cheseldine concluded that “besides the 
resulting higher costs to the carriers, 
an increase in the present cargo require- 
ments would also result in the under- 
writers’ reducing their commitments in 
the motor cargo field, thus narrowing 
the amount of available insurance facili- 
ties.’ 

The decision of the hearing examiner 
was that “in these circumstances, the 
Commission should conclude that the 
present minimum requirements with re- 
spect to bodily i injury, property damage, 
and cargo insurance should not be in- 
creased.” 


AMERICAN HOME CHANGE 

The American Home Fire Assurance 
Co. of New York has changed its name 
to the American Home Assurance Co. 
The company is under the same manage- 
ment as the Globe & Rutgers Fire and 
Insurance Co. of State of Pennsylvania. 
Control of the group is held by C. V, 
Starr & Co. 


McNEANY AMERICAN SPECIAL 
The American Insurance Co. an- 
nounces appointment of Lawrence Jf. 
McNeany as special agent in the Rock- 
ford, Ill, service office. He recently 
completed the advanced multiple line 
training class at the home office in 
Newark, N. J. 
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prise opportunity to achieve it. 


The Commercial Union Fire Insurance Co. 


Much is spoken and written of the effect of the company relationship 
on the growth and success of agencies. Granted this is important, the agent is 
an independent, free enterprise business man and the sagacity of his owner- 
ship will determine, more than anything else, the standing of his agency. 
There are certain fundamental ownership success factors which usually 
exert a vigorous force in making an agency a strong local insurance service. 
IF you aspire to this successful position for your agency, check yourself on 
the following points and see if you are making the most of your free enter- 


Does your office invite business? 

Is your Personality showing? 

Do you Advertise consistently? 

How about your Civic Activities? 

Do your Companies enhance Your Public Prestige? 

Are you equipped with Complete Underwriting Facilities? 

Do you Capitalize on your Losses? 
The Commercial Union-Ocean Group believes in and supports the American 
Agency System as the grass roots of insurance production. 
and two Casualty companies of our Group are renowned for unquestioned 
financial strength, fair business practice, and prompt loss payment, all of 
which ere prestige builders for the agents who represent them. 


Commercial Union Assurance Company Ltd. 
The Ocean Accident & Guarantee Corp. Ltd. American Central Insurance Company 


Columbia Casualty Company vam, The Palatine Insurance Co. Ltd. 
The California Insurance Co. Ee Union Assurance Society Ltd. 
a rasee of 


The seven Fire 


The British General Insurance Co. Ltd. 
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Liability Rate Revision 
Approved by N. Y. Dept. 


FOR M. & C. AND O.L.&T. INS. 





First Change in These Rates Since 1952; 
Reflects Continued Adverse Loss 
Experience, Bohlinger Says 





Approval of increased rates for manu- 
facturers’ and contractors’ and owners’, 


landlords’ and tenants’ liability insur- 
ance in New York State, effective 


March 15, has been granted by Super- 
intendent of Insurance Alfred J. Boh- 
linger. The new rates were filed with the 
New York Insurance Department by the 
National Bureau of Casualty Underwrit- 
ers and the Mutual Insurance Rating 
Bureau on behalf of their member com- 
panies. Following is a summary of the 
average rate level changes: 
Manufacturers’ and contractors’ liabil- 
ity insurance—New York City (exclud- 
ing Richmond) +26.5%; remainder of 


state +19.5%. 

Owners’, landlords’ and tenants’ lia- 
bility insurance for apartments and 
tenements—Manhattan, +6.6%; Brook- 
lyn, +13.9%; Queens, +6.6%; Bronx, 
+77%, and Richmond, +6.6%. 

Owners’, landlords’ and tenants’ lia- 


bility insurance for classifications other 
than New York City apartments and 
tenements—New York City (excluding 
Richmond), +6.4%; remainder of state, 
+10.1%. 


Reflects Continued Adverse Experience 


Mr. Bohlinger stated that the revision 
was the first change in these rates since 
October, 1952. He stated that the pres- 
ent periodic revision reflects continued 
adverse loss experience for various 
classes and territories. 

The annual premium volume for the 
owners’, landlords’ and tenants’ liability 
insurance on apartments and tenements 
in New York City, is approximately 
$15,500,000, while the annual premium 
volume for the O.L.& T. area and front- 
age classifications (other than New 
York City apartments and tenements) 
in New York City is about $13,500,000 
and $8,000,000 in the remainder of state. 

Premium writings of manufacturers’ 
and contractors’ liability insurance 
amount to approximately $10,000,000 in 
the state, of which about $6,500,000 is 
written in New York City. 





Lumbermens Mutual Reports 
Assets, Sales, Surplus Rise 


Assets, sales (premiums) and surplus 
of Lumbermens Mutual Casualty reached 
new highs in 1953, President H. G. 
Kemper announced on March 17. 

Assets at year-end totaled $176,743,000, 
an increase of $20,544,000 over 1952 and 
almost double the 1948 assets. Sales 
reached $119,749,000, an increase of $3,- 
150,000, and net surplus advanced to 
$17,500,000. 

Combined underwriting and _ invest- 

ment earnings after dividends to policy- 
holders and after Federal income taxes 
amounted to $7,425,000. Of this balance, 
$3,425,000 was added to the reserve for 
policyholder dividends, $1,000,000 was 
added to the reserve for security fluc- 
tuation, $1,500,000 to net surplus and 
$1, 500,000 to reserve for contingencies. 
: Taxes, licenses and fees incurred dur- 
ing 1953 amounted to $5,721,000. The 
loss ratio was down 7.5 points from 
63.4% in 1952 to 55.9% in 1953. 

Pursuant to its regular practice, the 
company took no credit in its annual 
statement for the amount by which the 
market value of its stock portfolio ex- 
ceeded book value, approximately $2,- 
350,000. 








N. Y. Compulsory Auto 
Bill Passed Assembly 


SENATE ACTION ALSO ASSURED 


In Senate Republicans Needed 29 Votes 
for Bill to Pass; Urged Democrats 
to Make It Bipartisan Vote 


The New York Assembly passed the 
controversial Graci compulsory automo- 
bile insurance bill Tuesday night by vote 
of 91 to 54 but it was not a push-over. 
It took the support of the Democratic 
minority in the Assembly to push this 
Dewey-sponsored measure through, as 
nearly half of the 97 Republicans voted 
against it. In fact, on the first roll call 
the vote ended with 52 Republicans in 
favor of the bill and 46 against, the 
Democrats having chosen to pass and 
let the Republican majority go on rec- 
ord. On the second roll call the score 
was 48 Republicans and 43 Democrats 
(91) in favor and 46 Republicans and 
eight Democrats against (54) 

As The Eastern Underwriter goes to 
press, the State Senate is debating the 
bill. It was reported out of Senate Fi- 
nance Committee Wednesday night by 
a “substantial majority.” Senate ma- 
jority leader Walter J. Mahoney was 
reportedly the Dewey administration’s 


prime mover in getting the Senate bill 
out of committee. According to Senate 
leaders 20 Republicans have been lined 


(Continued on Page 48) 


Executive Vice President 


Of C. V. Starr & Co., Inc. 



































Cassar Studios, Inc. 


. LINTILHAC 


FRANCIS E 
Francis Eugene Lintilhac has been 
elected executive vice president of C. V. 
Starr & Co., Inc., Chairman C. V. Starr 
announces at New York. 

For 24 years Mr. Lintilhac was asso- 
ciated with the Imperial Chemical In- 
dustries (China) Ltd. and was appointed 
a director of that company in 1948. He 
resigned that position in 1950 to serve 


as an executive in foreign companies for 
which C. V. Starr & Co. is American 
consultant, and traveled extensively in 
that capacity. 






















*Stocks and Bonds. . . 
Cash in Office and Banks 
Accrued Interest 
Outstanding Premiums 
Accounts Receivable 


Total Admitted Assets 


Claim Reserves. . 
Other Reserves. 
Voluntary Reserve 
Capital Stock . 
Surplus. . 


ASSETS 


LIABILITIES 


Reserve for Unearned Premiums 


$2,643,518.45 


SEABOARD SURETY COMPANY 


HOME OFFICE: 75 MAIDEN LANE, NEW YORK 38, N. Y. 


Financial Statement—December 31, 1953 


- « + $16,946,715.98 
1,838,995.04 
52,359.28 

350,638.21 

47,461.49 


$19,236,170.00 


$ 5,090,268.73 
2,733,132.00 
aie Sr 1,769,250.82 


2,000,000.00 
5,000,000.00 

























Policyholders’ Surplus 





Total Liabilities 


Insurance Commissioners, 


the purposes required by law. 





* Bonds and Stocks are valued on basis approved by National Association of 


Securities carried at $1,203,448.33 in the above statement are deposited for 


9,643,518.45 





$19,236,170.00 









A.&H. Leaders Studying 
Fed’] Reinsurance Plan 





BILLS ENTERED | IN CONGRESS 
Hearings Scheduled for Next Week in 
House and Early April in Senate; 
Features of Bills Given 





The A. & H. industry and its leaders 
are giving careful study this week to 
the Administration’s program for Fed- 
eral health insurance as introduced in 
Congress, March 11, by the chairmen of 
the two committees which will handle 
the legislation—Representative Charles 
A. Wolverton (R., N. J.) House Com- 
merce Committee, ‘and Senator H. Alex- 
ander Smith (R., N. J.) Senate Labor 
Committee. The proposal carries out 
the recommendation made by President 
Eisenhower in his special health mes- 
sage to Congress last January for a 
Federal reinsurance program in order to 
encourage private insurance companies 
non-profit health plans “to expand the 
scope of their operations to risks they 
presently are unable to cover on a sound 
actuarial basis.” 

No industry statement on the pro- 
posed legislation—and its over-all effect 
on A. & H. company operations—will be 
made until a joint committee of inter- 
ested trade associations have completed 
their study, now in progress, of the 
Wolverton-Smith bills, specifically S. 3114 
and HR 8356. 

However, A. & H. people were re- 
lieved to note this week upon examina- 
tion of the bill’s provisions that the 
reinsurance would be on a self-sustain- 
ing, non- subsidy basis. “We can live 
with it,” was the comment made by one 
executive. 


Could Wipe Out Socialized Medicine 


hreat 
Oveta Culp Hobby, Secretary of 
Health, Education and Welfare, ex- 
plained at a press conference late last 
week that the reinsurance program 
could wipe out forever the threat of 


socialized medicine “if it is successful.” 
She further believed that the plan, as it 
took hold, could bring health insurance 
rates down. 

Senator Smith sized up the measure 
“as a partial attack on the problem of 
making needed health services and fa- 
cilities available to the maximum num- 
ber of people on a prepayment basis,” 
and explained that the bill would au- 
thorize a two-pronged program within 
the Department of Health, Education 
and Welfare, namely (1) technical ad- 
visory and information services, without 
charge, to health service prepayment 
plans, and (2) reinsurance for health 
service prepayment plans established 
and operated by commercial insurance 
carriers or by non-profit carriers. 


Sets Up $25 Million Capital Fund 


The Wolverton-Smith bills would set 
up a $25,000,000 capital fund to start the 
program. This money would be returned 
to the Treasury when the reinsurance 
premiums paid to the government by 
private insurance companies gained vol- 
ume enough to cover that and keep the 
program going. Thus, it would be self- 
sustaining. 

Reinsurance premiums would be fixed 
by Secretary Hobby at rates determined 
with a view to achieving the objectives 
of the act and fiscal self-sufficiency over 
a reasonable term. Such premiums 
could, and probably would, be fixed 
separately for each plan. 

Liabilities arising under reinsurance 
contracts would be limited to and paid 
from the fund, except that the Secretary 
could set up separate reinsurance ac- 
counts within the fund, in which event 
liability would be limited to the account 
to which a plan is allocated. While the 
bill does not so, specify, according to 
Senator Smith, it would be possible un- 
der the provision to establish, for exam- 
ple, special reinsurance accounts for 
classes of plans, classes of carriers, etc. 

The fund would be invested in Fed- 

(Continued on Page 49) 
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Announce F.&D. Election 
And Staff Changes 


ANNUAL DIRECTORS MEETING 





Harry Y. Wright Elected Vice President 
and Treasurer; Buckler, McCahan 
Now Members of Executive Staff 
Following the recent annual organiza- 
tion meeting of the directors of the 
Fidelity & Deposit Company of Mary- 
land, B. H. Mercer, president, announced 
the following elections and other staff 

changes: 

Harry Y. Wright, secretary-treasurer, 
was elected vice president and treasurer; 
Vice Presidents Donald L. Buckler and 
Elmer B. McCahan, Jr., were made 
members of the company’s executive 
staff, and in addition will continue in 
charge of the agency and claim depart- 
ments, respectively; George A. Conner, 
manager, ‘fidelity department, and Rich- 
ard J. Magruder, manager, public offi- 
cial department, were elected vice presi- 
dents. Samuel Hopkins was elected sec- 
retary and assistant treasurer, succeed- 
ing Mr. Wright in the former capacity; 
Carroll G. Stevens, R. Conley Ricker and 
Rollie D. Gilliss, Jr., were elected as- 
sistant secretaries; Paul L. Wellner, vice 
president in charge of the public official 
department for the past 28 years, was 
retired at his own request because of 
ill health. 


Wright, Buckler, McCahan 


Harry Y. Wright, who last March was 
elected a director of the company, has 
been associated with the F.&D. since 
1924, and for the past four years has oc- 
cupied the dual position of secretary- 
treasurer. A native Baltimorean, Mr. 
Wright is a graduate of Baltimore City 
College and the University of Baltimore 
law school. He is a member of the 
Maryland bar, president of the Balti- 
more Control of the Controllers Jnsti- 
tute of America and a member of the 
American Society of Corporate Secre- 
taries, Inc. 

Mr. Buckler, who is first vice president 
and a director of the American Bonding 
Co., F. & D. subsidiary, in addition to 
being vice president and manager of the 
F.& D.’s agency department, has been 
connected with both companies since 
1928. Serving first as special agent in 
3uffalo, he advanced to the managership 
of the Boston office and January, 1937, 
was appointed assistant manager of the 
companies’ agency department. He was 
made associate manager of the depart- 
ment in 1946, was elected first vice pres- 
ident of American Bonding in November 
of 1948 and three months later was 
elected a vice president of the parent 
company. He was elected a director of 
the American ‘Bonding in 1950. He is a 
native of Springfield, Mass. and gradu- 
ate of the Wharton School of Finance 
and Commerce, University of Pennsyl- 
vania. 

Mr. McCahan has been in charge of 
the F.&D.’s claim department since 
June, 1950. He previously had served as 
assistant general counsel and from 1916 
to 1941 was a claims attorney in the 
home office. A graduate of the Univer- 
sity of Maryland law school and mem- 
ber of the Maryland bar, Mr. McCahan 
has for many years played an active part 
in the affairs of the American Bar Asso- 
ciation and the National Association of 
Insurance Counsel. 


Conner, Magruder, Hopkins 


Mr. Conner, who gave up a teaching 
career in 1928 to join the F. & D.’s fidel- 
ity department, eventually becoming its 
manager, is regarded as one of the coun- 
try’s leading authorities on the under- 
writing of fidelity bonds. A native Mary- 
lander, he is a graduate of Johns Hop- 
kins University and the University of 
Maryland law school. He has served on 
numerous committees of The Surety 
Association of America and is the im- 
mediate past president of the Casualty 
& Surety Club of Baltimore. 

Mr. Magruder, who succeeds Paul L. 
Wellener as vice president in charge of 
the public official department, has been 
associated with that phase of the F.&D.’s 


operations ever since joining the com- 
pany in 1927, following several years 
previous experience as a national bank 
examiner. He was elected an assistant 
secretary of the company in 1928 and 
five years later became manager of the 
department which he now heads. Long 
active in the affairs of The Surety As- 
sociation of America, he is presently 
serving as chairman of that organiza- 
tion’s advisory committee for public offi- 
cial bonds. 

Mr. Hopkins joined the F. & D. in 1934 
as assistant to the treasurer and in 1950 
was elected an assistant treasurer. Born 
in Highland, Md., he is a graduate of 
Tohn Hopkins University and the Uni- 
versity of Maryland law school and is a 
member of the Maryland bar. In addi- 
tion to his connection with the F. & D., 
he is a member of the trust committee 
of the Equitable Trust Company, Balti- 
more, and a member of the Maryland 
House of Delegates, where he repre- 
sents the Third Legislative District of 
Baltimore City. He also is a past presi- 
dent of the Baltimore Junior Association 
of Commerce and has otherwise been 
active in local civic affairs for a number 
of years. 

Stevens, Ricker, Gilliss 


Both Mr. Stevens and Mr. Ricker have 
been continuously conected with the 
F.&D.’s fidelity department since 1923. 
Mr. Stevens now is superintendent of 
the general fidelity division, a post he 
has held since 1949, while Mr. Ricker 
has been superintendent of the federal, 


Fight Compulsory Proposal 

Insurance men of Minnesota have won 
an important skirmish against compul- 
sory automobile insurance. The insurance 
committee of the Minnesota State Bar 
Association has voted down a proposal 
to offer a compulsory insurance bill at 
the 1955 legislative session. 

The action was taken after insurance 
representatives put up a hard fight 
against the proposal. Compulsory insur- 
ance has some strong backers among 
lawyers of the state and there is a pos- 
sibility the fight will be resumed at the 


annual meeting of the bar association 
in June. 





VA. AGENTS MEET MAY 24-26 

The 56th annual convention of the 
Virginia Association of Insurance Agents 
will be ‘held at the Gay Manor Hotel and 
the Cavalier Club, Virginia Beach, on 
Monday, Tuesday and Wednesday, May 
24, 25 and 26. 





fraternal and _ miscellaneous division 
since 1950. 

Mr. Gilliss has been associated with 
the company since 1949, serving first in 
its Richmond office, then in Washington 
and since September, 1952, as assistant 
manager of the public official depart- 
ment. He was born in Salisbury, Md. 
and is a graduate of Princeton Univer- 
sity. 
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“Why doesn’t somebody do something about lower insurance 
rates for drivers who don’t have accidents?” 
That’s a common question nowadays—and there's a good 
. ry r . . od . 
answer to it. The Zurich-American Companies 


have done something. 


The Zurich-American merit classification plans for private 
passenger automobile insurance not only reward the careful 
driver but also penalize the driver who accounts for more 
than his share of accidents and losses. Therefore careful 
driving is encouraged and careless driving is discouraged. 

In this way the Zurich-American Companies hope to 
promote safety on the streets and highways as well as 
contribute toward a solution of the automobile 


insurance problem. 


Ki ZURICH 


AMERICAN ‘a 


INSURANCE COMPANIES 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 135 S. LASALLE ST., CHICAGO 3, ILLINOIS 





Perabo Says Claim Man 
Epitomizes Ins. Industry 


REGARDS JOB AS A PROFESSION 





Claim Dept. Has Precedence in Service 
Rendered; Sets Forth Qualifications 
of Today’s Claim Man 





Fred M. Perabo, vice president, 
American-Associated Insurance Compa- 
nies, St. Louis, told a large audience at 
a morning meeting of the Pittsburgh 
Insurance Day Program, held March 9, 
at the William Penn Hotel, that: “To- 
day’s claim man is of an entirely differ- 
ent breed. He can and does look at his 
job as a profession.” Mr. Perabo gave 
an address on, “The Claim Man and 
Public Relations.” He was introduced 
by <A. P. Beaver, claims manager, 
American-Associated. 

Speaking of the insurance industry in 
general, Mr. Perabo pointed out that 
the industry sells two things: 1l—an 
assurance that funds will be available 
if and when a contingency insured 
against occurs and 2—service. His ad- 
dress concerned the latter. 

“It is this (service) which will measure 
whether or not the company you repre- 
sent is the one more able to handle the 
situation than some other company,” he 
said. Mr. Perabo emphasized that serv- 
ice means other things than claim 
service, but he stated that as far as the 
ultimate consumer was concerned, the 
claim service has precedence. “That is 
what he (the insured) is thinking about 
when he buys the policy. That is what 
he and his agent must expect and de- 
mand.” 


Fast Talking Adjuster Outmoded 


Indicating that the insurance industry 
has come a long way in the past 30 
years, Mr. Perabo said that the char- 
acterization of former insurance ad- 
juster “as a hardboiled, fast talking in- 
dividual, whose success was based on 
cutting losses to the bone and in brow- 
beating and mesmerizing an insured into 
signing on the dotted line” is as out- 
dated as the Model T. Ford. “It is 
recognized,” he continued, “that our 
claim representatives have the greatest 
influence over what the insuring public 
thinks of our industry. 

“All our claim to fame, all our prom- 
ises in the policy, all our advertising as 
to how good we are, as to how fair we 
are, what we will do and what we will 
pay are epitomized to the insured by 
the man who rings his doorbell and 
says: ‘I am Mr. Jones of the 
Insurance Co. I have come to talk to 
you about your loss.’” 


Qualifications for Claim Man 


Mr. Perabo set forth the qualifications 
necessary for today’s claim man as 
those of intelligence, industry, integrity 
and love of his work. He stressed the 
importance of the claim man’s recogni- 
tion “that his job is the culmination of 
all the salesmanship, advertising, and 
underwriting that has gone on before 
the day he rings the doorbell to handle 
a loss.” He added that the claim man 
“must feel his obligation and the op- 
portunity to represent his company in 
such a way that there can be no ques- 
tion but that the product they sell is 
good, the service they advertise is de- 
livered, the promise they make is kept. 

“With such a claim representative 
rounding out the team with the pro- 
ducer and the underwriter,” he con- 
cluded, “we are assured of continuance 
and amplification of the protection of- 
fered by insurance as a boon to our 
fellowman.” 


APPROVE MEDICAL COVERAGE 

Automobile-dodging pedestrians got a 
break in the form of new insurance cov- 
erage approved by the Texas State 
Board of Insurance Commissioners, 
March 1. The board approved “automo- 
bile extended medical payments cover- 
age” providing payment of medical, hos- 
pital and funeral expenses for a pedes- 
trian hit by an automobile. 
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E. G. Trimble, Jr., Now 25 Years in 


Reinsurance, Excels in Making Friends 


Edward G. Trimble, Jr., vice president 
of Employers Reinsurance Corp. in 
charge of its eastern department in 
New York City, is observing his 25th 
anniversary year with the company. The 
son of the founder and first president of 
Employers—Edward G. Trimble—he has 
devoted his entire insurance career to 
reinsurance. Well informed on all phases 





Matar 
EDWARD G. TRIMBLE, JR. 


of the operation, Mr. Trimble was ele- 
vated to his present post last December 
to succeed Vice President Donald St. C. 
Moorhead. 

A Cornell man, Mr. Trimble has shown 
a penchant for friendship-making ever 
since he joined the Employers Re. in its 
Kansas City home office in the self 
insurance department, serving under 
Col. Watt Williams. After three years’ 
experience in that end of the business 
he worked on special projects for a 
short time and was then transferred to 
the burglary and accident and health 
department. Frank P. Proper, now presi- 
dent of the company, was his mentor 
and head of the department. 


Well Known in A. & H. Field 


Mr. Trimble began to make himself 

known in the A. & H. field, traveling 
the convention circuit and building good 
will along the way. He won promotion 
to assistant secretary and was put in 
charge of the burglary and A. & H. 
department. Active in the Health & 
Accident Underwriters Conference as 
well as the Bureau of Accident & Health 
Underwriters, the premium writings of 
the company increased as he widened 
this circle of friends in the A. & H 
field) He also turned an underwriting 
loss into a profit. 
_ Mr. Trimble was one of the first re- 
insurance company men to serve the 
Health & Accident Conference as an 
oficer. He held the secretary’s post and 
then that of first vice president to which 
he was elected in 1939, 

That same year Stanford Miller (now 
vice president of the company) was 
named assistant to Mr. Trimble and 
they worked well together until the lat- 
ter joined the United States Navy for 
World War II service. He was commis- 
Sioned an ensign and rose to rank of 
lieutenant, serving as assistant officer 
in charge of enlisted files in the Bureau 
of Navy Personnel and then as officer 
in charge of that work. 


Came to New York in August, 1946 


After two years of naval service Mr. 
Trimble returned to civilian life and 
resumed his service with the Employers 


Reinsurance. In August, 1946, he was 
assigned to the New York office as as- 
sistant to Vice President Moorhead. He 
has made steady advancement, first to 
assistant vice president, then to vice 
president and a member of the board 
of directors, and finally to his present 
post as top executive of the company 
in the east. 

Outside of business hours Mr. Trim- 
ble derives his greatest pleasure from 
his family and their hobbies. His oldest 
son, John, also a Cornell man, is mar- 
ried, lives in Milwaukee, and has two 
children. His second son, Thomas, is a 
sophomore at Wesleyan College where 
he is taking a pre-medical course. His 
youngest son, William, is a junior at 
Bronxville (N.Y.) high school, while 
his daughter, Mardi, is in junior high 
and aspires to be an artist. All the 
Trimble boys take after their father in 
their liking for athletics and have done 
well at school in sports. 

The gracious Mrs. Trimble, socially 
active in Scarsdale, is a welcome addi- 


(Continued on Page 49) 


Catlin Wants Control of 
Irresponsible Drivers 


IN BALTIMORE ADDRESS 





Compulsory Insurance No Cure for 
Highway Accidents; Says Life More 
Important Than Monetary Compensation 





As long as states continue to license 
the millions of irresponsible drivers now 
on the highways, traffic accidents will 


continue to be as serious a problem as 
they are today, Robert I. Catlin, vice 
president of the Aetna Casualty & Sure- 
ty Company, declared recently in an 
address at the Baltimore Insurance Day 
observance. 

Failure of the states to assume their 
clear-cut responsibility to eliminate irre- 
sponsible drivers and the growing 
tendency to shift to the insurance in- 
dustry the responsibility of determining 
who may drive on the theory that “he 
who can pay can drive” were cited by 
Mr. Catlin as the primary reasons for 
the number of irresponsible motorists. 

Mr. Catlin, who is chairman of the 
Connecticut Safety Commission, drew a 
sharp distinction between the driver 
classified as irresponsible because of his 
attitude, driving ability, operating record 
and physical condition, and the financial- 
ly irresponsible motorist whose position 








ask for sales kit. 
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You’ve Got a Cure for This 


Dishonesty, Disappearance and Destruction are three spectres that 
haunt every business. The cure for such a 3-D nightmare is 3-D Crime 
Insurance. American Casualty’s streamlined 3-D program is different 
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Ask Higher Rates in Va. for 
Hospital-Medical Care 


Increased use of hospitalization in- 
surance and_ steadily rising hospital 
costs make higher rates for hospitaliza- 
tion and medical care imperative at this 
time, the Virginia State Corporation 
Commission was to!d recently. 

This testimony came from witnesses 
who appeared before the state regula- 
tory body at a public hearing on appli- 
cations of the Virginia Hospital service 
Association (Blue Cross) and the Vir- 
ginia Medical Care Association (Blue 
Shield) for higher contract rates in 
Virginia. 

If the proposed increases are granted, 
the witnesses said, the two groups ex- 
pect to be able to meet rising hospital 
costs and claims and place some income 
into a reserve fund. Without higher 
rates, the associations will run into the 
red in 1954, it was feared. 





is now being improperly stressed as a 
means of selling the public on com- 
pulsory automobile liability insurance. 

Contending that compulsory insurance 
was no cure for highway accidents, Mr. 
Catlin advocated immediate steps “to 
urge the proper authorities to accept 
their full responsibilities in the field of 
accident prevention rather than attempt- 
ing to solve the problem by finding ad- 
ditional ways to compensate for the 
economic loss created by auto accidents. 


Life More Important 


““The whole issue is as simple as this,” 
Mr. Catlin continued, pointing out that 
“protecting my child’s life against injury 
by an irresponsible driver is far more 
important than guaranteeing me a 
monetary compensation for his death.” 

When the states accept this responsi- 
bility, Mr. Catlin declared, “we will have 
gone a long way toward solving both 
problems, the financially irresponsible 
and more important still, the irresponsi- 
ble operator.” 

Years of experience in Massachusetts, 
Mr. Catlin stated, have shown that com- 
pulsory automobile insurance breeds 
claim consciousness and that, in an effort 
to establish low costs, only minimum 
bodily injury coverage, and no property 
damage are required, far less than that 
provided in the standard automobile 
policy. 

Mr. Catlin, contending that compulsory 
automobile insurance was the “calling 
card” to state control, reported that the 
70 companies writing compulsory insur- 
ance in Massachusetts have lost $25,- 
000,000 in the last four years, reflecting 
the inadequacy of the rates made by 
the insurance commissioner, who is a 
political appointee. 

Emphasizing the pressing 
stricter enforcement, Mr. Catlin de- 
clared: “If the control of automobile 
operators is to remain with the states 
rather than pass to federal regulation— 
a step many believe inevitable—the 
states must accept the challenge and 
demonstrate by positive action the ability 
to cope with the situation.” 

While enforcement is the immediate 
“need of the hour,” Mr. Catlin said that 
any long-range progress in reducing the 
automobile accident toll also demanded 
greater advances in the field of educa- 
tion and engineering. 

With secondary school enrollment due 
to jump 7,000,000 by 1960, Mr. Catlin 
said that driver education facilities must 
be expanded greatly in order that “every 
boy and girl upon graduation will have 
had the necessary training to equip them 
to drive intelligently and safely.” The 
speaker also called for a corresponding 
increase in the opportunities for adult 
driver training. 

With millions of 
annually to our 


need for 


cars being added 
already-overcrowded 


highways, thereby increasing the likeli- 
hood of accidents, Mr. Catlin pointed 
out that “more of our tax dollars must 
go into modernizing our traffic facili- 
ties.” 
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Pacific Insurance and 
Surety Forum Gathering 


SET FOR MARCH 31, APRIL 1-2 





Fifth Annual Meeting at Palm Springs; 
Crafts, Delaney, Mansfield, G. O. John- 
son, Montgomery Among Speakers 

The fifth annual conference of the 
Pacife Insurance and Surety Forum will 
be held in Palm Springs, Calif., at the 
El Mirador Hotel, March 31, April 1 and 
2, it was announced recently by T. G. 
McGuire, president off the forum and 
executive vice president of Industrial In- 
demnty Co. 

The officers of the forum, an associa- 
tion of stock casualty and surety com- 
panies doing business on the Pacific 
coast under the American Agency 
System, in addition to T. G. McGuire, 
president, are Ralph L. Inglis, vice presi- 
dent, and president of Founders’ Insur- 
ance Co.; James T. Blalock, secretary, 
and vice president of Pacific Indemnity 
Co. 

The program for the three day 
ing is as follows: 


gather- 


Speakers on First Day 

Morning session—Earl F. Campbell, 
director, western region, National Safety 
Council. The forum, recognizing the im- 
portance of accident prevention, has 
asked Mr. Campbell to outline the new 
traffic safety program recently set in 
motion by Governor Goodwin Knight of 
California. 

William F. Delaney, Jr., New pein 
reinsurance manager of F airfiel d & El 
General Agency. Mr. Delaney’s talk wil 
outline factors to be considered in ar- 
ranging for casualty reinsurance, the fix- 
ing of deductibles, the reinsurance mar- 
kets in the United States and abroad, 
and the factors which cause the market 
to — both in size and price. 

Luncheon speaker—James F. Crafts, 
Maco aves of Fireman’s Fund Group. 

Afternoon session—Forum discussion 
on automobile iatetal damage. Mod- 
erator will be R. P. Wilkins, assistant 
manager, automobile and casualty divi- 
sions, Pacific department, Fireman’s 
Fund Group. 


Program for Second Day 


Morning —George O. Johnson, 
president, California Association of In- 
surance Agents. Mr. Johnson’s talk “By 
A ppointment,” concerns agency qualifica- 
tions. 

Activities Report—Victor Montgomery, 

r., president of Western Insurance In- 
formation Service and president of 
Pacific Employers Insurance Co.; also 
Arthur M. Eppstein, president of Oregon 
Automobile Insurance Co., reporting on 
the WIIS’s activities in Oregon; J. Wil- 
son Gowdy, vice president of Northwest 
Casualty Co., reporting on the organiza- 
tion’s activities in state of Washington, 
and T. R. Mansfield, president of South- 
western Insurance Information Service 
and president of Gulf Insurance Co., re- 


session 


OKLA. COMP. RATE REDUCTION 





National Council on Compensation Ins. 
Files Notice of Appeal; Claim In- 
surance Board Order Illegal 
The National Council on Compensa- 
tion Insurance recently filed notice of 
appeal to the Oklahoma State Supreme 
Court from an order of the State In- 
surance Board, reducing workmen’s 
compensation insurance rates by 20.6%. 
V. P. Crowe, attorney for the council, 
said the notice, filed with the insurance 
board, has the effect of suspending the 
order until the official appeal is filed 
with the Supreme Court and the deci- 

sion given. 

The council has 75 days to make the 
appeal to the high court, Mr. Crowe 
said. It contention is that the rate re- 
duction is illegal. 

Joseph Keenan, attorney for the in- 
surance board, said he had not checked 
the statutes and isn’t ready to agree 
with Mr. Crowe’s position that the no- 
tice of appeal can suspend the order un- 
til the court rules on its validity. 

Mr. Crowe also asked the board to 
prepare within 45 days the record of 
hearings and other data in connection 
with the rate order. 

Fred Albert, secretary of the insur- 
ance board, said he expects to have the 
record prepared within five days. He 
said the order was issued because 
studies showed the premiums are higher 
than the experience tables of insurance 
companies in Oklahoma justify. 

The council asked that the order be 
suspended until July 1, when a new rate 
would be filed but the board voted two 
to one against the request. 


NORTH AMER. L. & C. CHANGES 

Paul Chelgren, formerly assistant di- 
rector of agencies, has been promoted 
to vice president and superintendent of 
agencies by North American Life & 
Casualty of Minneapolis. At the same 
time Eugene L. Reichel has joined the 
company as assistant director of agen- 
cies. He was formerly with the Midland 
National Life as a home office super- 
visor. 





porting on the activities of the Texas 
organization. 

Luncheon speaker: Robert 
Oregon Insurance Commissioner. 

Afternoon session—Forum discussion 
on surety insurance with Earl F. Davis, 
vice president, Pacific Indemnity, as 
moderator. j 

Tax committee report—W. 
ford, vice president, 
demnity Co. 

The final day of the meeting will fea- 
ture a round table discussion on work- 
men’s compensation insurance problems 
at which the moderator will be John 
C. Sutherland, president of Allied Com- 
pensation Insurance Co. Committee re- 
ports will be read and officers and di- 
rectors elected. 


Taylor, 


H. Craw- 
Industrial In- 
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Nelson and Mahon Optimistic 
In Report to Stockholders 

J. Arthur Nelson, board chairman, and 
J. Dougherty Mahon, president, New 
Amsterdam Casualty, in their joint re- 
port to stockholders on 1953 operations 
of the company, point to “very satisfac- 
tory results” for the past year. On an 
earned premium volume of $53,912,146 
the company made an operating profit 
(before Federal income tax) of $2,385,063 
and a profit (after taxes) of $1,448,135. 
Including its investment earnings, which 
were substantial, the company made a 
net profit for 1953 of $2,773,846 

Total admitted assets of the New 
Amsterdam at the year-end were $99,- 
383,601. Capital and surplus continued 
respectively at $1,000,000 and_ $10,000,000, 
while reserve for contingencies was in- 
creased by $2,023,846 to a total of $11,- 
859,848 as of last December 31. Surplus 
to policyholders stood at $22,859,848. 

Messrs. Nelson and Mahon felt that 
“the industry has overcome the defi- 
ciency in premium charges that pre- 
vailed during the last few years.” 

Referring to 1953 progress of United 
States Casualty, the affiliate of the New 
Amsterdam, the report pointed to net 
earned premiums for the year of $25,- 
204,063; operating profit of $649,334; net 
profit of $814,132; increase in reserve 
for contingencies of $746,632. This re- 
serve at the year-end amounted to 
$2,344,011. 

The company’s admitted assets last 
December 31 were $39,482,529; capital 
stood at $1,000,000, surplus at $5,000,000, 
and surplus to policyholders at $8,344,- 
O0ll. Like the parent company, United 
States Casualty is in fine shape. 


Califcrnia Assigned Risks 

California automobile assigned risk 
plan processed a total of 5,619 assign- 
ments during December, 1953, the latest 
month for which statistics are available, 
according to the report of Insurance 
Commissioner John R. Maloney to Gov- 
ernor Goodwin J. Knight of that state. 
This contrasts with 6,048 assignments 
processed in November, 1953, and 5,201 
processed in December, 1952. 





First Travel Accident Policy 


Representatives of the National Fire 
of Hartford are shown in above picture 
delivering its first travel accident insur- 
ance policy to Carleton T. Bradley, agent 
in Greenwich, Conn. The policy was is- 
sued to Dale Condit, a consulting engi- 
neer in Greenwich, for a trip to Eng- 
land, Turkey and Iran. 

Pictured above, left to right, are Car- 
leton T. Bradley, Special Agent B. J. 
Coughlin and Assistant Secretary L. J. 
Shaw, both of the National Fire. 


Texas Hearing March 23 


J. Byron Saunders, Texas Casualty 
Insurance Commissioner, has announced 
that the Board of Insurance Commis- 
sioners will hold a public hearing at 
the Commodore Perry Hotel, Austin, on 
March 23 “for the purpose of consider- 
ing automobile bodily injury and prop- 
erty damage liability rates, physical 
damage rates, rating plans, manual rules, 
endorsement ‘forms, etc.” This applies to 
all types of motor vehicles, 

It is contemplated that rate revisions 
or other changes approved by the board 
will generally be made effective on 
May 1, 1954. 
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LIAMA Spring Meeting on Accident & Health, March 17-18 





Rietz Describes Lincoln National’s 
Experience In A. & S. Field 


With over two years in underwriting 
accident and sickness insurance, Lincoln 
National Life’s experience was termed 
“quite satisfactory,” by H. Lewis Rietz, 
vice president of that company, in ad- 
dressing the opening session of the Life 
Insurance Agency Management Asso- 
ciation’s A. & H. meeting March 17 in 
Chicago. Speaking on the topic, “Inte- 
grating A. & S. Insurance Into the Life 
Company’s Operations,” Mr. Rietz de- 
clared that A. & S. insurance “has added 
commission dollars for our agents with- 
out any measurable loss of life volume 


H. LEWIS RIETZ 


or commissions.” Widely known, he is 
president of the Health & Accident 
Underwriters Conference. 

Mr. Rietz said the company’s decision 
to enter the field in January, 1952 was 
based on two major premises: (1) that 
A. & S. would help in building a career 
agency organization; (2) that in an 
economy where most people are de- 
pendent upon currently earned income 
for the necessities and comforts of life, 
“we were convinced that life insurance 
companies afforded one excellent mech- 
anism to complete the circle of family 
income protection by providing insur- 
ance against income loss from the third 
major hazard—disability.” 

Lincoln National, according to Mr. 
9% early concluded that the addition 
of A. & S. would not have an adverse 
effect on policyholders and_ prospects. 
That this has been so, Mr. Rietz at- 
tributes to the fact that the company 
began with these objectives and held 
to them: (1) well-designed, full cover- 
age policies; (2) good initial underwrit- 
ing; (3) liberal claim and renewal un- 
derwriting practices. 

Agents in Favor of Writing A. & S. 


Mr. Rietz said both the general agents 
and agents “were almost unanimously i in 
favor of the company entering the field.” 
The chief reason given was that A. & S. 
would aid in recruiting new full-time life 
agents. 

The speaker commented on the com- 
Pany’s original intent to enter only the 
replacement of income field and to offer 
Ospital indemnity benefits only as a 





rider to loss of time policies. However, 
he said, because of other primary busi- 
ness factors, “we did introduce indi- 
vidual and family group hospital policies 
within a year after our entry.” 

Although the company considered ob- 
taining an experienced A. & S. execu- 
tive and other outside help, the final 
decision, according to Mr. Rietz, was 
“to go ahead with our own staff.” The 
original purpose was “to introduce a 
line of non-cancellation A. & S. policies 
with benefit periods of from 15 months 
to 10 years and two streamlined, non- 
guaranteed renewable replacement of 
income policies to be sold on a favor- 
able premium basis with concurrent life 
insurance.” 

Mr. Rietz described four initial steps 
to carry the program forward. “We 
selected a mature underwriter with over 
20 years’ experience in the company and 
with a thorough knowledge of life, in- 
come disability, waiver of premium and 
double indemnity underwriting. He im- 
mediately began the study of A. & S. 
underwriting from available literature, 
prior to visiting the A. & S. depart- 
ments of some other companies. 

“An associate general counsel was 
assigned to work with the A. & S. com- 
mittee to draft and secure approval of 
policy and other necessary contract 
forms. He was responsible for clearing 
the legal way in each state in which 
the company was licensed. 


Recognize Functional Costs 


“An assistant actuary was given the 
job of studying all available morbidity 
rates and of analyzing our life operat- 
ing expense pattern for policy issue, 
collection of premiums, etc. We wanted 
to recognize functional costs, such as 
claim expenses, which would necessarily 
be on a different pattern from our life 
business. 

“We assembled a group of operating 
officers from all departments having 
records to maintain or other functions 
to perform in connection with A. & S. 
issue and administration. This group’s 
assignment was to design all necessary 
records and procedures for issuance and 
adminitration of A. & S. business. They 
were advised that their record forms 
and procedures should allow for eventual 
expansion to a full coverage line of 
commercial policies.” 

Mr. Rietz emphasized that all deci- 
sions as to the nature of the A. & S. 
program were based on “what we felt 
would best fit the needs of a career 
life agency organization.” 

He cited early decisions on what he 
called “basic points.” 

“We decided to make a real effort 
to seek out underwriting information 
with the thought of doing a good initial 
underwriting job so as to avoid what 
is commonly called ‘claim’ underwriting. 
Instructions to the claim department 
were to deny early claims only where 
the claim file provided positive evidence 
of a material misrepresentation in the 
original application. 

“All policies should be full coverage 
contracts for total disability. House- 
confining clauses were not to be em- 
ployed in any case and exclusions from 
coverage were to be kept at a minimum. 


Terminal Age Set at 65 


“All policies, whether or not guar- 
anteed renewable, should be written on 
a level premium which would contem- 
plate renewal to a fixed age. We set 65 
as the terminal age, in the belief that 
this fit life insurance practices better 
than the frequently used _ step-rate 
A. & S. premiums. Further, that it was 


(Continued on Page 50) 


L. J. Melby Tells How to 
Keep Field Mgrs. Happy 


ABANDON ARBITRARY QUOTAS 





Agency Officer Must Gain Respect, Con- 
fidence, Liking, of Managers and 
Agents; Instills “Family Spirit” 





The success of any agency operation 
depends, in the last analysis, upon the 
ability of the agency officer to gain the 
respect, confidence, and liking of his 
managers and agents. This was the con- 
clusion of L. J. Melby, agency vice presi- 
dent of Woodmen Central, who ad- 
dressed LIAMA’s accident and health 
meeting in Chicago March 18 on the sub- 
ject, “The Success Appeal of Field Man- 
agement.” 

Mr. Melby said he liked to consider 
the agency officer’s job under three head- 
ings: (1) establishment of objectives 
for managers; (2) stimulation of the 
manager to make him want to meet his 
objectives; (3) practical supervision by 
the home office to see that the manager 
does make his objectives. 

In establishing long-range objectives 
for managers, “we attempt to determine 
with the new manager the kind and size 
of his agency-to-be five years hence,” 
Mr. Melby said. With reference to pos- 
sible agency expansion, he said, “too 
often an agency officer, as well as a man- 
ager, is prone to base his expansion pro- 
gram on the availability of men when 
perhaps he should be laying his plans on 
the basis of market.” 


Arbitrary Production Goals Abandoned 


Short-range objectives for man: Agers, 
according to Mr. Melby, “encompass pri- 
marily the establishment of manpower 
and production goals for the year.” He 
said his company three years ago 
abandoned arbitrary production quotas 
for agencies, adopting instead “an auto- 
matic quota system.” He explained that 
“we feel the best gauge of a manager’s 
ability and potential is what he has 
actually done in the past and so we have 
employed a formula to determine pro- 
duction quotas.” He indicated that on the 
whole the new system is an improve- 
ment. 

He mentioned publication “conspicu- 
ously each month in the company house 
organ of each manager’s results in terms 
of quota attainment.” 

“During the latter half of the year, 
two-day regional agency managers con- 
ferences are held,’ Mr. Melby said. 
These conferences were described as 
“strictly schooling sessions. “i 

Trouble-shooting, where an agency de- 
partment man visits a particular agency 
that seems to be slipping, was another 
facet of “practical supervision’ ’ listed. 

The speaker described “regular weekly 
activity reports” from managers. He 
said: “We require these from our new 
managers as well as from some of the 
established managers where we feel such 
a report is warranted.” He emphasized 
that acknowledgement and comment on 
each report was vital. 

“Finally,” Mr. Melby said, “we use the 
telephone freely to keep in touch with 
our field directors, and particularly with 
new managers. Our home office agency 
men, all of whom have a record of suc- 
cessful personal production and super- 
visory work with our company are as- 
signed a group of agency managers. They 
act as counselors for these managers.’ 

Concluding, Mr. Melby summarized 
the Woodmen Central philosophy—“that 
anyone holding a Woodmen contract is 
a member of our family and as a mem- 
ber they will be loved and respected. 
The result is that such loyalty is re- 
turned by loyalty. If we no longer love 
and respect our men, then they ought 
not to hold our contract and a replace- 
ment is sought.” 






Payment of Claims Key 
To A. & H. Persistency 


PAY QUESTIONABLE CLAIMS 





Roland S. Jack Cites Ways to Conserve 
Business; Intelligent Decisions Can 
Hold or Lose Policyholders 





Persistency of health and accident in- 
surance depends largely on the proper 
payment of claims, according to Roland 
S. Jack, claims vice president of the 
Monarch Life, who addressed the per- 
sistency forum at LIAMA’s accident 
and health meeting, March 18, in Chi- 
cago. 

Mr. Jack paid tribute to the sales 
“procures the busi- 
ness” and the underwriting department 
which “evaluates it,” but he said, “the 
claims department plays a major role 
in keeping it.” 

He spoke of the responsibility of 
claims men to think beyond the imme- 
diate claim “to the effect it will have 
on the business in general, our own 
companies in particular, and upon the 
agents who procure the business. 

“It may be economically sound to pay 
a questionable claim under some cir- 
cumstances,” he said, “rather than lose 
the prestige which you have built in a 
community, and rather than lose your 
agent in whom you have a sizable in- 
vestment.’ 


organization which 


Specific Ways to Conserve Business 


He listed specific ways “we can con- 
serve business in the claims depart- 
ment.” One is to eliminate technicalities 
in the evaluation of the claim; another, 
to give the policyholder the benefit of 
the doubt in a questionable circum- 
stance; third, to pay benefits promptly. 
Mr. Jack said he heartily approved of 
enlisting the help of the field force in 
the handling of certain claim problems. 

He cited correspondence as “one of 
the most important contacts we have 
with policyholders.” Cautioning against 
too many letters written thoughtlessly 
and with no consideration of impact on 
the policyholder, Mr. Jack suggested 
that each letter writer “put himself in 
the place of the policyholder.” 

Referring to “a multiplicity of claim 
forms now in use,” Mr. Jack pointed 
with pride to Monarch’s “single com- 
bination claim form, containing only the 
questions necessary to process a claim.” 

The speaker urged “personal attention 
on questionable claims” as vital to good 
persistency and the maintenance of good 
policyholder relations. 

Mr. Jack then discussed some specific 
situatior.s where intelligent decisions in 
the claims department can mean the dif- 
ference between holding or losing a 
policyholder. On confining and non- 
confining sickness benefits, he said the 
clause is difficult for a policyholder to 
understand, and he was sorry to say 
that many ‘claim men often invoke this 
clause without carefully weighing all 
facts. He suggested that in the inter- 
ests of keeping a policyholder, it may 
sometimes be wiser not to apply the 
strict terms and provisions of the policy. 

The speaker then brought out that 
his company provides full benefits dur- 
ing a period of disability from sickness 
and thus “eliminates the obstacle of 
nonconfining disability benefits.” He 
called this “a step in the right direc- 
tion, for it removes any question in 
the mind of the policyholder as to the 
amount of benefits he will receive.” 


Requires Common Sense and Logic 


Pre-existence, in Mr. Jack’s opinion, 
“more than anything else requires com- 
mon sense and logic in its solution.” His 
belief: “Unless there is a flagrant and 
material misrepresentation, it is always 


(Continued on Page 50) 
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LIAMA Spring Meeting on Accident & Health, 





March 17-18 





Alport, Jones, Nicholson Review A.&H. 
Teamwork, Salability And Public Need 


Among the important speakers at the 
LIAMA spring meeting on A. & H. 
March 17-19 in Chicago who helped to 
make the program lively and interesting 
were David B. Alport, vice president, 
Business Men’s Assurance, who spoke at 
forum from the home 


; Wes- 


the persistency 
office underwriter’s point of view 


ley J. A. Jones, director of accident and 
sickness sales, Mutual Life, who dis- 
cussed “Pivoting from the Life Ap- 


proach to A. & H. Presentation and Vice 
Versa,” and Elmer L. Nicholson, assis- 
tant superintendent of agencies for Con- 
who gave his com- 
selling 
Summaries 


necticut General, 
experience in major 


insurance. 


pany’s 
medical 
of their 


expense 
remarks follow: 


David B. Alport 


“More teamwork between the sales 
and underwriting departments may be 
problem of how to 
Alport said. 


unfortunate 


one answer to the 
persistency,” Mr. 
“many 


improve 
He emphasized that 
situations between the underwriter and 
the salesman or the underwriter and the 
applicant are averted if the underwriter 
encouraged and given the 
opportunity to know the salesman per- 
sonally and to understand his working 
habits.” 

Mr. Alport recommended that the un- 
derwriter “go out into the field” to meet 
the salesman. He said this works both 
ways. “To the salesman the underwriter 
becomes more than a name on a letter- 
head or a signature he can’t read—he 
becomes, upon acquaintance, another fel- 


is constantly 


low being who likes bright ties and is 
worried about his son driving the fam- 
ily car.’ 

The speaker favors the plan of divid- 
ing underwriting work on a territorial 
basis. He cited his own company’s ex- 
ample. “We have ten underwriters each 
serving an assigned territory not as a 
code number or a hole in a punch card, 
but as Henry or Frank.” 

Mr. Alport urged companies to en- 
courage underwriters to take sales 
courses, “just as salesmen do.” He sug- 
gested that “this opportunity will in- 
fluence the underwriter’s thinking, will 
cause him to inject into his letters ideas 
and suggestions that will build confi- 
dence in the fieldman and will have an 
important bearing on persistency.” 

Asserting that “persistency is a job for 
all of us,” Mr. Alport said “there are 
occasions when the underwriter review- 
ing the case will recognize that for one 
reason or other the amount of protec- 
tion suggested may not best suit the 
needs of the applicant. 

“Encourage those responsible for your 
underwriting to tell you about such situ- 
ations and you will undoubtedly be in a 
better position to assist the man in the 
field.” 


Wesley J. A. Jones 


For a salesman to successfully pivot 
from a life approach to an accident and 
sickness presentation, said Mr. Jones, “it 
is fundamental that the salesman believe 
enthusiastically in the idea that A. & S. 
insurance is personal insurance. He must 
appreciate that A. & S. is designed to in- 
sure human life values as opposed to 
property values.” The speaker explained 
that his discussion was limited to the 
disability income benefit and did not in- 
clude hospital, medical, and special risk 
coverages. 

He listed three requisites for making 
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Never out on a limb with clock-watching 
clients waiting for claims to be settled. Keeps 
in shape by running to American-Associated 
to place his business. Our Claim Department 
keeps its hour-glass figure — and protects 
Producers’ reputations — by out-racing the 
clock to provide the swift, fair claim service 
for which we're known. 
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the successful sales pivot from life to 
disability incomes: (1) the company’s 
recognition that disability income is per- 
sonal insurance, like life insurance, and 
the salesman’s enthusiastic belief in this 
concept; (2) a merchandising plan that 
presents both life and accident and 
health as insurance and that guarantees 
the continuance of income; (3) training 
to develop facility with a quick-pivot 
presentation on the need for disability 
income when a life presentation is un- 
successful. 

Rather than concentrating on the ver- 
satility of life or disability income, Mr. 
Jones said he preferred to think of the 
“companionship of the two.” He ex- 
plained how Mutual Life concentrates 
upon “the importance of pivoting from a 
life presentation to a disability income 
rather than the other way around.” 

Discussing “combination presentations 
such as many companies employ,” Mr. 
Jones said these have “great interest 
value to the prospect.” In the “combina- 
tion” a proposal is made for X dollars 
to be paid at retirement; Y dollars to 
be paid if the prospect does not live; 
and Z dollars to be paid if disability 
occurs. 

The speaker said this concept “has 
Leen well received by our force because 
it meets the buyer’s need for income in 
the three situations of hazard—death, 
disability, and dotage. The ingredients 
for such a plan are two-fold, he said— 
a life insurance policy and an A. & H. 
income policy. 


Elmer L. Nicholson 


“Our new major medical policy meets 
a new public need that stems from 
higher costs of staying healthy and liv- 
ing longer,” was the conclusion of EI- 
mer L. Nicholson. 

Mr. Nicholson said the Connecticut 
General designed its major medical pol- 
icy to meet “the abnormal needs of the 
1940’s which will inevitably become the 
normal needs of the 1950’s.” He attrib- 
uted this situation to “growing public 
awareness to the need of insurance pro- 
tection,” plus “fantastic growth in medi- 
cal progress, coupled with inflationary 


Explaining that the major medical con- 


tract is very simple, Mr. Nicholson said: 
“We try to blanket all cost incurred by 
an accident or sickness, deduct the first 
$300 or $500 and pay 75% of the re- 
mainder up to the present limit of 
$5,000.” 

Suggesting that the need for coverage 
of this sort will increase in intensity, he 
said: “Insurance companies must come 
to the fore in underwriting this need. 
Underwriting must be broad gauge and 
all-inclusive; anything short of this well 
be met by a protesting public.” 

The speaker produced an array of 
statistics to indicate the character of 
major medical buyers. He said the policy 
appeals to the man of moderate income 





Further addresses delivered at the 
LIAMA Spring A. & H. meeting 
are reported on Pages 49 and 50. 








for whom the shock of bills would be 
disastrous. His figures showed that it 
also appeals to the high income men 
who might be able to solve the big 
bill problem without help, but not with- 
out inconvenience. 

All age groups buy major medical, 
according to figures offered by Mr. Nich- 
olson. The average buying age is 414. 

The average annual premium was listed 
as $88.45. The speaker noted that 64% 
of the buyers already had some basic 
expense coverage. He said the average 
number of people covered under the 
average policy is 3.2%, and that seven 
out of every ten policyholders pay pre- 
miums annually. 

From these figures Mr. Nicholson drew 
the conclusion that “our market for ma- 
jor medical is as broad as our regular 
life insurance market, and that it is a 
fertile one.” 

Connecticut General has integrated 

major medical into four sales presenta- 

tion patterns—estate planning, creative 
programming, by-product sales, and di- 
rect sales. Mr. Nicholson reported that 
“the success of all sales promotion on 
major medical is attested to by the fact 
that this policy constituted about 18% 
of our total new individual A. & H. pre- 
mium income during 1953.” 
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YOUR OWN 
LIFE INSURANCE 
DEPARTMENT 


Now, your nearest 
Connecticut General 
brokerage office can give 
you all the advice, 
specialized service, sales and 
promotion assistance you 
need to handle life 
coverage profitably. 


Get the details: Telephone 
the nearest Connecticut 
General office or write to 
Connecticut General Life 
Insurance Company, 
Hartford, Connecticut. 


Connecticut 
General 
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Seaboard Surety’s Net 
Earnings Were $536,726 


WATT TELLS STOCKHOLDERS 





Other 1953 Results Given; Directors 
Approve Profit Sharing and Incentive 
Benefits for Employes 





The results of the 1953 operation of 
the Seaboard Surety of New York, in- 
dicating another year of progress, have 
been presented to stockholders by 
Robert W. Watt, president of the com- 
pany. It is revealed that total admitted 
assets reached $19,236,170 last year-end, 
a new high, and that surplus to policy- 
holders (including $2,643,518 in voluntary 
reserve) stood at $9,643,518. 

Net income of the company, before 
Federal taxes, from underwriting opera- 
tions and investments amounted to 
$779,059. After providing conservatively 
for taxes and other adjustments, the net 
earnings for the year were $536,726, or 
$2.68 per share earnings on present capi- 
talization of 200,000 shares. 

Gross premiums written last year to- 
taled $8,107,922, an increase of $635,539 
or 8.5% over the 1952 total volume of 
$7,472,383. After establishing the neces- 
sary statutory reserve for unearned pre- 
miums and deducting reinsurance ceded, 
earned premiums for 1953 were $5,220,- 
610 compared to $5,132,933 the previous 
year. Losses incurred plus loss expense 
totaled $2,316,371 compared to $1,759,957 
in 1952. 

During the year the directors declared 
cash dividends to stockholders aggregat- 
ing $340,000, equivalent to $1.70 per 
share. In addition a stock dividend of 
100% was voted by the board. 

Another important action was the 
approval by the board of the adoption of 
a profit sharing plan, providing for a 
deferred profit sharing trust and sup- 
plementary incentive benefits for Sea- 
board’s employes. This plan now awaits 
stockholders’ approval and that of the 
Bureau of Internal Revenue. Said Mr. 
Watt: 

“The board of directors believes that 
such a plan, supplementing the existing 
retirement plan, will provide an added 
incentive to our employes and also be 
beneficial to our stockholders.” 


NAMED SPECIAL AGENT 
The Hartford Accident & Indemnity 
has appointed Walter D. Jennings as 
special agent for northern New York 
State with headquarters in Plattsburg. 
<a has been with the company since 
51. 


Calif. Opinion Protects 


Insured’s Premium Rights 
Attorney General Edmund Brown, Los 
Angeles, in response to a request from 
Insurance Commissioner John R. 
Maloney, has handed down an opinion 
that since the taking over by the In- 
surance Commissioner of an insurer upon 
a liquidation order operates to cancel all 
Insurance contracts then in force, the 
imsureds are then entitled to a return 
of the unearned portion of the premium 
paid; also such return premiums are 
deductible from gross premiums received 
in that year in determining the amount 
of premium tax. 

Even though the amount of such un- 
earned premium exceeds the gross 
amount of premiums on business written 
and no premium tax is due, the Insur- 
ance Commissioner should report to the 
Board of Equalization the amount of 
8foss premiums and return premiums, 
whether the Insurance Commissioner fol- 
lows the practice of making, by himself 
a liquidator, a formal tax return to 
himself as Insurance Commissioner, or 
Whether he otherwise handles the com- 


piling and transmitting of such informa- 
on, 





Zurich-American: Releases 


Safety Problem Film 


The safety problem in small industrial 
plants is given special attention in 
“Heads You Win,” a 15-minute black and 
white sound slide-film just released by the 
Zurich-American Insurance Companies. 
The added responsibility of each worker 
for his own safety is. emphasized. The 
climax shows how the odds build up 
toward an accident when an employe in 
a small shop fails to use his head. 

Production is now ‘underway on an- 
other film, “Wake Up,” which illustrates 
the relationship between sensible sleep- 
ing habits and safety and efficiency on 
the job. : 

Both “Heads You Win” and “Wake 
Up” are included in thé Zurich-American 
safety zone series, which now numbers 
approximately 70 sotind slidefilms on 
safety and health subjects. The films are 
a part of the safety zone program, a 
complete and continuous safety service 
which is made available without charge 
to the companies’ compensation and fleet 
risks. The films are also used by Zurich- 
American agents for promotional pur- 
poses in their communities. 


APPROVE REVISED RATES 

The Insurance Departments in the 
states of Alabama, Arkansas, Mississippi, 
New Hampshire and New Mexico, have 
approved filings of the Mutual Insur- 
ance Rating Bureau involving revised 
bodily injury liability rates for manu- 
facturers’ and contractors’ liability and 
owners’, landlords’ and tenants’ liability 
area and frontage classifications. The 
revised rates are applicable to all poli- 
cies written on or after March 15, 1954, 
and, except for the state of Alabama, 
may be applied to policies written to 
become effective between January 1 and 
March 15, 1954. 


SENTENCE NON-INSURER AIDE 

Richard C. Ferry, Los Angeles, has 
pleaded guilty in the municipal court at 
Redwood City, Cal., to charges of adver- 
tising and aiding a non-admitted insurer, 
Continental Insurance Underwriters of 
Alabama, to transact insurance in Cali- 
fornia, and was sentenced to probation 
for one year. 





Allstate Promotions 


Allstate Insurance Company, recently 
announced the following staff promo- 
tions : 

A. R. Boe, head of the planning and 
financial control department, has been 
made an assistant vice president. Mr. 
Boe, a graduate of Drake University, 
joined the company in 1941. He was ap- 
pointed assistant budget manager in 
1946 and budget director in 1952. 

W. V. Stock, Jr., was also named an 
assistant vice president. He joined All- 
state as an underwriter in Chicago in 
1937; became underwriting manager in 
1940 and in 1948 was made resident man- 
ager of the Los Angeles office. 

L. G. McKnight has been made as- 
sistant secretary and placed in direct 
charge of the company’s new program 
for writing fire insurance on residences 
and contents. 

R. E. Cramer has been made as- 
sistant treasurer and investment man- 
ager. He joined Allstate’s investment de- 
partment in 1950 having previously been 
an account executive with a national 
investment firm 
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Ford Officials Explain Company’s 
Group Benefits Plan at AMA Meet 


Roy L. Jacobs, manager, insurance de- 
partment, Ford Motor Co., in an ad- 
dress before the American Management 
Association’s special conference on em- 
ploye group benefits, March 18, at 
the Hotel Roosevelt, New York, ex- 
plained, among other things, the unique 
group insurance plan set up to meet a 
special need of Ford Motor Co. em- 
ployes. The plan, which was developed 
by Marsh & McLennan and adopted by 
Provident Life & Accident, provides for 
a conversion to individual non-can- 
cellable policies upon termination of 
membership in the group. 

Mr. Jacobs spoke on, “Fitting a Group 
Plan to Your Budget.” In addition to 
Mr. Jacobs, M. A. Themer, supervisor, 
statistical analysis section, industrial re- 
lations central staff, Ford Co., gave an 
address on “The Setting Up of a Group 
Plan.” 

In relation to non-cancellable disabil- 
ity benefits, Mr. Jacobs stated: “Our ex- 
ecutives did not participate in the group 
disability benefits available to other em- 
ployes. Nor was there a formal salary- 
continuance beyond the first three 
months’ disability. Each case was con- 
sidered individually. 

“The program, which was accepted by 

% of those eligible,” he continued, “i 
not a so-called ‘cost-plus’ management 
like other group policies.” He said the 
monthly benefits are geared to one-third 
of base salary, to a maximum of $833, 
and are payable (after a 90-day waiting 
period) for life or until age of 65, which- 
ever occurs first, in the case of illness. 
Mr. Jacobs emphasized that no medical 
examinations are required if the em- 
ploye subscribes when he becomes eli- 
gible. 


Several Factors in Selection of Carrier 


He pointed out that in the selection 
of a carrier for the Ford group  insur- 
ance program, several factors were con- 
sidered, among which were cost, service 
facilities and what he termed as “ca- 
pacity.” 

In reference to “capacity,” Mr. Jacobs 
said that it is well recognized that cer- 
tain insuring organizations are more 
aggressive than others. “This factor can 
be vital in establishing a new group in- 
surance program. There must be as 
much flexibility as possible in the areas 
of underwriting standards, borderline 
claims handling and coverage positions,’ 
he emphasized. 

He pointed to discussions with other 
insurance buyers, personnel men and in- 
surance consultants, as a fairly reliable 
method in recognizing favorable char- 
acteristics in a carrier. “Another ap- 
proach,” he said, “is to examine and 
compare the specimen policies, certifi- 
cates and other written material sub- 
mitted by competing carriers.” Pay par- 
ticular attention, he cautioned, to modi- 
fications and limitations and find out 
how and why such items vary in the 
proposals submitted. 

Periodic or automatic enrollment of 
non-participating employes who previ- 
ously had refused coverage, he stated, 
should receive careful attention. “A 
few carriers still do not permit periodic 
resolicitation without medical examina- 
tion, particularly for small groups.” He 
continued: “Your carrier should know 
that reopenings will be required.” 


‘ 


Eligibility Requirements for 
Participation 
Under “capacity” for a prospective 
carrier, Mr. Jacobs also listed eligibility 
requirements for participation. “All 
classes of employes in the group should 


be treated equally. The waiting period 
for coverage should be adapted to turn- 
over probabilities.” 

Mr. Jacobs explained that references 
to “insurance company” and “carrier” 
were intended to apply also to medical 
payment plans such as Blue Cross and 
Blue Shield. “Proponents of these 
plans,” he said, “contend that several 
advantages are derived by the subscrib- 
ers. The most important is the con- 
vertibility of the group coverage to in- 
dividual contracts when employes leave 
the group. 

“There are other advantages, such as 
ready admission to hospitals, and fairly 
complete hospital coverage for most dis- 
abilities. 


“Insurance companies, on the other 
hand,” Mr. Jacobs continued, “have 
broadened their hospital and surgical 


coverages in recent years, and claim to 


match these. latter two advantages in 
many instances.” 

In relation to the treatment of dif- 
ferent groups, he advised: “Pool as 


many groups as well as types of cover- 
age, under one master agreement as is 
possible to obtain lower net cost and 
greater underwriting flexibility.” 

“A somewhat confusing problem” was 
the term used by Mr. Jacobs in the de- 
termining of which of a company’s bid- 
ding carriers has the lowest rate of net 
retention. He indicated that this is so 
because retention will vary from year 
to year depending upon certain cost 
factors, some relatively fixed and others 
variable, so that a positive guarantee of 
the future can not be given. 

A prime point emphasized by Mr. 
Jacobs in referring to the administra- 
tion of group insurance was that “when 
the carrier has been selected, it is 
equally important to make certain that 
certain administrative procedures with 
the carrier are effective.” He _ listed 
these as: department functions, manual 
of procedures and methods, application 
cards, individual certificates, premium 
statements and statistical reports. 


Slant on Major Medical Expense 
Coverage 


Mr. Jacobs pointed to major medical 
expense coverage as part of an insur- 
ance manager’s obligation to study other 
coverages and areas of exposure after a 
basic program is installed and working 
smoothly. 

He said that since the Ford Motor 
Co. did not have this coverage he could 
not speak from first hand experience 
but he briefly discussed a few of the 
problems in the consideration of major 
medical. Mr. Jacobs questioned: “Who 
should assume responsibility for provid- 
ing medical disaster insurance?” He did 
not dismiss the possibility that “private 
industry and its employes might shoul- 
der the burden jointly, in the same man- 
ner as other group insurance benefits 
are financed.” 

In further comment on major medical 
coverage, he remarked: “Up to now, the 
experimental coverage has been di- 
rected to employes earning $5,000 or 
more a year. One of the major reasons 
why the lower-income groups have been 
excluded is that the participation ratio 
among them is low. A solution might 
be to offer insurance to all income 
levels, acceptance of each level to be 
maintained at some minimum, say 50%, 





A. & H. FORUM MARCH 24 


Greater N. Y. Brokers Assn. Pick W. L. 


Kick and Leon Wasserman as Speak- 

ers; Sales and Legal Aspects 

The Greater New York Insurance 
Brokers Association thas scheduled an 
A. & H. forum for March 24 at 8 p.m. 
at the Prince George Hotel, New York. 
Chairman will be Arthur Lazar, New 
York broker at 175 Fifth Avenue. 

Mr. Lazar will introduce William L. 
Kick, past president, A. & H. Club of 
New York, who is with Fireman’s Fund 
Indemnity, as the speaker on “Selling 
A. & H. in Today’s Market,” and Leon 
Wasserman, New York attorney and 
author, on the legal aspects of A. & H. 
insurance. His topic will be “Avoiding 
Trouble.” A 

This is another in the series of forum 
meetings which the association has 
scheduled for 1954. Mr. Lazar is the 
newly appointed forum chairman and 
has a background of both underwriting 
and production experience. 


North American Accident 


Hit Peak in Premiums in ’53 

North American Accident of Chicago 
topped $10,700,000 in A. & H. premium 
production in 1953, an increase of over 
$1,600,000 compared with the previous 
year. This represented a record year for 
the company, according to A. E. Forrest, 
president, who points out that sales on 
individual A. & H. policies showed an 
encouraging trend toward larger policies 
last year. In addition, the company’s 
sales mounted in the group association 
and franchise fields. 

North American has recently an- 
nounced the introduction of a new plan 
in selling hospitalization and surgery 
coverage which permits the selling of this 
protection along with life insurance. 
President Forrest believes that the com- 
pany is on the right track in first pro- 
tecting the income with “loss of time” 
in A. & H., adding hospital and surgery 
as auxiliary, and now further extending 
this principle to life insurance. 





FIREMAN’S FUND PLAN READY 


Medical, Hocpital ded | and Surgical Expense 
Program Now Available to Other 
Concerns; Includes Major Medical 
A unique medical, hospital and surgical 

expense plan, written on a blanket rather 

than a scheduled basis by Fireman’s Fund 

Group for its 4,000 employes during the 

past year, is now available to other 

concerns. 

The plan has already been written on 
several other types of companies in an 
experimental way, and Fireman’s Fund 
is now prepared to write the coverage 
on additional employe groups—initially 
in the Pacific coast states but with ex- 


pansion on a nationwide basis in the 
near future. 
Incorporating the ‘broader coverage 


needed to pay serious cost of illness or 
accident and a deductible to make bet- 
ter protection available at a reasonable 
cost, the plan consists of two parts, The 
basic portion (which may not be writ- 
ten alone) contains a $25 or $50 de- 
ductible and makes blanket payment for 
all medical, hospital and surgical charges 
for the next $500 of expense. The sup- 
plemental part, often referred to as “ma- 
jor medical,” is written on a co-insur- 
ance basis, with the company paying 75% 
of the charges in excess of the basic 
plan for any one accident or sickness 
up to $5,000. 

The total possible payment under the 
combined plan is $5,500 for any one acci- 
dent or illness. The supplement or “ma- 
jor medical” may be written alone or as 
additional insurance over almost any 
other established basic plan. The cover- 
age is non- scheduled, provides for pay- 
ment of “reasonable necessary charges,” 
contains few limitations, and works on a 
“blanket” basis. 

Fireman’s Fund developed the plan to 
provide its employes and their depend- 
ents with an economically sound, work- 
able coverage that would pay high costs 
out of reach of the average person. The 
company’s research into the problem 
proved that the average, conventional, 
schedule type plan often gave but limited 
coverage for serious claims but in many 
cases made full payment for small claims 
—thus defeating the purpose of insur- 
ance against major losses. 





if the coverage is to be installed for that 
particular level. Thus, no group would 
be excluded if a sufficient number of 
those eligible desired it.” 


M. A. Themer on Set-up of Plan 


In his address, M. A. Themer, dis- 
cussing the setting up of a group plan, 
said that the objective is a plan which 
will help employes and their families 
meet emergency situations, and thus 
provide the employer with a more stable 
and efficient work force. 

He listed the establishment of a broad 
company policy as a major step in the 
accomplishment of this objective. To 
establish such a policy, plan finance, cost 
limits, type of financing and coverage 
were stressed by Mr. Themer. 

In his treatment of the development 
of a specific group, Mr. Themer pointed 
out that life insurance should be related 
to the family’s loss and to expenses re- 
sulting from death. “It would be impos- 
sible to provide a life insurance benefit 
equal to the loss of potential earnings,” 
he said. “We attempt to provide enough 
insurance to help the family in meeting 
burial expenses, and, more important, 
adjusting to its new situation.” 

He emphasized that Federal Social 
Security death and survivors benefits 
are important factors if the wife of the 
deceased or another member of the 
family takes over the responsibilities as 
breadwinner. “Many people,” he added, 
“overlook the fact that Social Security 
provides substantial benefits to the sur- 
vivors of a deceased person.” 

Referring to temporary disability 
benefits in the development of a specific 
program, Mr. Themer pointed to the 
fact that accident and sickness benefits 
are usually related to an emplove’s 
earnings. “Benefit payments for disabil- 
ity of short duration are normally not 






provided since they cannot be consid- 
ered emergencies, and malingering may 
be encouraged.” However, he added, the 
waiting period is often reduced or omit- 
ted altogether if the disability is caused 
by an accident. 


Determining Amount of A. & S. Benefits 


Mr. Themer said that just as with life 
insurance, determining the amount of 

. & S. benefits is difficult and some- 
what arbitrary. He objected to the 
restoration of the total loss of earnings 
as impractical, but pointed out that a 
benefit which is inadequate does not ful- 
fill the purpose intended and may cause 
adverse employe reaction. 

Guide posts, he said, could be found 
in state disability, unemployment com- 
pensation and workmen’s compensation 
benefits. “During recent years, weekly 
benefits from these programs have gen- 
erally provided from about 30% to 60% 
of weekly base earnings in manufactur- 
ing industries.” These percentages 
would be higher, in Mr. Themer’s opin- 
ion, if benefits were related to take 
home pay. 

He emphasized: “The benefit should 
be enough to provide the family with 
essentials. It should be kept in mind 
that many families can rely on savings 
or income from other sources during 
such periods.” 

In his treatment of catastrophe insur- 
ance, Mr. Themer noted that such pro- 
tection was new and normally that the 
protection becomes effective only after 
the employe’s expense exceeds a certain 
amount, such as $5 

Referring to retiree insurance as an- 
other new field, he said: “Life insurance 
is the most common type of protection 
offered and it is often provided to re- 
tirees in lower amounts than that pro- 
vided for employes. This is because the 
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cost is proportionately greater and the 
need proportionately less. 


Benefits for Ford Retirees 


“At Ford,” he continued, “retiree life 
insurance is lower than employe life in- 
surance, and, in addition, amounts are 
graduated by years of service, as with 
pensions. Since retirees are not work- 
ing, they would not need accident and 
sickness benefits which protect against 
loss income during periods of temporary 
disability. But there is undoubtedly as 
much need for hospital and surgical 
benefits among retirees as for active 
employes. However, there is very little 
experience with these benefits among 
the older groups, and, consequently, 
long-term costs are unknown. 

“Prior to mid-1953, Ford retirees could 
purchase hospital and surgical insurance 
at their own expense through their local 
Blue Cross-Blue Shield plans. The in- 
surance was on an individual contract 
basis with slightly higher premiums and 
less liberal benefits than that available 
to employes through group contracts. 

“In mid-1953 benefits to retirees were 
liberalized by making available to them 
at their own expense hospital and sur- 
gical coverage identical to those pro- 
vided for employes. This coverage is 
provided at group rates. We also pro- 
vided substantially higher retirement 
benefits so that the retiree could freely 
choose whether or not to use a portion 


of these benefits to purchase his own. 


insurance.” 
Integration of Rules and Procedures 


In relation to a specific program de- 
velopment, Mr. Themer stressed the im- 
portance for the integration of rules 
and procedures with existing company 
practices. Coverages and contributions 
during periods of absences are particu- 
larly important, he said. “For example, 
at Ford, an employe can keep his insur- 
ance in force throughout an approved 
leave of absence if he makes his regular 
contribution, but for other types of ab- 
sences or terminations, there are other 
tules and practices. 

“If the plan is to be negotiated with 
organized labor, some _ considerations 
should be given to the continuance or 
discontinuance of insurance during a 
strike,” he continued. 

“There seem to be two alternatives in 
this matter. First, establish a policy and 
inform the union of such policy so that 
there will be no question of what action 
will be taken in the event of a strike. 
Second, establish no definite policy un- 
til a strike occurs, thus providing fiexi- 
bility. In 1949, we had a month-long 
strike prior to which we had no definite 
policy on this matter. We decided to 
continue insurance coverage by advanc- 
ing employe contributions and recoup- 
ing them later in a special payroll de- 
duction. 

“As a result of our experince with the 
1949 strike,” Mr. Themer said, “we de- 
veloped an agreement with Michigan 
Blue Cross whereby, if the company de- 
cided to advance Blue Cross premiums 
for employes during any subsequent 
Strike, premiums would be refunded to 
the company in the event they are not 
collectible from employes after a strike 
ends. The agreement assures Blue Cross 
a maximum participation and guarantees 
the company against financial loss, while 
Permitting us to afford employes con- 
tinuous coverage.” 


B. C. Boosts Sales Tax so as 
To Lower Hospital Prems. 


The British Columbia Government has 
boosted its sales tax from 3% to 5% in 
order to drop premiums paid under its 
compulsory hospital insurance scheme, 
with the Government having to refund 
over $5,000,000 paid in advance under 
this program. 

The B. C. Government is also plan- 
ning to subsidize the scheme by an es- 
timated $8,375,000 this year. Annual pre- 
miums for 1953 amounted to about 


Bonding Cos. Give Party at 
Los Angeles for A.G.C. 


One of the features of the recent an- 
nual convention of the Associated Gen- 
eral Contractors in Los Angeles, was 
the insurance industry party under the 
chairmanship of Dan E. Gorton, vice 
president of Fidelity & Deposit. 

Conference and non-conference com- 


panies, brokers and agents, representing 
30 companies, sponsored the party which 


WALLACE NOW SPECIAL AGENT 

Appointment of George W. Wallace 
as special agent in Kentucky for the 
casualty department of the Aetna In- 
surance Group was announced recently. 





was attended by more than 2,000 per- 
sons. 

In addition to Chairman Gorton, local 
Surety Association members serving on 
the committee were: A. L. Blackburn, 
Hartford Accident & Indemnity Co.; L. 
H. Schwobeda, Fireman’s Fund Group; 
and Earl Davis, Pacific Indemnity. 





Leibig Speaks in Newark 

John F. Leibig, agency and under- 
writing vice president of National Ac- 
cident & Health Insurance Co., was the 
main speaker March 12 at a sales meet- 
ing in the Newark branch office of that 
company. Introduced by Manager 
George E. Lehman, Mr. Leibig explained 
the National’s new tortgage protector 
policy. He also presented prizes to win- 
ners in a branch office production con- 
test just completed. 








, ae 
ww. 


It’s what’s written on it that counts! 


And the replacement of these 
vital business records isn’t 
covered by fire insurance! 

To learn how you can be < 
protected—see your American 
Surety Agent* about our 
Valuable Papers and Accounts 
Receivable Insurance. 


It may keep your business from 
“going up in smoke”! 


* Write Agency & Production Department for 


his name — we'll supply it promptly. 
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100 Broadway ® New York 5, N. Y. 


INLAND MARINE » ACCOUNTANTS LIABILITY 


AVIATION INSURANCE THROUGH U. S. AIRCRAFT INSURANCE GROUP 
OF WHICH WE ARE MEMBERS 














. and to help you sell Valuable 
Papers and Accounts Receivable 
Insurance, American Surety is 
running a timely advertisement in 
business magazines . . . reprinted 
immediately to the left. 





“Mailroad to Prorits”—letter-size 
sales message is mailed to our 
agents each month. It gives them 
the facts about one line and offers 
practical ideas to help them sell. 
The current issue features Valuable 
Papers and Accounts Receivable 
Insurance. 

Discover how “Mailroad to Prorits” 
can help you! For your free copy, 
just mail the coupon . . . there’s 
no cost or obligation. 

= oe ee ee ee ee ee ee ee ee oe ae oe ee 
AMERICAN SURETY company 
Agency & Production Department 

100 Broadway, New York 5, N. Y. 


Please send me your issue of “Mailroad to 
Prorits” featuring Valuable Papers and 
Accounts Receivable Insurance. 


Name a 





Agency 


Address. 





Street 





State. 
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Report 1953 As All-Time 
High in Net Premiums 


UNDERWRITING GAIN 
North American C. & S. Reinsurance 

Corp. Makes Gains In Investment In- 

come, Assets, Surplus to Policyholders 

The North American Casualty & 
Surety Reinsurance Corp. of New York, 
reports that its net premiums written 
in 1953 reached an all-time high of $24,- 
694,750, or an increase of 3.78% over 
1952. 

Net premiums earned were $24,584,787, 
an increase of $2,403,850, or 10.8% over 
the previous year. 

The net underwriting gain was $650,015 
as compared with a net loss of $823,311 
for 1952. 

Investment income in the form of in- 
terest and dividends amounted to $1,- 
360,709 as against $1,309,348 for the pre- 
vious year. 

Combined underwriting and investment 
operations produced a gain of $1,973,036 
for 1953 compared to $424,641 a year 
earlier. 

Assets were increased during the year 
by $3,389,264 to an all-time high of $40,- 
548,815. 

The company’s claim reserves were in- 
creased by $1,307,039, giving a total of 
$22,690,620. 

Surplus to policyholders at December 
31, 1953, was $13,060,945, an increase of 
$689,713. Investments in United States 
Government bonds totaled $43,160,913, or 
75.9% of invested assets. 

The loss and loss expense ratio was 
51.8% and the underwriting expense 
ratio 45.4%. 

The unearned premium reserve was 
$15,505,411 compared with $15,394,448 at 
the end of 1952. 


$650,015 


Bohlinger Loses Zanger 


Plea in Preferred Case 

The New York Court of Appeals has 
denied the plea of New York State Su- 
perintendent of Insurance Alfred J. 
Bohlinger to reargue the issues in the 
Zanger case. 

Earlier, the court upset Mr. Bohlin- 
ger’s ruling that brokers of a defunct 
insurance company, of which he is liq- 
uidator, turn over to him their entire 
premium collections, minus commissions. 

The ruling held that the producers 
of the defunct Preferred Accident are 
required to pay to the liquidator only 
the net earned premiums which were 
collected at the time of insolvency. 


Compulsory Bill 
(Continued from Page 39) 


up to fight for the 29 Senate votes the 
bill will need to pass. Democrats were 
encouraged early this week to make it 
a bipartisan vote. 


Assembly Debate 


Lead-off man in the Assembly debate 
on the Graci bill was Assemblyman 
James FitzPatrick (R.), who noted first 
that since it was not a party measure, 
the Republicans were not obligated to 
support it. He then stated that cars 
operated by unlicensed drivers, by un- 
insured out-of-state motorists, by hit- 
run drivers and by operators of stolen 
cars would not be covered under the 
compulsory measure. He predicted that 
administration of the law would be dif- 
ficult and costly. 

He was followed by Justin Morgan 
(R.) who declared that if New York 
passes the bill the state might eventu- 
ally have to take over the plan; Leo 
Noonan (R.) who stressed “political 
football” aspects of the legislation, and 
Angelo Graci (R.) who introduced the 
bill, and defended it as “necessary to 


protect the insured against the unin- 
sured.” He declared it was not socialis- 
tic and denied that it would lead to a 
State Fund. 


Cut-Price Auto Rate Plan 


Defeated in Massachusetts 


The Massachusetts House of Repre- 
sentatives, after a hard legislative battle, 
has killed a price-cut plan for compul- 
sory automobile insurance. Insurance 
companies would have been permitted, 
under the proposed bill (House 183), to 
sell compulsory insurance at any rate 
below that fixed by the Massachusetts 
Insurance Commissioner. 

Although most insurance men opposed 
the bill because, in their opinion, it 
would raise insurance costs for all but 
preferred risks, many legislators found 
the idea attractive. It was called “pure 
merit rating” by proponents of the bill, 
and it was reported to have the support 
of the Allstate Insurance Co. 

The cut price bill was killed by a 
House vote of 126 to 100. 


Dickinson Now Asst. Mgr. 


William B. Dickinson, Jr., has been 
appointed assistant manager of the 
fidelity & surety department at the head 
office of Fire Association of Philadelphia 
and Reliance Insurance Co. 

Mr. Dickinson began his career in the 
bonding business with the Fidelity & 
Casualty in 1938 and most recently has 
been bond manager in the Philadelphia 
branch of American Automobile, from 
which position he has resigned to join 
Fire Association. 


Auto Inspection Bill 
Governor Dewey in special message to 
legislature, March 17, recommended 
legislation requiring the inspection of 
all motor vehicles twice a year, at pri- 
vate garages licensed for that purpose 
by the state. 


SPEAKERS FOR DISC COURSE 


Moderator G. E. Lehman Announces 
Subjects for 10 Weeks’ Instruction 
at Rutgers Extension Division 

George E. Lehman, National A. & H. 
Insurance Co. manager in Newark, an- 
nounced this week the instructors and 
their subjects for the DISC course which 
will be given at Rutgers University’s 
extension division in Newark, starting 
March 23 and running for ten weeks. 
Mr. Lehman, who is the moderator of 
the course, is on the executive board of 
the International Association of A. & H. 
Underwriters. 

The course will open March 23 with 
“History of A. H. Business and How 
It Serves” which will be handled by 
Mr. Lehman and Richard Caldwell, 
United States Life. Then follows: 

March 30—“Policy Forms and Under- 
writing’—Francis T. Curran, Loyalty 
Group, and H. Rhodes, Bollinger '‘& Co. 

April 6— ‘Prospecting’ "—W. B. Cor- 
nett, Prudential. 

April 13—‘“Selling the Interview’— 
Tom Callahan, Time Insurance Co., Mil- 
waukee, president, International Asso- 
ciation. 

April 20—“Presentation”—Louis Medill, 
Continental Casualty; John F. Leibig, 
National A. & H., and A. Bertholon. 

April 27—“Objections and Closing”— 
Jules Lev, C. J; Simons & Co. 

May 4—“Mass Selling”—John G. Gal- 
loway, Provident Life & Accident, Bir- 
mingham, Ala.; board chairman, Interna- 
tional Association, and R. Connolly. 

May 11—“Aids to Selling” and “Pay- 
ment of Claims’—Carl Ernst, North 
American Life & Casualty, St. Paul, and 
W. Ennis. 

May 18—“Self Management” and 
“Time Control”’—D. Lynch. 

A banquet is scheduled for May 25 at 
which certificates of completion will be 
presented to students who finish in good 
standing. 
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These 4 Great Stars Open Millions of Doors 
for MUTUAL OF OMAHA’S Team 


Not just one, or two.. 
great Radio and TV personalities on 
FOUR Major Networks, are bringing 
Mutual of Omaha’s messages to Ameri- 
can homes in one of the greatest radio 


and television campaigns in insurance 


Each week on 85 TV stations and 763 Radio stations, these popular stars are 
telling folks the advantages of Mutual of Omaha’s FAMILY SECURITY PACK- 
GE ... and about the 530 millions of dollars Mutual of Omaha has paid in 


“Leads” by thousands are streaming in from interested listeners and viewers. 
are a daily occurrence in Mutual of Omaha’s 300 sales offices. The 
welcome mat is out for Mutual of Omaha’s enthusiastic ~- guagaatas who have 
been * ‘introduced” by Considine, Garroway, Lewis and Daly. 


If you would like to join the pace- 
. . if you are qualified, and 
between 25 and 55 years of age . . 

write today to AGENCY DEPT., MU- 
TUAL OF OMAHA, OMAHA, NEBR. 





MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
The Largest Exclusive Health and Accident Company in the World 


SKUTT, President 


- but FOUR 
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on MBS-RADIO 





% DAVE GARROWAY 
on NBC-TV 





CANADIAN HEAD OFFICE: TORONTO 














DEFEAT COMPULSORY BILLS 





Auto and Disability Bills Die in Michi- 
gan Legislature; Code Revision Is 
Also Rejected 

Most of the insurance bills offered at 
the current session of the Michigan leg- 
islature died in committee when the 
deadline passed for reporting measures 
to the floor. Included were two com- 
pulsory automobile bills and one compul- 
sory disability measure, 

Another major casualty was the de- 
partment-backed code revision (Senate 
1152) which would have brought life and 
A. & H. agents under the written ex- 
amination provisions established for 
licensing of property agents, would have 
set up new provisions for credit insur- 
ance and written the so-called “model 
group law” into the Michigan act. 

Legislative leaders laid the fate of 
code revision to the claim that “there 
was just too much in the bill.” It was 
introduced too late to permit considera- 
tion of its many far-reaching provisions. 
The bill was offered by the senate in- 
surance committee chairman, Senator 
Leo Roy. No open opposition was shown 
but reportedly certain Detroit newspaper 
interests feared its tightening of licens- 
ing requirements might affect sale of the 
popular newspaper policies. 

The perennial effort to substitute a 
comparative negligence law for Michi- 
gan’s contributory negligence statute also 
failed although several bills were intro- 
duced. A bill to create an unsatisfied 
judgment fund also died in committee as 
did a bill to make automobile contracts 
non-cancellable except for felonious driv- 
ing convictions. 

Still alive, with some prospect of pass- 
age, were several measures to liberalize 
the workmen’s compensation act, a bill 
to authorize auto carriers to write 
pedestrian coverage, and a measure to 
increase from $1,000 to $5,000 the P. D. 
coverage requirement in the financial re- 
sponsibility act. 


CPL RATES UP IN CONN. 





National Bureau Also Revises O. L. & T. 
and M. & C. Rates for Minnesota 
and Connecticut 
Revised B.I. liability insurance rates 
for O. L.& T. area and frontage class- 
fications and for M. & C. classifications 
for Connecticut and Minnesota became 
effective February 8 for member and 
subscriber companies of the National 

Bureau of Casualty Underwriters. 

New rates for comprehensive personal 
and farmer’s CPL insurance were also 
announced for Connecticut, effective 
February 8. In that state the CPL rate 
including initial residence premises is 
increased from $10 to $15; that includ- 
ing initial residence premises with in- 
cidental professional occupancy from 
$15 to $20; that including initial two- 
family dwelling premises from $13 to 
$18; and that including initial two- 
family dwelling premises with inciden- 
tal professional occupancy from $18 to 
$23. The rate for farmer’s comprehen- 
sive personal liability insurance includ- 
ing initial farm premises is increased 
from $10 to $16. 

Revisions of O. L. & T. and of M. & 
C. rates, reflecting recent experience, 
resulted in the following statewide aver- 
age percentage — 


L&T. M.&C 

% ce % Change 
Connecticut ..2%4.s.% cpr —13.7 
Midnéspta: 7.565.853 Bi +57 


Kunstman Asst. Vice Pres. 

R. W. Kunstman, assistant manager 
of the Pacific Coast department of the 
Ohio Farmers and Ohio Farmers Indem- 
nity, has been appointed assistant vice 
president of both Ohio Farmers Com- 
panies. Mr. Kunstman will continue his 
duties as first assistant to D. L. Jones, 
vice president and manager of the Ohio 
Farmers Pacific Coast Department, the 
main office of which is in Los Angeles. 
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Federal Reinsurance 
(Continued from Page 39) 


eral, or Federally- -guaranteed interest- 
pearing securities. 

Secretary Hobby would also have the 
final say in approving each health in- 
surance plan on which application for 
reinsurance was made. As one of the 
main yardsticks, the Secretary would 
use the principle that the plan should 
embody an extension of existing health 
insurance services. This might include 

a broader medical coverage, a venture 
into geographic areas not now included 
in health insurance. 


Stipulations 


It was further brought out that au- 
thority to write insurance in a given 
field would be subject to a standby or 
no-competition provision. In other 
words, plans of a given kind could be 
reinsured only if reinsurance is not 
available on comparable terms and con- 
ditions in the private insurance market, 
and the Federal government would 
withdraw from areas in which private 
reinsurance might be developed later. 

Other stipulations were that only ab- 
normal losses would be reinsured, and 
the carrier would share in the risk un- 
der a coinsurance feature. Standards 
would be set up for deductibles as well 
as coinsurance, limits of maximum lia- 


bility, waiting periods for benefits and’ 


other such policy provisions; standards 
for the duration, cancellability and re- 
newability of such policies or contracts, 
and standards for provisions with re- 
spect to costs and charges of the pro- 
viders of personal health services pay- 
able by the carrier, to the extent that 
such standards are necessary to protect 
the fund against abuses or arbitrary 
cost increases. 

Secretary Hobby would be aided by a 
12-member National Advisory Council 
on Health Service Prepayment Plans, 
with four of its members required to 
have had practical experience in the 
field. 

Technical and advisory services would 
be set up to conduct studies and collect 
information on problems of health serv- 
ices and statistics of sickness and to 
feed this information back to the health 
insurance companies and to the public. 

Mrs. Hobby said that nine experts 
from the A. & H. insurance industry 
had served as consultants in drawing 
up the plan. 


Liability of the Reinsurance Fund 


_Under the Administration’s plan the 
liability of the reinsurance fund would 
be fixed and limited as follows: 

The fund would not underwrite all of the 


carrier’s annual benefit costs under the plan. 
Rather, the reinsured portion of such costs 
would be limited to the excess, if any, of (a) 
aggregate annual incurred benefit costs under 
the plan, over (b) the difference between (1) 
gross annual earned premium income and (2) 
a portion of such income called the adminis- 
trative-expense allowance. 

This allowance in its application to a given 
year for a reinsured plan would be determined 
by multiplying the gross earned premium income 
for the yea: by an ‘‘administrative-expense- 
allowance factor,” predetermined for the plan 
Prior to the commencement of the reinsurance 
term (or renewal term) into which such year 
falls. This factor would be equal to seven- 
eighths of the carrier’s pre-estimated (and thus 
predetermined) ratio of annual administrative 
expenses of the carrier under which to plan the 
annual premium earned income under the plan. 

Thus, before reinsurance would begin to 
apply, the carrier would in effect have to absorb 
fully out of its premium income, as_ benefit 
costs, (1) the anticipated portion of premium 
mcome normally devoted to benefits costs for 
such a plan, (2) the portion anticipated as 
available for profits in the case of a carrier 
Organized for profit, and for contingencies in 
all cases, and (3) one-eighth of the portion of 
Premium income anticipated as administrative 
expenses, 

po is expected the House hearings on 

he Wolverton bill will be held during 
the week of March 22 and Senate hear- 
ings on the Smith bill will begin during 


the first or second week of April. 
Joint ALC-LIAA Statement 


In response to inquiries regarding the 
life industry’s position on the Wolver- 
ton-Smith bills, American Life Conven- 
tion and Life Insurance Association of 
America stated that while it is not pos- 
sible to evaluate the legislation in detail 
immediately, “the measure apparently is 
appropriately directed toward encourag- 
ing and stimulating insurance companies 
and other non-government organizations 
to provide still further health insurance 
services and coverages. ... This objec- 
tive is full in keeping with desires of 
the insurance business, and the legis- 
lation therefore appears to merit careful 
consideration by the insurance compa- 
nies. 


E. G. Trimble, Jr. 


(Continued from Page 41) 


tion to the White Sulphur Springs 
casualty-surety convention which the 
Trimbles annually attend in the fall. 
The family hobby centers around 
scrapbooks and photograph albums which 
the Trimbles have meticulously kept 
since their children were very young. 
Ed Trimble is also active in boy scout 
work, having served as a troop chair- 
man, and in the Father’s League of 
Scarsdale whose aim is to encourage 
students in inter-grade sports, particu- 
larly football, baseball and basketball. 





Zimmerman Points to Advances Made 
By A.&H. Industry hiss to Criticism 


One of the main features of the ad- 
dress by Charles J. Zimmerman, 
LIAMA_ managing director, which 
opened the spring A. & H. meeting of 
the Life Insurance Management Asso- 
ciation in Chicago, March 17, was his 
reference to recent public criticism of 
A. & H. practices. 

“In the main,” he said, “these criti- 
cisms are based on use of misleading ad- 
vertising, on bad claim practices, on the 
maintenance of too-low claim ratios, on 
the sale of too limited coverage, on the 
frequent use of rights of cancellation 
and the refusal to renew.” 

Mr. Zimmerman admitted that the 
industry cannot contend there is no 
cause for criticism. Yet, he said, human 
nature being what it is, gs 3 would be 
an unprecedented situation if there were 
no cause for criticism in this accident 
and sickness business which is-less than 
a century old.” 


Help Eliminate Criticism 


He expressed confidence that the busi- 
ness is willing and eager to help elimi- 
nate these causes of criticism, “but we 
can only succeed if those responsible 





Mr. Agent: 
t’s those eta 


and often money, 


Agents’ Associati 


These are some o 


Agency System. 
















GENERAL 












THE 
eee ‘Potomac 
ire and Life 
ASSURANCE Insurance 
CORPORATION 
ompan 
id Ce st J 
DISTRICT OF 
COLUMBIA 


things you give... 


A talk at the weekly luncheon club... 
work on the Community Chest drive... 
a lively interest in local projects... time, 


The extras you give to your Local 


Prevention ... Safe Driver campaigns 
... juvenile delinquency and crime 
prevention work. 


add up to a professional approach to 
your business, that build prestige for 
you and strengthen the American 











to worthwhile causes. 


on...year ’round Fire 


f the extra things that 


MULTIPLE LINE 
COMPANIES 





EXECUTIVE OFFICES 
GENERAL BUILDINGS 


PHILADELPHIA 








Faown Bachrach 


CHARLES J. ZIMMERMAN 


for this criticism are willing to do their 
part.” He added that it was fortunate 
that 99% of the innocent are often tar- 
red by sins of the guilty 1%. Mr. Zim- 
merman hastened to point out that his 
association cannot speak for the entire 
accident and sickness business. 

In speaking of the LIAMA compa- 
nies, he said: “It can be emphatically 
stated that these companies will show 
up favorably under the glare of the 
most exciting scrutiny.” 

Mr. Zimmerman urged educating the 
public “to the recognition that accident 
and health insurance is not a substitute 
for proper budgeting to meet the nor- 
mal and nominal medical expenses 
which each family and each individual 
can expect to face from year to year.’ 

Noting the entry of many life compa- 
nies into the A. & S. field, Mr. Zim- 
merman said “he did not mean to imply 
that the field of A. & S. belongs ex- 
clusively to the life insurance compa- 
nies.” 


All Have Right to Compete 


Mr. Zimmerman’s opinion is that in 
a free competitive society, all forms of 
free enterprises have equal rights to 
compete. “The important thing,” he 
said, “is that regardless of how compa- 
nies and associations operate, that they 
sell an honest product honestly at an 
honest price.’ 

He stressed the need for “returning 
to the public in benefits the largest per- 
centage of the premium dollar commen- 
surate with safety and good business 
practices.” In this.connection, Mr. Zim- 
merman stated: “If acquisition costs are 
greater than they need be, then costs 
to the public are greater than they 
should be.” 

The speaker acknowledged that the 
commission factor is a major factor in 
the acquisition cost and called the 
graded commission form of payment a 
step in the right direction. 


Advances of A. & H. Companies 


He listed some specific advances A. & 
H. companies are making today: (1) the 
trend toward offering broad coverages 


rather than limited coverages; (2) 
greater emphasis on basic coverage 
rather than fringe coverage; (3) the 


trend toward making insurance protec- 
tion available to the substandard risk; 
(4) the trend toward making accident 
and sickness protection available to the 
aged, those beyond 65; (5) recognition 
by the life insurance companies that 
ee have a unique opportunity in the 
. & S. field. 
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LIAMA Spring Meeting on Accident & Health, 


March 17-18 





Blanchard Offers A. & H. Industry 
11-Point Program for Consideration 


A scholarly address by Ralph H. 
Blanchard, professor of insurance in the 
Graduate School of Business, Columbia, 
University, New York, on the subject, 
“Disability Insurance and the Insured,” 
was one of the features of the spring 
A. & H. meeting of Life Insurance 
Agency Management Association, March 
17-18, 
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part of all losses, or his coverage should 


embarrassment or are 
insured 


be so limited 
a temptation. ... 


as not to present too great 
Accomplishments of Companies 


that both 
learn to 


After maintaining insurers 
and insured should think 
straight and to apply their thinking, the 
speaker pointed to certain accomplish- 
ments to the the 
“You done 
developing workable noncancellable in- 
surance, in adopting an incontestable 
clause, in recognizing the deductible 


credit of companies. 
have much,” he said, “in 


principle (particularly in connection 
with major medical covers), in cooper- 
ating in the revision of the standard 


extending coverage 
merely palliative 


provisions, and in 
beyond the too-often 
benefits of the past. The literature of 
the business and its discussions indi- 
cate that you are aware of needs, prob- 
lems, and criticism, but it will not be 
easy to mold the bus siness into a form 
consonant with principle. 

“What of the insured? He responds 
so readily to the meretricious and is so 
greedy that the application of high prin- 
ciple might leave him cold and fail to 
put him in a buying mood. Further, the 
soundest of explanations for not paying 
a claim leads him to thoughts of pre- 
mium money thrown away and of un- 
generous or even fraudulent insurers. 
These characteristics of his are the rea- 
son for the sale of so much insurance 
that is uneconomical, and disappointing 
when really serious disability strikes.” 


Sees Tremendous Job of Education 


Mr. Blanchard then declared that the 
insurance business has a tremendous job 
of education on its hands, and he sug- 
gested that attainment of at least 11 
objectives by the industry is highly de- 
sirable. He listed them as follows: 

(1) Elimination of uneconomical covy- 
erage of small losses. What is uneco- 
nomical depends on persons and circum- 
stances; a variety of. deductibles should 
be available. Perhaps no one loss under 
$25 should be covered. 

(2) Education of insureds to think in 
terms of applying available premium 
money efficiently in protecting them- 
selves against serious rather than easily 
bearable losses. Too often deductibles 
are presented as a means of reducing 
premiums. They might better be pre- 
sented as a means of purchasing more 
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coverage for the same premium. 

(3) Education of agents as advisers 
as well as salesmen, as service men help- 
ing the insured to get the most, not in 
immediate return but in protection, for 
his premium. 

(4) Reduction of expense ratios. Ac- 
complishment of the first three ends in 
any degree would tend to reduce ex- 
pense ratios. Direct action in rational- 
izing commissions to agents might di- 
minish the total reward for mere sales- 
manship and increase the reward for 
service, even though commissions as 
percentages of premiums were reduced. 

(5) Extension of coverage to the 
broad mass of the public in amounts 
that meet their needs. The greatest 
weakness of private enterprise in com- 
parison with governmental action is the 
inability of the former to reach as wide 
a group and to enforce minimum provi- 
sion for need. Meeting the admitted 
problem, not merely by reaching num- 
bers but by covering over-all need is 
the best argument against governmental 
action. Positive accomplishment is less 
dramatic than noisy opposition, but more 
effective. 

(6) Application of the indemnity prin- 
ciple. Compensating the insured for 
genuine loss is the basic purpose of in- 
surance. Promises to pay specified sums 
on proof of specified facts of physical 
condition or of undergoing specified pro- 
cedures is something of a perversion of 
that purpose. 

(7) Elimination of speculative provi- 
sions. Giving a prize settlement to the 
insured who was injured by the collapse 
of the outer walls of a building if he 
was therein at the time of the collapse 
carries its Own comment. 


Elimination of Exclusions 


(8) Elimination of exclusions. Whether 
exclusions are accomplished by listing 
as such or by an incomplete list of cov- 
ered causes of disability, they represent 
a failure of coverage and a_ potent 
source of misunderstanding. Within the 
range of disability as a cause, the all- 
risk contract is the ideal contract. 

(9) Use of common understandable 
language both in contracts and in deal- 
ing with insureds. In other fields 
marked advances have been made in 
rewording contracts so that their inter- 
est is clearly understandable by an in- 
sured not versed in the language of in- 
surance. Specialized groups tend to de- 
velop a jargon of their own and not to 


Rietz on Lincoln National Experience 


(Continued from Page 43) 


consistent with Social Security and most 
private retirement programs. 

“Policies were not to provide for pro 
rating of benefits in the event of change 
to a more hazardous occupation. 

“Policies not guaranteed renewable 
would not be cancellable during any 
term for which the premium had been 
paid. Further, that for the company to 
refuse renewal of any such policy would 
require written notice of its decision 
not to renew at least 15 days prior to 
the premium due date. 

“Principal sum accidental death and 
dismemberment benefits, when offered, 
would be full additional benefits and not 
in lieu of monthly indemnity benefits 
either by contract provision or election 
within a limited period after loss was 
sustained. We understood this decision 
to be a departure from general practice. 

“Non-cancellable policies would in- 
clude the permissible provision for ad- 
justment of benefits if earnings were 
at a substantially lower level at date 
of claim than at date of issue. While we 
do not expect this clause to be used 
frequently, it is certainly consistent with 
the concept of providing replacement of 
income benefits. In our opinion it is 
sound insurance practice and may prove 
quite valuable to prevent using long- 
term non-cancellable benefits as unem- 
ployment insurance in some cases. 

“Commission schedules were to be on 
a graded, rather than a level basis, but 
with permanent non-vested service fees 
at higher levels than is customary in 
life insurance. Thus we recognize the 
more frequent claim service agents gen- 
erally render on A. & S. business.” 


Integrated With Life Procedures 


Mr. Rietz said Lincoln National’s A. 
& S. is “completely integrated with our 
comparable life procedures except for 
underwriting and claims where we do 
have specialized personnel who devote 
full time to these functions.” He justi- 
fied this decision on the grounds -that 
“an autonomous department would re- 
quire at least some overstaffing in rela- 
tion to probable early volume, or would 
involve a difficult problem in training 


a few people to perform multiple func- 
tions to a far greater extent than is the 
case in our life operations.” 

Mr. Rietz concluded by outlining some 
of the problems of integrating A. & S. 
into each department. 

Training of Life Underwriters 


Commenting on the underwriting de- 
partment, he said, “specialized training 
is necessary if life underwriters are to 
be converted to A. & S. underwriting.” 
He listed several important differences 
“in practical application” between the 
two fields: (1) death is always an un- 
desirable result from the insured’s stand- 
point, but disability may not be. Hence 
the insured’s honesty, and 
ethics are more important in A. & §S, 
underwriting than in life underwriting. 
(2) In life business, substandard appli- 
cants are granted full coverage for an 
extra premium; while’ generally in 
A. & S. substandard risks are granted 
insurance at regular premium rates by 
use of exclusion riders intended to elim- 
inate at least the identifiable extra risk. 
Such exclusion riders sometimes could 
result in granting little effective cover- 
age and in the opinion of Mr. Rietz 
“that is the case where the application 
should be declined.” 

The major difference to the issue de- 
partment, Mr. Rietz said, is the use of a 
larger number of rider forms. 

The basic problem for the accounting 
department is the same as for life in- 
surance, he declared. However, for busi- 
ness not guaranteed renewable, “controls 
have to be established to make renewal 
underwriting decisions effective in cases 
where the company decides not to re- 
new or to renew only with an exclusion 
rider, change in waiting period, or other 
modification.” 

For the actuarial department, Mr. 
Rietz stated that present life insurance 
actuarial records are not adequate. The 
workload is increased here, too, since 
additional detail for the annual state- 
ment and internal operating statements 
is needed. 

Discussing the claim department, Mr. 
Rietz said that unlike life insurance, 
A. & S. claims come quickly with de- 
veloping volume. Yet his belief was that 
claim principles are not radically differ- 
ent from other personal insurance lines 
and “in our case, with experienced per- 
sonnel, we felt that early close super- 
vision would permit adequate handling 
of all claim problems that might occur.” 


morals, 





consider the misunderstanding or mysti- 
fication that it conveys to the laity. 
“Noncancellable” carries a generally 
accepted meaning in the business, but 
mav not convey the idea of “renewable” 
to the insured. Even the use of typical 
insurance words with a new meaning 
may be misleading. To the extent that 
the public understands “coinsurance,” it 
is as it is used in fire insurance with a 


practical significance quite different 
from that of “coinsurance” in major 
medical. 


(10) Settlement of claims as a service 
to the insured rather than as mere en- 
forcement of the contract. This end im- 
plies employment of high-grade men in- 
structed to make every reasonable effort 
to satisfy the claimant, without being 
lavish or condoning fraud or gross ex- 
aggeration of claims. 

(11) Give the insured continuous 
coverage. Non-cancellable guaranteed- 
renewable insurance accomplishes this 
end within limits. Promotion of per- 
sistency of other types of cover works 
in the same direction, as does restriction 
to clear cases of use of cancellation and 
refusal to renew. 





R. §. Jack Talk 


(Continued from Page 43) 


better to give a policy holder the oppor- 
tunity to present his view points and get 
his reaction to the information at hand.” 

Experience shows, Mr. Jack said, that 
when all the facts are in, many times 
the claim can be resolved in favor of the 
policyholder. 

Mr. Jack explained claims practice at 
Monarch, saying: “We never decline a 
claim unless the information received 
indicates a serious misrepresentation 
material to the claim.” He said that 
even then the policyholder is often given 
the chance to state his reason for omit- 
ting information on the application. 
This practice has paid off, he remarked. 

Before closing Mr. Jack discussed 
what he called “a liberal attitude” in 
interpreting medical histories and in 
considering claim pavments in light of 
restrictive clauses. “This liberal attitude 
by the claims department,” he declared, 

can do much to enhance the value of 
A. & H. insurance protection.” 
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“Dad would be just as pleased as I am to see Bill out there 
... and to hear a girl like Susan cheering him. But if it 
hadn’t been for Dad, Bill wouldn’t be out there—he would 
never have met Susan. We both know how much we owe 
to Dad’s thoughtfulness—the life insurance program he 
worked out so carefully with his insurance advisor. Bill's 
college education . . . our home . . . the monthly income 
that means I don’t have to have a job. And, of course, 


Susan . . . Dad would approve of her immediately.” 





An uncertain future? Not 
always—because the sound 
advice of the life under- 
writer turns wishes into 
planned programs, hopes 
into concrete reality. He 
makes the future—and a 


respected name for him- 


self in his community. 
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Annual Financial Statement 


December 31, 1953 


ADMITTED ASSETS 





Cash on Hand and in Banks $ 1,984,805.40 
U. S. Government Bonds or equivalents 13,957,251.77* 
Accrued Interest 59,301.50 
Premiums in Course of Collection (Under 90 Days) 845,358.27 
Other Admitted Assets 1,405.05 
$16,848,121.99 








LIABILITIES 


Reserve for Losses and Loss Expense $10,040,586.83 
Reserve for Unearned Premiums 2,317,044.58 
Reserve for All Other Liabilities 793,409.43 
Capital $1,000,000.00 
Surplus 2.697,081.15 


Surplus to Policyholders 3,697,081.15 
$16,848,121.99 











* Amortized Value of Bonds 


Bonds carried at $437,173.53 in the above statement are deposited as required by law. 
HOME OFFICE: 1790 BROADWAY, NEW YORK 19, N. Y. 


BRANCH OFFICES 


CHICAGO NEWARK MINNEAPOLIS 
309 W. Jackson Blvd. Raymond Commerce Bldg. 127 First Avenue N.E. 
Chicago 6, Iil. Newark 2, N. J. Minneapolis 13, Minn. 


PITTSBURGH PHILADELPHIA 
601 W. Gen. Robinson St. Public Ledger Building 
Pittsburgh 12, Pa. Philadelphia 6, Pa. 


COMMISSION TO BROKERS 
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